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N. Y. Agents’ Assn. 


Gives Full Support 
To NAIA Ad Plans 


Resolution Endorses Program and 
Asks Members to Contribute 


on Basis of Income 
THORN ELECTED PRESIDENT 


Named to Succeed Ritter Who 
Presides at Diamond Jubilee Con- 
vention; New High Registration 


By Epwin N. Eacer 

Syracuse, N. Y., May 7—The New York 
State Association of Insurance Agents 
today gave strong and enthusiastic ap- 
proval to the new $2,000,000 television, 
radio, national magazine and newspaper 
supplement advertising campaign adopted 
last week at Denver, Colo., by the Na- 
tional Association’s board of state di- 
rectors. The 75th annual—Diamond Ju- 
bilee—convention being held here at the 
Hotel Syracuse, not only gave vocal and 
moral support to this advertising pro- 
gram but the agents themselves indicated 
definitely they are ready to contribute 
financially to the fund necessary to be 
raised before the program can be launch- 
ed later this year. 

Agents Get Preview of Campaign 

A colorful preview of the material to 
be used in this hard-hitting ad campaign 
was given this morning by Doremus & 
Co., national advertising agency with 
headquarters in New York City, which 
has prepared the ad texts and set up 
the TV, radio and magazine program. 
Alan H. Miller, president of the New 
Jersey Association of Insurance Agents 
and chairman of the NAIA advertising 
committee, gave background data on this 
entire proposal and then introduced 
Franklin E. Schaffer, vice president, and 
Neal Tonks, marketing and merchandis- 
ing director, both of Doremus & Co. 
They showed color slides of proposed 
ads designed to demonstrate the su- 
periority of the independent local agent 
in serving the insurance needs of the 
public; likewise fully to impress the 
public with the National Association’s 
new insignia, the “hall-mark” of quality 
agents. 

When the hundreds of agents here 
today had viewed this ad campaign out- 
line, which will include Dave Garroway’s 
“Today” program on TV, and “This Is 
the News” on radio presented by Edward 
R. Murrow, they applauded heartily, in- 
dicating their acceptance. Several agents 
jumped to their feet to declare their 
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How many homeowners in 
your area think they have full 
fire protection? 

You know the facts — and those 
facts can open the door to new 
business when prospects realize 
increased costs have outdated 
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Sees First Year One 
Of Accomplishment 


Meeting at Washington Shows 
Companies Willing to Back 
HII Enlarged Program 


NEAL’S REPORT ON YEAR 
J. Henry Smith, Equitable Society, 


President; 259 Co. Members; 
Features of Program 


By WWatiace L. CLAPP 


Washington, May 7—In an atmosphere 


of harmony and accomplishment the an-~ 


nual meeting of Health Insurance Asso 
ciation of America with nearly 400 at- 
tending got under way here yesterday, 
highspotted by the public relations forum 
in the afternoon conducted by Health 
Insurance Institute. Not only are HIAA 
member companies pleased with the In- 
stitute’s first year progress but they are 
in a mood to give increased financial 
support to its activities next year. Holgar 
J. Johnson, Institute of Life Insurance 
president, whose talk closed this session, 
expressed the hope that HII member 
companies would be receptive this fall 
when a program of national advertising 
for the A. & H. industry is placed be- 
fore them for approval. Frank Vander- 
brouk, Monarch Life president, HIAA’s 
public relations chairman; James R 
Williams, HII’s vice president, and his 
staff, did a fine job in portraying the 
Institute’s accomplishments. 


E. J. Faulkner Keynoter 


This morning’s keynoter was E. j 
Faulkner, Woodmen Accident & Life 
president, who has served as HIAA’s 
first president. In evaluating the results 
since the organization meeting a year 
ago he said: “The success of our asso- 
ciation in mobilizing and harmonizing the 
attitudes of the several segments of the 
business on problems confronting us re- 
flects the good will, hard work, incisive 
thought and determination to cooperate 
in a common cause of the 465 company 
officers who have served on HIAA’s 
board and 53 committees this year. Since 
many of the issues before us have been 
perplexing and controversial the fact 
that we have dealt with them at all, 
and in most instances emerged with 
satisfactory results, is significant testi- 
mony to the enduring efficacy of the 
democratic process.” 


HIAA Code Adopted 


Mr. Faulkner pointed to establishment 
of standards of ethical conduct in the 
health insurance business (voted unan 
imously this afternoon) as “fruition of a 
first objective of HIAA.” He explained: 
“This, our own code, is a statement of 
broad principles that should govern the 
conduct of every insurer. Your accep- 
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American Life Of New York Organization 


Careers of Home Office Executives; Instead of General Agents Company 
Will Have Salaried Life Insurance Superintendents at 39 Branch 
Offices of American Surety Co. Which Wholly Owns American Life 


The American Life Insurance Co. of 
New York, a wholly owned subsidiary 
of the American Surety Co., which was 
formed for the primary purpose of fur- 
nishing the latter’s producers with com- 
plete insurance facilities in one group, 
has gotten off to a good start. The issue 
and delivery of its first policies were on 
April 2. The first two policies were 
issued to two children of Harold Allen, 
one of the directors, who is thead_ of 
Allen & Co., investment bankers, New 
York City. They are Janet, 14, and 
Joyce, 11. 

On December 31, 1956, the American 
Surety and its subsidiary companies—the 
Surety Fire Insurance Co., Canadian 
Surety Co. and Compania Mexicana de 
Garantias, S. A. of Mexico—had admitted 
assets of $83, 380,000, of which $77,057,575 
were of American Surety itself. Surplus 
and undivided profits of the group at 
the end of last year were $19,130,000. 


Salaried Life Insurance Superintendents 
at Branch Offices 


The American Life does not contem- 
plate appointing any general agents at 
this time. Instead, it proposes to have 
a salaried superintendent in each of its 
39 branch offices located in key cities 
of the nation. The superintendent will 
have the responsibility for the develop- 
ment of an agency plant and the pro- 
duction of business in his territory. The 
salaried superintendent will not solicit 
any business for his own account. His 
job will be to assist American Surety 
producers in writing life insurance for 
their clients. The managers and field 
personnel of the American Surety branch 
offices will, through their long acquaint- 
ance with the company’s producers, serve 
as the “door-openers” for the life super- 
intendents. 

The first life insurance superintendent 
appointment is that of Robert G. Hor- 
ton, at the company’s metropolitan office. 
He will supervise Greater New York, 
Long Island, Westchester and six other 
nearby New York counties. 


Careers of Home Office Executives 


American Life has no chairman of the 
board, but chairman of the executive 
committee is Harold Allen. 

On this page is a picture of the men 
at the home office of American Surety 
and American Life who are concerned 
with the development and progress of 
the latter company. They are William 
EK. McKell, Randolph E. Brown, Charles 
H. Hall, Alfred H. Hunt, Jr., Albert H. 
Russell, Paul E. Van Horn, John C. 
Barrows, Alanson R. Fredericks and 
John S, Thatcher, Their titles and ca- 
reers follow: 


William E. McKell 


William E. McKell, president and di- 
rector of American Life, is also presi- 
dent and trustee of American Surety Co. 
and president and director of Surety 
Fire Insurance Co. He is a director of 
Canadian Surety Co. of Toronto and 
Compania Mexicana de Garantias, Mex- 
ico City. 

Mr. McKell is a graduate of School 
of Commerce, University at Provo, Utah. 
In 1909 he joined American Surety at 
Salt Lake City and became manager 
of that company’s branch there in 1912. 
In 1926 he was transferred to the home 
office and became vice president. He 
was elected first vice president in 1945 


By CrarENCE AxMAN 


and ten years later became president. 
He was president of New York Casualty 
from 1932 until it was merged with 
American Surety in 1951. He is past 
president of National Association of Cas- 
ualty and Surety Executives; Associa- 
tion of Casualty and Surety Companies; 
Insurance Society of New York; and 
New York Board of Trade. He is a 
former director of Chamber of Com- 
merce of the United States; was a mem- 
ber of Utah House of Representatives 
for four years and for two years was 
Speaker of the Utah House. 


Brown, Hall, Hunt, Russell 


Randolph E. Brown, vice president and 
director of American Life, is also execu- 


home office in charge of agencies and 
production. He was elected executive 
vice president last month. Mr. Brown is 
a member of Graduate Council of Prince- 
ton University. 

Charles H. Hall, vice president and 
director of American Life, is also first 
vice president and a trustee of American 
Surety and of Surety Fire and a director 
of Mexicana de Garantias, S. A. and of 
Canadian Surety. He is secretary and a 
director of Amsuco Securities Co. A 
graduate of University of Toronto he 
joined American Surety in 1926. After 
assignments in the underwriting, agency 
and production departments and the 
field, he was transferred to the office 
of the then president, A. F. Lafrentz, 


American Red Cross. 

Albert H. Russell, vice president, sec- 
retary and a director of American Life 
is also vice president, secretary and a 
trustee of American Surety Co., holding 
also similar offices in Surety Fire. He 
is a graduate of State Teachers Col lege, 
Superior, Wis., and has an LL.B. from 
New York University. Mr. Russell joined 
American Surety in 1925 in the metro- 
politan branch office in New York. After 
assignments in the underwriting service 
and contract departments he was trans- 
ferred to the court and miscellaneous 
department in 1928, becoming assistant 
manager of the department in 1932 and 
manager in 1934, He was elected a vice 
president of the company in 1949. He is 
a member of the American Society of 
Corporate Secretaries, Inc. 


Van Horn, Barrows, Fredericks, 
hatcher 


Paul E. Van Horn, CLU, was elected 
vice president of American Life in Octo- 
ber, 1956. He is a graduate of Sheffield 
Scientific School of Yale University. Im- 
mediately prior to joining American Life 
he was agency director of Guardian Life. 
He is a past president of Rochester, 
N. Y. Life Underwriters Association and 
of Rochester CLU Chapter. 

John C. Barrows, comptroller of Amer- 
ican Life, is also vice president and 
comptroller of American Surety and of 
Surety Fire. He is a graduate of Hobart 
College and has a M.B.A. degree from 
Harvard School of Business Administra- 


Home Office Officials Of American Life Of New York 





Seated: Paul E. Van Horn, William E. McKell, Randolph E. Brown. Standing: Charles H. Hall, John S. Thatcher, Albert 


H. Russell, Alfred H. Hunt, Jr., John C. Barrows, Alanson 


tive vice president of American Surety 
and vice president of Surety Fire. Born 
in New York City, he is a graduate of 
Princeton University. His first business 
connection was with the Guaranty Trust 
Co. in New York. From 1924 to 1935 he 
was in the local agency field in Sarasota, 
Florida, where he was also interested in 
real estate through R. E. Brown & Co. 
He joined American Surety as district 
supervisor at the home office in 1935, 
later becoming superintendent of agen- 
cies. He was branch manager at various 
times in Milwaukee, Dallas, Scranton, 
New York and, in 1948, became manager 
of the Brooklyn branch office. In July, 
1955, he became vice president at the 


R. Fredericks. 


and was elected secretary in January, 
1937. In 1949 he was elected vice presi- 
dent, and in 1952 a trustee, becoming 
first vice president in 1955. 

Alfred H. Hunt, Jr:, vice president, 
on and a director of American 

Life, is also vice president, treasurer and 
trustee of American Surety and vice 
president, treasurer and director of 
Surety Fire. He is a graduate of Yale 
University. After holding various posi- 
tions in the investment banking fields he 
joined American Surety in 1940 in charge 
of its securities investment division. He 
was successively elected assistant treas- 
urer, assistant vice president, vice presi- 
dent and treasurer. He is active in the 


tion. He joined American Surety in 1932 
in personnel training, was tr ansferred to 
securities investment division and then 
to accounting department. In 1942 he 
was elected deputy comptroller and 
comptroller two years later. He is im- 
mediate past president of Association of 
Casualty Accountants and Statisticians 
and a member of Cont rollers Institute 
of America. 

Alanson R. Fredericks, general coun- 
sel, American Life, is also vice president 
and general counsel of American Surety 
and general counsel of Surety Fire. A 
graduate of Amherst College he also 
holds an LL.B. degree from Syracuse 

(Continued on Page 14) 
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Association Of Life Insurance Counsel At White 


Sulphur Springs 





Tax Supported Revenue 
Bonds Talk at Greenbrier 


RICHARD F. MOONEY ADDRESS 





States Have Various Interpretations of 
Limitation, Says Speaker at Counsel 
Meet 





Richard F. Mooney, assistant counsel, 


Northwestern Mutual Life, discussed 
tax-supported revenue bonds _ before 
Association of Life Insurance Counsel 


this week. 

“It seems to me that the distinction 
between a true lease and a disguised 
installment purchase contract cannot be 
used to reconcile the differing results 
reached,” he said. 

Tax-supported revenue bonds have for 
the most part been held to be exempt 
from constitutional limitations in juris- 
dictions where the limits are narrow and 
rigid and cannot be lifted by a vote of 
the electorate. Ohio appears to be the 
only exception. On the other hand, ex- 
cept for California, jurisdictions where 
the debt limit is more liberally expressed 
or can be lifted by a favorable vote have 
emphasized that ‘the constitutional pro- 
visions are intended to limit burdens 
upon the credit and taxing power of the 
government and have regarded the use 
of tax-supported revenue bonds as a 
scheme to evade the Constitution. 

Limitations on state and municipal 
debt appear in a great many state con- 
stitutions. Their origins are found in 
the 25-year period preceding the Civil 
War. Early in the 19th Century many 
states had borrowed large sums _ to 
finance the development of highways, 
canals and other internal improvements. 
Business boomed and a feeling of Pros- 
sag 4 and optimism prevailed. By 1840 
the bonded indebtedness of the states 
exceeded $200 million for those times 
a truly substantial amount. As an after- 
math of the panic of 1837 and the col- 
lapse of the banking system, the borrow- 
ing states found themselves in difficulties. 

To avoid a repetition of such finz ancial 
disasters, it became the fashion to im- 
pose constitutional checks upon the 
pledging of the credit, taxing power and 
future revenues of state and local gov- 
ernments. 

It was not Mr. Mooney’s purpose at 
White Sulphur to consider the wisdom 
of these limitations in the light of pres- 
ent day circumstances and needs. In- 
stead, his purpose rather was to review 
the attempts which have been made, 
with varying degree of success and 
failure, to avoid the impact of such limi- 
tations without resorting to the more 
orderly but sometimes tedious and 
frustrating processes of constitutional 
amendments. He said it is well recog- 
nized that revenue bonds issued to 
finance self-liquidating projects, such as 
college dormitories, municipally-owned 
utility systems and toll roads and 
bridges do not constitute debts within 
the meaning of the constitutional limi- 
tations. 

Among other topics discussed were 
jurisdictions which have upheld tax sup- 
ported revenue bonds as not subject to 
constitutional debt limitations. He did 
this state by state. 


Geaiadaded Panel Talks 


Among panel discussions at life coun- 


sel meeting in Greenbrier, White Sul- 
phur Springs, were these: 

“Current Interpretations of the Life 
Insurance soto Income Tax Law.” 
Irving T. F. Ring, senior vice president, 
State ies moderator. Speakers: 
Daniel P. Cav: anaugh, assistant general 


counsel, Aetna Life, and Hugh M. Mack- 
ay, associate counsel, State Mutual. 
“Deficiency Reserves.” B. M. Ander- 
son, vice president, Connecticut General, 
moderator. Speakers: Henry B. Arm- 
strong, attorney, Travelers, and Oliver 


N. Townsend, assistant general counsel, 
Continental Assurance. 





Suggests Regulations 
For Creditors’ Group 


ADDRESS OF JOHN M. HILL, II 


16 States Without Laws Specifically Re- 
lating to This Type of Insurance; 
Prevailing Debt Rate 


A discussion of the regulation of credi- 
tor’s Group life insurance was given by 
John M. Hill, II., associate counsel, John 
Hancock, at Greenbrier convention of 
life counsel in an address, “Life Insur- 
ance and Consumer Installment Credit.” 

Sixteen states have no laws specific- 
ally relating to Group credit life insur- 


ance, All states other than Ohio permit 
the policy to be written so that the 
creditor pays all the premiums, or the 


creditor and debtor both contribute to 
the premium, or the debtor contributes 
the entire premium. As a general rule, 
the model Group credit life policy defi- 
nition and standard required provisions 
law adopted June, 1946, by National As- 
sociation of Insurance Commissioners 
prevails in all states having Group life 
insurance laws with certain modifica- 
tions. 
To Regulate Effectively 


Commenting upon the requirements of 
an effective regulation which would be 
in the best interest of the public and 
life insurance industry, Mr. Hill made 
these suggestions: 

The regulation should be an amend- 
ment to the insurance laws of each 
state and should tbe administered by the 
Insurance Department of the state. The 
regulation should apply to both indi- 
vidual and Group Credit life insurance. 
A maximum limit should be imposed 
on the amount which the creditor may 
charge the borrower or purchaser of the 
insurance. 

The amount the creditor may charge 
the debtor should be consistent with the 
economic value of the life insurance to 
the debtor, but must be ample to induce 
the creditor to market the coverage and 
to encourage necessary or desirable ex- 
perimentation with the cov erage. 

The charge, which must be sufficient 
to induce the creditor to provide the 
coverage, must also include sufficient 
margin to stimulate desirable experi- 
mentation with the coverage. 

The charge must be reasonable from 
the standpoint of the debtor. A minimum 
limit must be placed on the amount of 
total compensation the creditor may re- 
ceive and retain. 

The limit on the amount the creditor 
may charge the debtor and the amount 
the creditor may receive must be fixed 
by statute and not be set by regulatory 
authority. 

The amendment should provide for 
registration of all creditor organizations 
as a condition of making any charge to 
debtors for Credit life insurance. 

In comments that charge should be a 
reasonable one from standpoint of the 
debtor, Mr. Hill said: 

“The prevailing $1 per year per $100 
of debt rate in the individual policy field 
produces a 25% loss ratio. This results 
in the debtor betting 4 to 1 against him- 
self in buying the insurance. It clearly 
makes the coverage of questionable eco- 
nomic value to the debtor and _ places 
it in the category of risks that are more 
economically self-insured, such as the 
$50 deductible risk in automobile prop- 
erty damage insurance. 


Maximum Charge Per $100 of Debt 


“The results of the survey made by 
the New York Department of the nation- 
wide 1955 credit life insurance experi- 
ence for the insurers licensed in New 
York appear to indicate that a maximum 
charge of 50 cents per year per $100 of 
debt would be productive of sufficient 
dividends to satisfy all requirements. 





Explains Problems In 
International Field 

TALK BY E. H. McVITTY GIVEN 

Manufacturers Life C I Di 


Currencies and Language Situation; 
Chinese Money Complexities 





Problems confronting life insurance 
companies doing a worldwide business 
were discussed by E. H. McVitty of 
Manufacturers Life’s legal department 
before Association of Life Insurance 
Counsel May 6. Among those problems 
are language and currency, foreign ex- 
change control, conflict of laws, laws and 
investments, deposits, pay- 
ment of claims, agency matters and 
underwriting and taxation, succession 
duty problems, trading with the enemy 
regulations and problems growing out 
of war. More recently there were situa- 
tions caused by the decrees issued by 
the Egyptian government concerning in- 
surance business. 

Fortunately, said Mr. McVitty, these 
problems in ‘reality “relate to only a 
small segment of our company’s foreign 
business. Claims are paid as quickly as 
possible and with as little trouble and 
expense as are similar claims in North 
America. Our rate structure in the for- 
eign fields has been such that our foreign 
business can adequately account for 
many of the expenses incurred in deal- 
ing with these problems.” 


Languages Used in Foreign Fields 


The initial problem about doing busi- 
ness in so many part of the world re- 
lates to languages. The Manufacturers 
Life’s policy forms, agent’s agreements 
and other documents are all printed or 
typed in three different languages, viz: 
English, French and Spanish. The 
French and Spanish translations, made 
from the forms as printed in English, 
are made by translators in the company’s 
own policy department. The three trans- 


legislation, 


lators between them can _ translate 
French, Spanish, Russian, German, 
Dutch and Italian or practically any 


other European language. If necessary, 
they can manage Arabic, Latin and 
Greek. The French forms are largely 
in Quebec and Haiti and in Egypt until 
recently when the company ceased doing 
business there. The Spanish forms are 
used in Cuba, Puerto Rico, Dominican 
Republic and Virgin Isles. When Manu- 
facturers was doing business in Japan it 
employed Japanese translators. 

“Currencies involve more complicated 
problems. As regards currency the com- 
pany must naturally state in the policy 
the exact currency in which payments 
are to be made either by the policyholder 
or the company,” said Mr. McVitty. 
“The chief currencies we use at present 
other than of Canadian and U. S. dollars 
are pounds sterling for United King- 
dom and British Colonies, Netherlands 
a Indies guilders. Hong Kong dol- 
lars, Ceylon rupees, East African shill- 
ings, British Honduras dollars and South 
African pounds. 


Complications in Chinese Currency 


In 1934 the Chinese Nationalistic Gov- 
ernment withdrew Chinese silver dollars 
from circulation and replaced it with 
Chinese National paper currency in pay- 
ment of premiums and also paid claims 
in this currency. The company thereafter 
accepted /Chinese National paper cur- 
rency in premiums and for claims. 

Due to hoarding and inflation, the 
Chinese National currency declined in 
value in China and throughout the world. 
In addition to this, the Japanese were 
determined to drive the Chinese National 
currency out of circulation. They issued 
“notes” of the Federated Reserve Bank 
which by decree was made legal tender 
in all occupied districts. This decree 
was that the notes were first of all to 


Realty Investment by 
Cos. Discussed by Bannon 


“Company Ownership of Real Property 
Under Existing Laws” was discussed by 
David J. Bannon, Jr., assistant counsel, 
Mutual of New York, at the Greenbrier 
Hotel, White Sulphur Springs, May 6. 

The real estate investment outlets 
created and authorized for life insurers 
during the last score of years have 
brought with them a minimum of prob- 
lems, some industry-wide. Perhaps it is 
a tribute to the skill and care with 
which life companies have entered the 
new field. The privileges granted have 


not been abused and acquisitions, al- 
though widespread, have by no means 
dominated or even made a serious im- 
pression in the general real estate mar- 


ket. The fear of such a development was 
undoubtedly a factor prompting the 
initially low statutory ceiling on the 


percentage of assets that could be in- 
vested in income-producing reality, par- 
ticularly by New York companies. “It 
is gratifying to report that less than 
three weeks ago the ceiling was raised 
from 3% to 5% of | the admitted assets 
of such companies,” said Mr. Bannon. 

The most popular form of income- 
producing reality investment has thus 
far proven to be the long term net lease 
to a top-grade corporate credit. Its 
ten-year history has already produced 
interesting and unexpected facets. Much 
stress was initially placed upon the care- 
free character of such investments. 


Bartlett T. Bent Retires 

Bartlett T. Bent, vice president of the 
Travelers, has retired after nearly 48 
years of service. He was in charge of 
the home office administration depart- 
ment. He joined the company in 1909 
as a member of the agency department 
and has served as vice president since 
1945. 

Mr. Bent’s department is largest in 
the home office of the company and 
includes the purchasing, printing, dupli- 
cating, photographic, supply, tabulating, 
stenographic, mail and general file divi- 
sions. The protection force, buildings 
and maintenance also came under his 
supervision. 

During World War I, Mr. Bent saw 
service with both the Royal Air Force 
and the United States Air Force. He 
joined the Group department of the 
Travelers after the war as chief clerk 
and in 1923 was transferred to the home 
office administration department as as- 
sistant to the secretary. He became 
assistant secretary in 1938 and secretary 
of the company in 1941. 





be of equal value with the Chinese dol- 
lar, then they were fixed at a premium 
of 10%, then at a premium of 40% and 
later the Chinese dollar was decreed no 
longer legal tender. The reaction of the 
Chinese was the opposite to what might 
have been expected as the notes of the 
Federated Reserve Bank actually sold 
at a discount. 

In 1948 the Chinese Nationalist Govern- 
ment under the terms of a currency re- 
form decree established the “Gold Yuan” 
a standard currency of the Republic of 
China and suspended the Chinese Na- 
tional Currency issue. 

When the Gold Yuan was introduced 
the Chinese Government attempted to 
stabilize it at a value of 25 cents in 

S. currency, but it rapidly declined. 
Information is that the Gold Yuan was 
evidently established and later replaced 
by the Silver Yuan which in turn has 
disappeared. The end result of all these 
developments has been that a_ policy 
originally expressed as payable in Chin- 
ese silver dollars has become, to all 
intents and purposes, now actually value- 
less. 
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PERFECT PROSPECT 


for A2STNA LIF'H'’S 
SEO TRE 
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He's Horace P. Sampson . . . company-president . . . 
shoots in the low 80's at the club . . . collects rare 
coins. He has a large income . . . made wise invest- 
ments . . . finds himself in a high tax bracket. 


Since he will not need the income from certain invest- 
ments for the next ten or more years, he is a perfect 
prospect for Atna Life's Short Term Trust Plan. A pro- 
vision of the 1954 Internal Revenue Code makes it 
possible for him to realize a large income tax savings 
now by setting up these investments in a temporary 
trust — to benefit a loved one. At the same time, look- 
ing forward to his retirement years, he preserves the 
right to the property given in trust after 10 years. 


You, Mr. General Insurance Man, undoubtedly know 
of men like Mr. Sampson. Check your files . . . and 
then call your nearest Atna Life General Agency. They 
will be pleased to demonstrate how this Atna Life plan 
can help your clients. You benefit, too — from this 
EXTRA SERVICE — through large-commission sales. 


SERVICE TO GENERAL INSURANCE MEN EEUzrry 


“Compass” is a monthly Atna Life service publication 
written especially for general insurance men and brokers. 
It points out unusual opportunities for building commis- 
sions and for ting client relationships. To receive 
your copy regularly write: “Compass,” Atna Life Insur- 
ance Co., Hartford 15, Conn. 











AETNA LIFE 


INSURANCE COMPANY 


Affiliates: Atna Casualty and Surety Company 
Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 
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Five New Officers Of Home Life 


new ‘officers 


The appointment of five 
by Home Life has been announced by 
William P. Worthington, president. They 





Pach Bros., N.Y. 

FREDERICK C. ERDMAN 
are: Frederick C. Erdman, assistant 
manager-methods; Henry Farber, 
field service; Thomas E. 
assistant counsel; James C. 


man- 
ager of Quin- 
lan, Jr. 
Sheridan, 


assistant manager-securities; 





Pach Bros., N.Y. 


JAMES C. SHERIDAN 
and James F. Straley, assistant manager- 
securities. 
Careers 
Mr. Erdman undertakes increased re- 
sponsibilities in management of the 
methods division. A graduate of Buck- 


Erdman began his 
in 1937 in the 


nell University, Mr. 


career with Home Life 


policy planning department and became 





Pach Bros., N.Y. 


HENRY FARBER 


assistant policy planning manager in 
1951. He was appointed methods assist- 


ant in the methods and services depart- 
ment in 1955 and has been active in 
methods work with the Group depart- 





Pach Bros., N.Y. 
STRALEY 


JAMES F. 


ment and in the company’s program of 
work simplification. 

Mr. Farber is responsible for the de- 
veloping of sales promotion material as 
as company publications and allied 
He received 


well 


relations material. 


public 
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MUTUALJ LIFE INSURANCE ws 


20STOM, matsacuuserTs 


| OXford 7-2121 


FRANK McCAFFREY 





Life 


M. 


* 





CAMPS, 





his Master’s degree in journalism from 
Northwestern University in 1948 and 
joined Home Life in 1949. Subsequently, 
he became managing editor of Home 
Life Magazine and in 1953 assistant man- 
ager of field service. He was appointed 
manager of field service in 1955. 





Pach Bros., N. ¥ 
THOMAS E. QUINLAN, JR. 


Mr. Quinlan joined the company in 
1948 upon graduation from Columbia 
University School of Law. He became 
assistant attorney in 1951 and attorney 
in 1952, and he has been active in law 
department matters in field of Group 
insurance. 

Mr. Sheridan will undertake increé ased 
responsibilities in the analysis of securi- 


ties owned and those available to the 
company as new investments. He came 
to Home Life,in 1946 after 12 years 


in investment &nd analysis work. He 
became investment analyst in the securi- 
ties department in 1951. He has a degree 
from New York University Graduate 
School of Business Administration. 

Mr. Straley, who will have added re- 
sponsibility for investment analysis and 
securities investigation in the company’s 
growing investment program, came to 
Home Life in 1953 after several years 
of investment experience. A graduate of 
Trinity College, he was appointed in- 
vestment analyst in 1956. 


HEADS PRUDENTIAL DISTRICT 

C. Bryant Newcomb has been ap- 
pointed head of The Prudential’s Bridge- 
ton, N. J., district which serves some 
48,000 Prudential policyholders in that 
area. He succeeds George J. Geisinger 
who recently was named head of the 
company’s southern New Jersey regional 
office at Millville. 

Mr. Newcomb assumes the post after 
serving in company sales and manage- 
ment positions for the past seven years. 
He joined the company as a district 
agent in 1950 and until his promotion to 
staff manager in 1954 was one of the 
company’s leading salesmen. Early this 
year he was advanced to training con- 
sultant. 











LIFE/A. & H. 
OPPORTUNITIES 
Midwest—Life Asst. 

Agcy. Director ..................$10,000 
Midwest—Group Actuary.... 16,000 
East—Personnel Manager.... 12,500 
East—Actuarial Asst. .......... 8,500 
West Coast—Life 

Underwriter ..................+ -- 27,500 
Southwest—Group Manager 10,000 
Southeast—A & H 





Underwriter. ...............0...- - 8,000 
Southwest—Policy Forms 
Analyst 8,500 


Large selection unlisted positions — 
All areas of the Country. Write for 
objective information about our service. 


FERGASON PERSONNEL 
INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














NO ACTION IN PENNSYLVANIA 





Status of Extra-territorial Bill About 
Group Life Limits; Companies 
Oppose 
Pennsylvania for some time has had 
on its statute books an act with $20,000- 
$40,000 Group limits applying to all 
master Group policies issued in the 
state. Recently, Senate Bill No. 348 was 
introduced providing that any company 
doing business in Pennsylvania must 
also observe those limits not only in 

that state but elsewhere. 

This extra-territorial bill was intro- 
duced through Eldridge P. Bragdon, 
CLU president of Pennsylvania Associa- 
tion of Life Underwriters and general 
agent in Harrisburg of Minnesota Mu- 
tual. te 

This bill, which was approved by 
NALU at its Roanoke mid-year conven- 
tion, commending the Pennsylvania As- 
sociation for having taken this step, 
was sent to insurance committee of the 
Senate and reported out after its first 
reading. It appeared on the calendar 
April 23 for second reading, but action 
was postponed. The bill is opposed by 
LIAA and ALC who requested a hearing 
before the insurance committee. The 
Pennsylvania General Assembly will ad- 
journ about May 31. 


W.R. Ford to Retire 


W. R. Ford, South Bend manager of 
Northern Indiana branch of Great-West 
Life, will retire May 31 after 20 years 
of service in accordance with the com- 
pany’s retirement policy. He will be 
succeeded by Donald E. Brennan, form- 
erly supervisor of the Northern Indiana 
Agency. 

A native of Weymouth, Mass., Mr. 
Ford joined Great-West in 1937 as an 
agent in the company’s Chicago branch. 
In 1940 he was appointed district man- 
ager for northwest Indiana and became 
or an manager of Northern Indiana in 

2 

Mr. Brennan, a graduate in Science of 
the University of Indiana, is a newcomer 
to Great-West Life, having joined the 
company as supervisor of the Northern 
Indiana branch in 1955. 
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Annuities © Group ¢ 





Disability Benefits ¢ 


800 Second Avenue (at 42nd St.), N. Y. C. 
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HERMAN FEINGOLD 


Pension Trusts 





WUTUALJ LIFE INSURANCE COMPANY 
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MONEY-SAVING - EASY - AUTOMATIC 
monthly budget premium payment by 





preauthorized check. 


Can include old and new policies under $10 Minimum Monthly check includes 


which policyholder pays premiums . . . all all premiums paid by policyholder. 
on one check each month. 
90% of banks contacted are cooperat- 


Also available to businesses. ing. 
Monthly payment is only one-sixth of 


For full information call or see our local 
semiannual rate. 


General Agent. 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


The Policyholders’ Company 
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N.Y. Times Studio 
JOHN A. BUCKLEY, JR. 


Cameron of Guard- 
following 


President John L. 
ian Life has announced the 
promotions : 

Michael |] 


president; John A. Buckley, Jr., 


Brennan, assistant vice 
director 
of public relations. 

A graduate of New York University, 
Mr. Brennan has spent his entire busi- 
ness life with the Guardian, starting as 
a clerk in the medical department more 
than 30 years ago. After serving as de- 
partment head of the general accounting 
department, he was promoted to the com- 
pany’s official staff as assistant secretary 
in 1948. 

\s assistant vice president, Mr. Bren- 
nan will continue to direct the expanded 
operations of all Guardian departments 
responsible for servicing business in 
force—premium accounting, premium col- 
lection, policy values, statistical control 
and tabulating. He is a member of the 
New York Accountants Club. 

Mr. Buckley is a graduate of Fordham 
University, and entered the life insur- 
ance field with Mutual of New York in 
1940, After service in the Navy in World 
War II, he was with Mutual’s advertising 
department until 1948 when he joined 





Life I. I. Becomes Open End 


Following approval by the sharehold- 
ers and the managing board of directors 
of Life Insurance Investors, Inc. at 
Chicago, President Raymond T. Smith 
announced that the company will become 
an open-end mutual fund for the contin- 
uous selling of the shares of the com- 
pany upon completion of the necessary 
4 registration requirements. 

Smith stated that at present, thr 
is open-end with respect to re- 
demptions only, having a fixed capital 
Mr Smith further stated that, under 
the new plan, J. C. Bradford & Co. of 
Nashville, will become national distribu- 
tor for the company’s shares, under a 
contract approved by the shareholders 
Life Insurance Investors, Inc., is a mu- 





tual fund of almost $17 million, whose 
investment ve wrtfolto is exclusively in 
share holdings in life insurance compa- 


nies and here affiliates. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Conway Studios, Inc. 


MICHAEL J. BRENNAN 


the Guardian as sales promotion assis- 
tant. He was appointed to the company’s 
official staff in 1952 as sales promotion 
director. 

In his new position, Mr. Buckley will 
continue to be responsible for the de- 
velopment of sales promotion material, 
the production of company publications 
including the annual report, and Guard- 
ian’s national advertising program, and 
will have new responsibilities in the areas 
of policyholder and public relations. 

He is a member of the Life Adver- 
tisers Association and has served on ‘that 
group’s educational and Eastern Round 
Table committees. 





EMPIRE'S 


Innovation in Life Insurance—Reduced Premium Because 
of Policy Size 





Reductions per thousand applicable to our published rates regardless of Gee. 











PRWL & All Other Plans 

Selective Except Term 

Protector & Term Riders 
Below $5,000 —o0— —0— 
$5,000 to $9,999 —0— $1.00 
$10,000 to $14,999 $1.50 $1.50 
$15,000 and over $1.75 | $1.75 





MORGAN O. DOOLITTLE, 
President 





We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 




















Promote Edward C. White, Jr. 


Ray D. Murphy, chairman of Equitable 
Life Assurance Society, has announced 
the appointment of Edward C. White, 
Jr., as manager, public utilities securities, 
in the securities investment department. 

Mr. White joined Equitable as a rail- 
analyst in 1936. In 1952, 
assistant manager, indus- 


road securities 
he was made 
trial securities, which position he held 
at the time of his promotion. A graduate 
of the University of Hawaii, he attended 
the Harvard University Graduate School 
of Business Administration, receiving his 
M.B.A. in 1936. He served as communi- 
cations officer in the Armed Guard of 
the Navy during World War II, attaining 
the rank of lieutenant. 








> 
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areas 





lI 


ll-balanced company is, we believe, a company 


. .. whose financial position is strong 
.. whose geographical market embraces a 
balance of metropolitan, town and rural 


. . whose policy contracts include all funda- 
mental coverages... 

... whose contributions to its industry have 
been recognized as outstanding 

. .. whose growth has been steady and uniform 

... whose size is sufficiently large to assure 
confidence and prestige 

... whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

... whose reputation as a friendly company 

has been consistently upheld 


Fidelity is a well-balanced company 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ 


PENNSYLVANIA 





American United Names 
R. J. Campbell, C. E. Shaeffer 


American United Life has appointed 
Ralph J. Campbell and Carl E. Shaeffer 
to the home office staff in Indianapolis. 

Mr. Campbell will assume duties as 
director of field service. Before his entry 
into life insurance sales, he was a teacher 
and superintendent of schools in Towa. 
For the past five years he has been a 
resident of Cedar Rapids, Iowa, and has 
held various supervisory positions in the 
American United agency in that city. 

Prior to a three-year tour of duty as 
an electronics specialist with the Navy, 
Mr. Campbell attended Bueno Vista Col- 
lege, State University of Iowa, Iowa 
State College, and Drake University. He 
holds a Master’s degree and is also a 
graduate of the Purdue University Life 
Insurance Marketing Institute, where he 
was president of his class. 

Mr. Shaeffer, who has been named 
agency assistant, goes to the company 
from LaGrange Park, Ill. He has been 
active in the insurance field for the past 
seven years. From 1949 to 1951 he was 
a member of the Indianapolis Olympians, 
a professional basketball team. 

Mr. Shaeffer is a graduate of the Uni- 
versity of Alabama and served for two 
and a half years in the Army during 
World War II. 


General American Gives 
$73,246 Persistency Bonuses 


General American Life recently distri- 
buted the largest amount of persistency 
bonuses in the company’s history. A 
total of $73,246 was paid to 305 “winners” 
—the largest number of representatives 
ever to receive bonuses from the com- 
pany in one year. 

Persistency bonuses are one of the 
extra incentives offered General Amer- 
ican Life field associates through the 
company’s lifetime security franchise 
contract. 

The average of all of the checks was 
$240, and the top ten checks—all for 
more than $1,000—averaged $1,567. The 
highest individual bonus was $2,382. 
Sixty-five representatives received checks 
for more than $300. 

Persistency bonuses are given over and 
above regular renewal commissions. Since 
1936, when General American Life first 
issued the bonus, the company has paid 
out $759,950 in persistency awards. 

The first awards in 1936 totaled $4,585 
and went to 38 representatives. This 
year’s total of 305 recipients exceeds by 
41 the number who last year shared in 
$65,117 in persistency bonuses. 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 


INDIANAPOLIS OMAHA 
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Massachusetts Mutual Had 
15% First Quarter Gain 


Massachusetts Mutual Life had a 15% 
increase in first quarter sales, President 
Leland J. Kalmbach reported. 

New business amounted to $235,880,000, 
with iin 3 sales erased for $199, - 
219,000, and Group $36,661,000. Sixty of 
the company’s 96 general agencies de- 
livered more business than in the same 
quarter last year, and 70 reported Ordi- 
nary sales of over a million dollars. The 
Yates-Woods Agency, Los Angeles, had 
the largest volume, and the Miller Agen- 
cy, Philadelphia, showed the largest gain. 

The Massachusetts Mutual now has 
a total of $5,580,462,000 life insurance in 
force, and Mr. Kalmbach predicted that 
this figure would exceed $6 billion by 
the end of the year. Ordinary insurance 
in force on March 31 was $4,668,015,000, 
and Group insurance, $912,447,000. The 
largest agency is the Yates-Woods Agen- 
cy, followed by the Lawrence Simon 
\gency, New York City. 


Walter H. Smith Promoted 


Promotion of Walter H. Smith to as- 
sistant general agent at the Atlanta gen- 
eral agency of Aetna Life has been an- 
nounced by Henry A. Maddox, general 
agent. Mr. Smith joined Aetna Life in 
1950 after several years’ experience in 
the life insurance field. He is a past 
president of the Augusta Toastmasters 
Club, former vice president of the Au- 
gusta Association of Life Underwriters 
and Sertoma Club. 


Elect Sue DiMarco President 

Insurance Women’s Club of Staten 
Island, which is 21 years old and has 
a membership of 50, has elected Sue 
DiMarco president; Anita Volz, vice 
president and Marie Miller secretary. 
Rose V. Sasso and Harriet Hannigan 
were elected members at large. 





Acacia Names Edwin English 


New Manager at Cincinnati 

Edwin C. English, a staff manager for 
the past eight years of a Cincinnati unit 
of The Prudential organization, has been 
named manager of the Cincinnati branch 
of Acacia Mutual Life. 

The new manager entered the life in- 
surance business in 1939 following seven 
years’ experience as a manager and 
buyer for the Kroger food chain. He is 
a graduate of Ohio State University and 
a veteran of. two and one-half as of 
Navy service during World War I 

Mr. English joined Prudential as an 
agent and was the leading Ordinary life 
producér at his branch for five years. 
In 1942, just prior to entering military 
service, he led all the other agents in the 
company’s 14-state regional sales organ- 
ization in Ordinary business and never 
failed to qualify on the roster of top ten 
Ordinary life producers. 

Promoted in 1948 to staff manager, his 
unit in 1956 ranked first among the com- 
pany’s 24 Cincinnati area units and the 
agents under his supervision averaged 
nearly $250,000 in production. 


Honor 2 at Lincoln Nat’! 


An executive- secretary team of Lincoln 
National Life recently won honors when 
John P. White, advertising manager, 
was named Fort Wayne “Advertising 
Man of the Year” and Eileen Chaney, 
his secretary, was elected president of 
the Indiana Division of the National 
Secretaries Association. Mr. White, with 
Lincoln since 1935 and its advertising 
manager since 1946, was runner-up for 
“Man of the Year” in the Fifth District 
of the Advertising Federation of Amer- 
ica. He was co- -chairman for the recent 
district conference in Fort Wayne. Miss 
Chaney has been secretary and member- 
ship chairman for the Indiana Division 
of NSA and education chairman and 
bulletin editor for the Fort Wayne chap- 
ter. 


NQA Increasing 


National Association of Life Under- 
writers has already processed 14,945 
applications for National Quality Awards 
This is an increase of 1,168.5% 
over the 1,279 figure for 1945, the first 
year the citations were issued by NALU 
and the Life Insurance Agency Manage- 
ment Association. 


this vear. 


Awards now are being mailed out 
from NALU headquarters to secretaries 


or executive secretaries of local associa- 
tions for presentation at late May or 
June meetings. Ten-year plaques will 
be mailed soon. 

The NALU tabulation shows that 13- 


year qualifiers will number approximately 


380, that ten-year qualifiers will number 
about 796 and that there will be about 
3,500 first-time qualifiers. 
may change slightly after reappraisal of 
some applications that are still pending. 
Qualifiers in 1956 numbered 13,394. 


The figures 


Don C. Buell Dead 


Don C. Buell, 52, third vice president 
of Metropolitan Life, died in Stamford 
Hospital May 4. He joined the company 
as an actuarial clerk and in 1941 was 
transferred to the Group division, being 
advanced to Group 
1948, assistant vice 
president in 1953. He is 


sales manager in 
president in 195] 
and third vice 
survived by a widow, two children, a 


sister and two brothers. 










This exciting MONY news appear- 
ing in LIFE, LOOK, READER'S 
DIGEST, TIME and NEWSWEEK 
will reach 1 out of every 3 fam- 


ilies in the U.S.A. / 


= / 
ERS: 
FOR FURTHER INFORMATION CALL 
YOUR NEAREST MONY OFFICE! 








ONY DOES IT! 


Starting right now, on a whole series of 





new policies, Mutual Of New York offers 
you three great ideas in life insurance: 





Starting right now, MONY reduces its 
premium rates on “whole life’’ plans, 
at adult ages, for policies with a face 
value of less than $5,000. This means 


Starting right now, on nearly all types 
of life insurance for individuals, 
MONY offers you discounts on bigger 
policies with face amounts of $5,000 
to $10,000, and an even larger dis- 
count when the policy is for $10,000 
or more. You save, just as you save 
when you buy the larger-size pack- 
ages at your grocery store. For ex- 
amples of premium discounts, see table. 


3. A new easy way to pay! 


Starting right now, if you have a 
Regular Checking Account, you can 
arrange with many banks to have 
your monthly premium of $10 or 
more deducted. With this plan called 
“MONY-MATIC,” you don’t even have 


Maura 





1. A reduction in various premium rates! 


more insurance protection for your 
gross premium dollar. Dividends paid 
on such policies make the net cost 
less than the premium paid. 


2. Even lower rates on larger amounts of insurance! 








’ How much less you pay . .. 
rece Amount | 20M} in 10 vanes’ | in 20 yaors’ 
premiums | premiums 
$5,000 | $1.25 per $1,000 | $ 62.50 $125.00 
7,000 | 1.25per 1,000 | 87.50 175.00 
10,000 | 2.00 per 1,000 | 200.00 400.00 
15,000 | 2.00 per 1,000 | 300.00 600.00 
20,000 | 2.00per 1,000 | 400.00 200.00 




















to write the check . .. MONY-MATIC 
does it for you automatically! Now 
you can conveniently budget your 
insurance payments, and it will cost 
you less than the usual method of 
paying monthly premiums. 


The new plans, or certain features of them, 
moy not yet be available in all states. 


0- New York 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK, NEW YORK. N.Y. 


Life Insurance —Accident and Sickness —Hospitalization — 
Retirement Plans... 


FOR INDIVIDUALS AND EMPLOYEE GROUPS 


MONY offices are located throughout the United States and in Canada. 


MONY TODAY MEANS MONEY TOMORROW! 
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Heads Agency in Mineola 


For Home Life of N. Y. 


racn Bros., N.Y. 


JAMES J. McCANN 


The opening of a new agency in Min- 
eola, Long Island, has been announced 
by Home Life of New York. The agency 
will be managed by James J. McCann, 
CLU. Mr. McCann is a veteran of over 
17 years of field experience with Home 
Life. A graduate of Fordham University, 
he began his career with Home Life in 
the company’s sales planning division as 
a planning assistant. He subsequently 
joined the New York-Evans agency as a 
producer. 

Consistently one of the company’s lead- 
ing produc ers, ‘" e won ae YP several 
vears in the Qu — Field Underwriters, 
Home Life’s honor group. In addition, 
is a as member of the 





Million Dollar Round Table and has won 
the National Quality Award the past 
nine years. Active in life insurance 


organizations, he is Paez president 
of the New York CLU Chapter. 
Associated with Mr. McCann in the 


Mineola agency will be Vincent T. Burns, 
Elliot L. Ferris, Michael S. Rulle, all 
formerly with the New York-Bremner 
Agency, and Howard G. Hansen, form- 


erly with New York-Carnright. 


Nationwide Life Assets 
Top $100 Million Mark 


Assets of Nationwide Life, Columbus, 
Ohio, topped the $100 million mark dur- 
ing the first quarter of this year, accord- 
ing to W. E. West, treasurer, who an- 
nounced that the asset total as of March 


31 represented a gain of 17% over the 
corresponding sages in 1956. 
Nationwide Li ained its first major 


objective in December when insurance 

in force passed the $1 billion mark. At 
the end of March this tot: i] hz id reached 
$1,043,567,000 and policyholder reserves 
and deposits stood at $83,839,600. 


Opens New Employes Room 


Employes of Business Men’s Assurance 
home office in Kz nsas City, began using 
new, enlarged and redecorated lunc h 
facilities on the first floor of the BMA 
building recently. W. D. Grant, executive 
vice president, announced the opening 
of the new lunch and activities room in 

n address to all employes. Remodelling 
of the room, which has been under way 
since the first of the year, increased the 
seating capacity to 290, 


ing 


Remodelling of the employes lunch 
room is a part of a long-range program 
by BMA to rearrange the building space 
to accommodate the increasing number 


of employes. Office space in the BMA 
building is totally occupied by BMA 
Operations, with more than 730 employes. 





D. W. Orr Elected Chairman 
United L. and A. Board 


Dudley W. Orr, president of Peerless 
Insurance Co., has been elected chairman 
of the board of directors, United Life 
and Accident, Concord. He_ succeeds 
John V. Hanna, former United Life 
president and member of the board. 

A well-known lawyer and industrialist, 
Mr. Orr has served on the United Life 
and Accident board since January 1951. 
He is president of the Northern Rail- 
road, president of the Concord Natural 
Gas Corporation and a vice president 
of the Mechanics National Bank of 
Concord. He was elected president of 
Peerless Insurance in 1955, 

Mr. Orr is a trustee of Dartmouth 
College, Phillips Exeter Academy, Mer- 
rimack County Savings Bank, the Rolfe 
and Rumford Home in Concord and the 
New Hampshire Historical Society. He 
holds directorships in the Mechanics Na- 
tional Bank of Concord, Concord Natural 
Gas Corporation, Manchester Gas Com- 
pany, Merchants Mutual Casualty, New 
England Electric System, Peerless In- 
surance and United Life and Accident. 
He is a resident of Concord. 


Old Republic Dividend 


Old Republic Life of Chicago has now 
gone on a quarterly dividend basis for 
its stock instead of making an annual 
distribution as in the past. The first 
quarterly dividend was paid May 1 at 
20 cents per share. 








GENERAL AGENCY OPPORTUNITY 
PITTSBURGH, PA. 


Pan-American Life Insurance Company of New Orleans has an opening for 
ibilities of General Agent of our Pitts- 





a qualified man to the resp 


rounding areas. 


force in Pennsylvania. 





burgh, Pa., territory. He should be well acquainted with Pittsburgh and sur- 


Because of poor health, L. S. Brown, who so ably served as Pittsburgh Gen- 
eral Agent for Pan-American over the past 45 years, is retiring—thus making 
this opening available. The Company has more than $28 million of insurance in 


Send complete resume and photo in complete confidence to Vice President & 
Agency Director, Pan-American Life Insurance Company, New Orleans, La. 











MDRT By-Laws Revisions 


Qualifiers for the 1958 Million Dollar 
Round Table will be permitted to count 
retirement income policies for only the 
face amount or 100 times the monthly 
income provided, thus eliminating the 
previous “125 times the amount of 
monthly incomes. .. .” 

This is the most important of the 25 
changes in the MDRT by-laws revisions 
adopted overwhelmingly in the Round 
Table’s first mail ballot and announced 
to the members by MDRT Chairman 





It lets you make 5 photo- 
exact copies of anything in 1 
minute for as little as 214 ¢ each 
—legal-size documents, 2-sided 
records, news clippings, work 
sheets—without omissions. 

It lets you answer much of 
your mail without dictation 
and typing; lets your secretary 
do an “all-day” retyping job in 


110 West 32nd Street 


HENRY W. FENBERT 
Sales Mgr. 





a photocepier even the 
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Howard D. Goldman, CLU, of Richmond, 
Va., general agent for Northwestern 


Mutual. 

Other than the retirement income 
change, the amendments primarily clar- 
ify the intent of various provisions of 
the by-laws. A total of 1,308 mail bal- 
lots was sent in, meaning that 65% of 
those eligible voted, or several times 
as many as have ever voted on by-laws 
changes at an annual business session. 
This underscores the effectiveness of 
the mail ballot, Chairman Goldman 
pointed out. 


Retirement Income Change 


The retirement income change means 
that a $10,000 face-amount policy provid- 
ing for $100 a month income will be 
counted like any other $10,000 policy. 
Under the previous 125-times rule, it 
would have counted for $12,500 of face 
amount. The 125-times factor was origi- 
nally provided because. this type of 
policy accumulates a cash value of ap- 
proximately $1,600 per $1,000 of face 
amount by retirement date. However, 
the by-laws and executive committees 
came to the conclusion, which has been 
adopted by the membership in the by- 
laws revision, that special treatment for 
such policies is not warranted. The 
change means that no policy containing 
regular life insurance protection will 
be credited at more than its face amount. 

Chairman of the by-laws committee is 
John O. Todd, CLU, Northwestern Mu- 
tual, Chicago. The changes were drafted 
and recommended by the 1956 by-laws 
committee, headed by A. J. Ostheimer 
III, Northwestern Mutual, Philadelphia. 
Other members of the present by-laws 
committee, besides Mr. Todd and Mr. 
Ostheimer, are Walter N. Hiller, CLU, 
Penn Mutual, Chicago; Edward J. Mintz, 
CLU, New York Life, Salinas, Calif.; 
and Theodore Widing, CLU, Provident 
Mutual, Philadelphia. Messrs. Todd, 
Ostheimer, Hiller and Widing are past 
chairmen of the Round Table. 

The proposed changes were mailed to 
the 1956 membership last November 30, 
as the by-laws provide that proposed 
amendments must be mailed to the mem- 
bership at least 30 days before the 
date they are to become effective. The 
timing was important for the retirement 
income policy credit change, as it was 
desired to have the change effective as 
to all such business written in 1957. 

McCallen, Olson & Abney, Chicago 
certified public accountants, handled the 
counting and auditing of the mail ballots. 


Kenneth J. Hanau Dead; 


Colonial Life Director 


Kenneth J. Hanau, chairman of the 
executive committee of the National 
State Bank, Newark, and a director of 
Colonial Life, died recently at age 61, 
after a short illness. He was a resident 
of Upper Montclair, N. J. 
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Prudential Defends 
Variable Annuities 


GIVES VIEWS IN BOSTON 





Valentine Howell Says Salesmen Will 
Not Misrepresent Contract; Congle- 
ton “Inflation” Angle 





Speakers for The Prudential at recent 
hearing in Boston of Massachusetts 
Commission making a study of Variable 
Annuities were Valentine Howell, ex- 
ecutive vice president; Richard J. 
Congleton, general attorney; Dr. Gordon 
W. McKinley, director of economic and 
investment research; and Meyer Malni- 
koff. 

Mr. Howell said the variable annuity 
policy has most of the advantages of 
the Mutual Fund shares, with additional 
advantage of the guarantees inherent in 
the life annuity element. Therefore, he 
asked, “If Mutual Fund shares are good 
for the average man, why not a variable 
annuity policy ?” 

He saw no danger of misrepresenta- 
tion in selling, saying: “No life insur- 
ance salesman in his right mind is going 
to try and sell a variable annuity policy 
to someone obviously only a prospect 
for a dollar a month debit policy.” 

Mr. Howell saw no danger of misrép- 
resentation in selling. “In the first 
place,” he said, “the feature of this 
policy that has the biggest sales appeal 
is that the return on it is tied to the 
return on common stocks. The idea that 
any holder of such a policy would expect 
a fixed return on his contract after 
listening to the salesman is fantastic. 
On the basis of honesty and intelligence 
I don’t think there is any group of 
salesmen in the world that can compare 
with life insurance salesmen. . . . In 
my opinion, the chief difference between 
a salesman and a true consultant is that 
one deals with an advertised product 
and the other doesn’t.” 

As to the third objection to variable 
annuities — “surrender at the wrong 
time’—Mr. Howell said this objection 
applies to all equity holdings. The man 
holding common stocks bought in part 
with borrowed money is not an investor; 
he is a speculator. The man who has 
all his savings in common stocks, unless 
his income is otherwise depression- proof, 
is not a wise investor. “But, I submit,” 
he continued, “that the safeguards 
thrown around the variable annuity pol- 
icy, in the way of diversification of 
holdings and forced averaging both of 
the payments in and out make it com- 
pare favorably with other vehicles hav- 
ing an equity principle.” 

Mr. Howell said that increased famili- 
arity with the variable annuity prob- 
lem required of an officer of a company 
actually contemplating issuing such a 
policy has made him more certain that 
a growing public need exists for this 
policy, and that the life companies 
should be encouraged to provide it. 


Congleton Answers Objections 


Richard J. Congleton in answering ob- 
jections which have been raised by op- 
ponents of Variable Annuities said he 
did not believe confidence in the insur- 
ance industry might be undermined. He 
cannot agree that the public will be un- 
able to comprehend the nature of this 
contract or that agents can’t be trained 
to explain it. As to whether insurance 
companies “should not be involved” he 
said no one else can write contracts 
— on guaranteed pooling of mor- 
tality. 

Mr. Congleton would not concede that 
any tax advantage would accrue to vari- 
able annuity holder as compared with 
mutual fund shareholder. Their basis 
of taxation is different. Furthermore, 
it is a Federal question well known to 
tax authorities. The 1954 Code regula- 
tion spells out formula for Variable An- 
nuity. 

“The proposal does not embrace infla- 
tion,” he said. 


Not Against VA Idea If 
Sold for Group Annuities 


In a letter to Massachusetts Special 
Commission for Investigation and Study 
of the Insurance Laws, O. Kelley Ander- 


son, president of New England Life, said 
that while his company is not yet ready 
to support legislation which would per- 
mit variable annuities to be sold to indi- 
vidual citizens of Massachusetts it be- 
lieves, however, that the principles in- 
herent in the variable annuities idea 
should be made available for Group pen- 
sion and retirement plans. Through the 
medium of a segregated fund some addi- 
tional flexibility could be allowed to life 
insurance management in the _ invest- 
ments upon which these plans are 
funded. In those situations, where the 
employer’s dollar will be used to finance 
at least part of the cost, the hazard of 
public understanding will be removed as 
the average employer will be in a posi- 
tion to make an intelligent decision as 
to the most effective method of funding 
pensions and retirement benefits for its 
employes, and the experience and know- 
how of the life insurance business can 
be further utilized in this important area. 
It is also New England Life’s opinion 
that it would be desirable that some 
minimum guarantee be provided in 
Group annuities thus authorized. 

Some other Massachusetts life compa- 
nies agree with Mr Anderson’s ideas 
about VA. 


Connecticut Bars VA Policies 


The Supreme Court of Connecticut has 
declared the issuance of variable annuity 
policies illegal in that state. It also has 
authorized Insurance Commissioner Spel- 
lacy of that state to restrain American 
Life Association, a fraternal group, from 
writing them. 





“Variable Annuity is not dependent on 
prediction of further inflation for its 
justification. A balanced program aims 
at any economic contingency, offering 
protection against either deflation or in- 
flation. Attractiveness of some common 
stock investment in a retirement pro- 
gram is tied to the nation’s expanding 
economy, ‘which is something hoped for 
whether value of dollar goes up or 
down. 

Prices May Continue to Rise 

Dr. Gordon W. McKinley said the 
basic purpose of the variable annuity 
is to provide reasonable protection to 
the annuitant against major fluctuations 
in cost of living, particularly to guard 
him against the tragic effect of infla- 
tion during his retirement period. An 
opponent of the Variable Annuity, faced 
with the fact that Prices have "shown 
a marked long-term increase in the past, 
has stated publicly that the only reason 
we have had inflation in the past has 
been because of wars, and that prices 
following war have usually returned to 
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their pre-war levels. “Since this oppo- 
nent is apparently convinced we will 
have no future wars he argues that 
there is no reason to expect prices to 
continue to rise in the future,” said Dr. 
McKinley. He then gave facts in the 
history of the company’s economy which 
he said demonstrate that this is a mis- 
conception. 

Meyer Melnikoff, one of the principal 
designers of The Prudential type of 
variab'e annuity contract, discussed pri- 
marily the need for and possible appli- 
cation of the variable annuity principle 
in Group pension plans and the diffi- 
culty, from an actuarial point of view, 
of satisfying this need on any other 
basis. 
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Increase Discount on 
Premiums Paid in Advance 


Increased discount on premiums paid 
in advance was announced by Pacific 
Mutual Life. Announcing the liberaliza- 
tion, Oscar Swenson, actuary, said that 
advance premiums now will be accepted 
by Pacific Mutual at a discount rate of 
3%. The prior rate was 24% 


J. H. TORRANCE ESTATE 

J. H. Torrance, vice chairman of 
Business Men’s Assurance, Kansas City, 
who died last October, left an estate of 
about $1,500,000 according to inventory 
and appraisement filed in Jackson County 
probate court. Of the total, $1,000,000 was 
represented by 20,000 shares of common 
voting trust certificates of BMA and 
$483,600 in 8,060 shares of the company’s 
common stock. A will provides for cre- 
ation of two trusts for the members of 
his immediate family, his widow and two 
sons. 


North American Bisieiiiiiie 
Charles G. Ashbrook, president of 
North American Life of Chicago, an- 
nounced that in keeping with 1957 ex- 
pansion plans, the company has been 
licensed by the Insurance Departments 
of Oregon and Nevada. In recent months 
the North American Life has also en- 
tered Iowa and Arizona. 


Colonial Life Dividend 


The board of directors of Colonial 
Life, East Orange, N. J., announced the 
payment of a quarterly dividend of 25 
cents per share to be payable on June 
15 to stockholders of record June 3. 
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Heads Sales Promotion 


Adv. for Shenandoah Life 





HOWARD L. 


JOHNSON 


Howard L. 


of Greensboro, N. C., 


Appointment of Johnson 
as director of sales 
and advertising for Shenan- 
Roanoke, Va., effective May 


Blake T. Newton, 


promotion 
doah Life, 
1, was announced by 
Ir., president. 
of Mr. 
Jefferson 
Standard 1953 
advertising, sales promotion and public 
relations work. His background also 
includes similar work with other com- 
panies, and news gathering and editorial 
writing in the newspaper field. In addi- 
tion, he has had considerable experi- 
ence in public speaking and in civic 
work. 

Mr. 
Colleg 


Duluth, 
associated 
December, 


Minn., 


with 


A native John- 
been 


Life 


son has 


since in 


Johnson attended Duluth Junior 
e, obtained his Bachelor of Jour- 
nalism degree and Bachelor of Arts de- 
gree from the University of Missouri. 
His life insurance training includes a 
Life Office Management Association 
Certificate, the American College of Life 
Underwriters, and Life Advertisers Sales 
Promotion Workshop. 

In 1955-56 he studied corporation law 
at Greensboro Evening College, a divi 
sion of Guilford College, and in 1956-57, 
estate planning and trust law. During 
World War II, he served as a second 
lieutenant in the U.S. Marine Corps 
and had two years’ service overseas with 
the Second Tank Battalion, Second Ma- 
rine Division. He was company com 
mander at the time of his return to the 
United States and holds the rank of 
captain in the Marine Corps Reserve. 

Following war service, Mr. Johnson 
was in sales work with the hotel and 
restaurant division of Swift & Co. for 
about three years. In 1950 he became 
editor of Cuba News and Review, a 
Missouri weekly newspaper, holding this 
position until January, 1953, when he 
became advertising and business man- 
ager of Planters Press Publishers, 
3ossier City, La. In December, 1953 he 
went with Jefferson Standard. 

Mr. Johnson has served on various 
community projects, including the Can- 
cer Fund, civil defense, Boy Scouts. 
Greensboro United Fund, Chamber of 
Commerce work, industrial development 
work, and many others. He is married 
and has three children. 


WILLIAM A. POMFREY DEAD 


William A. Pomfrey, 69. former super- 


visor with the Security Mutual Life in 
Syracuse, N. Y., died recently. He was 
a resident of Syracuse for 26 years and 


was former general manager for Metro- 


politan Life in Bangor, Me., and Syra- 
cuse until 1937. Until his retirement in 
1953 he was associated with Security 
Mutual 


Says Cos. Should Not 
Sell Variable Annuities 


METROPOLITAN VIEWS GIVEN 





Dougherty Says Equity Investments 
Should Not Be Sold Under Guise 
of Insurance 

In speaking before Massachusetts Spe- 
cial Commission considering variable an- 
nuities Charles G. Dougherty, vice pres- 
ident, public relations, Metropolitan Lite, 
said that company feels strongly that the 
proposal to permit the sale of “so-called” 
variable annuities by life companies 
would be a disservice to the public and 
to the whole life insurance business. 

“Some have accused us of being re- 
actionary and not keeping up with the 
times because we have openly opposed 
this proposal,” he said. “I want to lay 
that charge to rest right at the outset. 
Any successful company to which mil- 
lions of the American people continue 
daily to entrust their insurance protec- 
tion is bound to keep pace with the 
changing needs of the public. We are 
fully aware of the value of experimenta- 


tion, but some experiments are just too 
dangerous to undertake, and this we 
believe to be of that nature.” 
Company Assumes No Risk 
Continuing he said that for the first 


time in history it is being proposed that 
a life insurance company assume no risk, 
practically speaking, and that the entire 
investment risk be transferred to the 
purchaser. “You have heard it said the 
issuing company may guarantee mortality 
and expense,” he asserted. “True, that 
is something, but in my opinion it 
amounts 1o very little today. It, of 
course, does lend to this proposed type 
of contract, which essentially is an in- 
vestment contract, some attributes of 
insurance. But the important risk in this 
situation is the investment risk that is 
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shifted entirely to the purchaser. In 
a true annuity the purchaser is insulated 
from that risk by the promise, the guar- 


antee, of the insurer as long as it is 
solvent, but not so here. Under the 
variable annuity the insurer makes no 


promise to pay any specific sum, and the 
amount which the purchaser receives 
depends entirely upon the ups and downs 
of the stock market.” 

Commenting on the public’s confidence 
Mr. Dougherty said: “The public, over 
the years, has come to look upon life 
insurance contracts as being safe and 
certain. When they buy shares in mutual 
funds, or when they buy stock through 
a broker, they know that they are taking 
some risk—but when they buy a life 
insurance company contract they feel 
that no risk is involved. That reputation, 
which is our greatest asset, is thoroughly 
justified. Despite depressions, wars and 
panics the life insurance companies have 
provided promised financial security for 
millions of people. I feel absolutely sure 
that if some of our outstanding life com- 
panies start to sell this product, the peo- 
ple who buy it will think that they are 
getting pretty much the same type of 
security they are accustomed to receiving 
from life companies, and that the invest- 
ment know-how of these companies ‘has 
largely taken the risk out of the stock 
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market. Unfortunately that is not true. 
You just can’t change the nature of com- 
mon stocks. They are bound to go down 
as well as up—and when they go down 
some people are bound to be hurt. It is 
then that the great reputation of the 
life insurance business will suffer.” 


Called Common Stock Pool 


After giving a number of other reasons 
why he did not think variable annuities 
should be sold by life insurance com- 
panies Mr. Dougherty said: “The pro- 
posal to segregate assets has many far- 
reaching implications, both practical and 


legal. Beyond that, a variable annuity is 
essentially participation in a common 
stock pool, with all of the dangers as 


well as the advantages incident to such 
an investment. It is speculation rather 
than insurance, and should not be sold 
by life companies nor by life agents. 
Certainly, equity investments have an 
important place in our economy, but they 
should not be sold under the guise of 
insurance.” 


Equitable Dinner of 
Twenty-five Year Corps 


Completion of more than 39,000 years 
of continuous service by 1,287 veteran 
officers and employes was marked May 
1 by Equitable Life Assurance Society. 
The occasion was the thirteenth annual 
dinner of the insurance company’s 
Twenty-five Year Corps, held in the 
grand ballroom of the Waldorf-Astoria. 

Senior Vice President and Actuary 
Walter Klem who was chairman of the 
dinner welcomed 56 new members of 
the Corps and reported that membership 
in the veterans’ organization was at a 
record high. Other speakers at the 
dinner were Ray D. Murphy, chairman 
of the board and James F. Oates, Jr. 
president-elect. 


Beneficial Standard Names 
Eric Geddes, Eli Grossman 


Edward D. Mitchell, chairman of the 
board of Beneficial Standard Life has 
announced that Eric Geddes has been 
elected assistant vice president and con- 
troller and Eli Grossman has been elect- 
ed assistant vice president and associate 
actuary. 

Mr. Geddes, who has been with the 
company for two years, has had long 
experience in the insurance business and 
was formerly associated with Occidental 
Life and Sun Life of Canada. 

Mr. Grossman, who is a Fellow of the 
Society of Actuaries, has been asso- 
ciated in the past with Manhattan Life, 
United States Life, and with Union 
Labor Life as vice president and actu- 
ary. He has been active in the field 
of Group insurance and it is intended 
that he will head up the company’s 
Group actuarial department. 
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At recent Public Relations Seminar, sponsored by Life Insurance Advertisers Asso- 
ciation at Princeton, N. J., 22 highly skilled guest speakers appeared on the three-day 


program. During the first day the following people participated (1 to r): 


Donald 


E, Lynch, director of public relations Mutual Benefit Life and director of the 


seminar; A. H. Thiemann, 


eo president Home Life, New York; 


second vice president New York Life; 


William P. 
John L. Lobingier, Jr., director of 


public relations Life Insurance Agency Management Association ; Holgar J. Johnson, 


president Institute of Life Insurance; 
and public relations Provident Mutual; 
of Life Insurance; and Warren F. 


Robert A. Adams, supervisor of advertising 
Donald F. 
Reuber, advertising assistant Connecticut Mutual 


Barnes, vice president Institute 


and chairman of L AA Educational Committee. 





General American Record 

A total of $16,290,190 in March written 
production—13.5% more than the same 
month last year—was announced by 
General American Life. March, 1956, 
was at that time an all-time record 
month for the company. This year’s 
March figures bring the company’s year- 
to-date written production to $40,201,583 
—an 11.1% increase over the $36,175,069 
for the same period last year. 

Paid business to date is $26,755,026 
compared to $22,318,446 last year—a 20% 
increase. Paid Ordinary life March fig- 
ures were $10,155,246—6.9% over $9,502,- 
752 for March of last year. 

The company’s featured Masterplan 
policy accounted for $2,150,146 of the 
March written production, and $5,323,- 
328 of the year-to-date figure. Master- 
plan accougted for 13.2% of all Ordi- 
nary life written—both in March and for 
the first three months of this year. 

Group life volume issued in March 
was $18,450,706 compared to $8,456,341 
for March last year. 

Honolulu was the top agency through- 
out the company for written business in 
March and for the year-to-date with 
$843,945 for the month and $2,007,329 
for the quarter. 





Equitable Society Names 
Assistant Medical Director 


Appointment of Dr. Luther Cloud as 

assistant medical director on the staff 
of Equitable Life Assurance Society has 
been announced by Ray D. Murphy, 
chairman of the board. The new ap- 
pointee will serve in the bureau of 
employes’ health in the New York home 
office. 
_Dr. Cloud, a graduate of New York 
University Medical School, joins Equi- 
table after two years in the medical 
department of the New York Telephone 
Co, Previously, he had been in private 
practice in Montgomery, W. Va. During 
World War II, he served in the Army 
Medical Corps. 

Dr. Cloud is a member of the Indus- 
trial Medical Association and the New 
York State and Kings County Medical 
Societies. He is also an expert on jazz, 


having written and lectured extensively 
On this subject. 


Dean S. Kirk Appointed 
By Washington National 


Dean S. Kirk has been appointed gen- 
eral agent in Topeka, Kansas, for Wash- 
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ington National according to an an- 
Watt, president. 
Mr. Kirk entered the insurance business 


nouncement by P. W. 


in 1946, and for the following 2% years 
served as a field representative for two 
nation-wide companies. In 1949 
he joined another insurance company 
representing it first in the field and later 
as general agent of its Topeka offices, 


large, 


resigning this year to accept his recent 
appointment. 
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Mass. Mutual Appoints 
Pollock, Millar for Group 


Massachusetts Mutual Life has an- 
nounced the appointment of Robert N 
Pollock as a district Group manager and 
of William H. Millar as a district Group 
representative. Mr. Pollock’s appoint- 
ment is for the district Group offices in 
Rochester and Buffalo and Mr. Millar 
becomes associated with the Philadelphia 
district Group office. 

Mr. Pollock, who has been in the 
Group insurance field for the past six 
years, will provide service to agents, 
brokers and policyholders throughout the 
area. He will work in cooperation with 
Clarence A. Grimmett, Jr., general agent 
in Rochester and with Fred H. White 
CLU, general agent in Buffalo. He will 
be under the general supervision of 
Herbert S. Woods, northeastern regional 
Group manager in Boston 

Mr. Millar will work in cooperation 
with Jack H. Braunig and Gordon S$ 
Miller, general agents in Philadelphia, 
and under the general supervision of 
George E. Hopkins, eastern regional 
Group manager in New York 


N. Y. Ass’n Silisaing 


The regular May educational meeting 
1 The Life Underwriters’ Association 
of the City of New York will be held 
May 16 in the North Ballroom. ot 
the Hotel Sheraton-Astor, it was an 
nounced — by Association Educational 


Vice President Harry Phillips, 3rd, 
CLU. The program will be devoted to 
a discussion of “Motivation, The Key 


Ervin W ald, 
Wolken 


Closing” and will feature 
Penn Mutual, and Sidney L 
berg, CLU, Union Central 

A question and answer period will fol 
low at the conclusion of the program 
There is no admission charge and at 
tendance is restricted to members only 

The committee on nominations and 
elections will present the 1957-58 slate 
of officer and board of director nomi 
nees. 


B. F. Shirkey A Anniversary 


Byron F. Shirkey, chief underwriter 
for Midland Mutual Life, recently ob- 
served his 30th anniversary with thie 
organization. In recognition of his serv 
ice, he was presented with a diamond 
pin by President C. O. Sullivan. 

Mr. Shirkey joined Midland Mutual in 
1927 as a mail clerk. In 1933 he was 
assigned to the underwriting division 
and in 1942 was advanced to underwriter 
He was appointed chief underwriter in 
1951 
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Declares Cash Dividends 


Jefferson Standard Life of Greensboro, 
N. C., has declared a cash dividend of 
25 cents per share payable May 10 and 
another 25 cents dividend payable Au- 
gust 2. Advance action was taken be- 
cause directors will next meet August 7 
instead of in July as usual, The com- 
pany’s 50th anniversary celebration will 
be held August 7. 


American Life Of N. Y. 


(Continued from Page 3) 


College of Law. After several years in 
private practice he joined American 
Surety in 1936 in personnel training. He 
was designated attorney shortly after 
transfer to the legal department; was 
appointed assistant general counsel in 
1952 and general counsel in 1955. He 
belongs to New York Bar Association 
and International Association of Insur- 
ance Counsel, and is presently vice chair- 
man of the fidelity and surety committee 
of the insurance section of American 

3ar Association. He has written several 
articles on insurance law. 

John S. Thatcher, manager underwrit- 
ing department of American Life, joined 
the company in March of this year. A 
graduate of Cornell University he has 
an M.A. degree from University of 
Maryland. He has had broad experience 
in life underwriting through his position 
of underwriting specialist with Equitable 
Life Assurance Society, the position he 
held immediately prior to going with 
American Life. He received CLU Asso- 
ciate designation in 1952. Mr. Thatcher 
holds the rank of lieutenant colonel in 
the Air Force Reserves. 2 

Consulting actuaries of American Life 
are Bowles, Andrews & Towne of Rich- 
mond, Atlanta and New York. 

American Life will write these types 
of policies: special whole life, whole life, 
20 and 30 payment, paid up 60, and paid 
up 65; 20 and 30 year endowment and 
endowment at 60 and at 65; 20 payment 
endowment 65, retirement income 60 and 
65 for men and for women, double pro- 
tection to age 65; 5 and i0 year term 
and term to age 65, mortgage and loan 
10, 15, 20 and 25, and juvenile. Riders 
and benefits are 20 year supplementary 
term benefit (supplemental agreement) ; 
supplementary term benefit, family in- 
come benefit, double indemnity benefit, 
waiver of premium benefit; pay or benefit 
for death and disability ‘and for death 
only, 


Reason for Forming Life Company 
At the time American Life of New 
York was formed President MckKell 
made a statement giving reasons why 
the American Surety decided to organize 
this affiliate. He said in part: 

“The evidence is clear that life insur- 
ance is in demand as never before. Many 
property and casualty agents have told 
us that if they could not provide one- 
stop service, they ran the risk of losing 
the other lines every time a client had 
to go down the street to a competitor 
to purchase life insurance. 

“They also realized that they had in 
their own offices a ready-made file of 
life prospects from their list of satisfied 
property clients. It became increasingly 
apparent that a life company, completely 
integrated with the multiple line opera- 
tions of American Surety, would fill an 
urgent need and should receive ready 
acceptance. 

“American Life of New York is unique 
in being the very first life company 
owned by a property insurance company 
to be chartered and licensed by the 
State of New York. Added importance 
is given this feature when it is realized 
that only 68 life companies are licensed 
in New York, and that only 28 of these 
are domiciled in the state. 

“We believe we have as wide a range 
of contracts as was ever introduced by 
a new company. Agents will have the 


advantage of our new Security Builder 
to analyze the needs of prospects and 
oe a simple program speedily and 
easily.” 


Bankers National Life’s 


30th Anniversary Campaign 

President Ralph R. Lounsbury, Bank- 
ers National Life, Montclair, N. J., has 
announced that May and June are to be 
designated as the company’s “30 Anni- 
versary Sales Sell-abration” in honor of 
the company’s 30th year of service. 
Extra effort will be put forth by the 
field organization and members of the 
home office to pass the goal of $10,000,- 
000 of new Ordinary business. This 
“30th Anniversary Sell-abration” is being 
conducted also in conjunction with a 
series of new 30th anniversary policies 
that have been introduced during March 
and April. They are the selected risk 
Ordinary life, special 60, quad 60, and 
endowment at 90. 

The selected risk Ordinary life is non- 
participating and has new lower rates. 
For example, at age 30, the annual prem- 
ium is $15.29 per thousand; at age 35, 
the rate is $18.63. 

The special 60 and quad 60 are two- 
non-participating Term policies. The 
special 60 is Term insurance to age 60 
with rage of all standard annual life 
premiums if death occurs prior to age 
60. The a 60 is three parts Term to 
age 60 and one part life paid-up at age 
60. Premiums end at age 60 and the 
life paid-up at 60 portion can be taken as 
a paid-up policy or in guaranteed cash 

value. All standard annual life premiums 
will be returned if death occurs prior to 
age 60. 

Both the quad 60 and special 60 are 
issued standard and substandard, have a 
$10,000 minimum issue, plus a unique 
and different convertibility feature. They 
can be converted up to age 55, without 
medical examination requirement for the 
full face amount plus the amount of 
the accumulation of all premiums paid. 

The endowment at 90 is participating, 
has $15,000 minimum issue, standard and 
substandard, and excellent early cash 
values. The E-90 is low is 20 year net 


cost and average payments. Waiver of 


Appoint Lyons and Carver 

Ralph Blanchard, president, National 
Health and Welfare Retirement Associ- 
ation, announces two staff apopintments. 
J. Joseph Lyons, who has had 18 years 
experience in Prudential’s Group an- 
nuity department, becomes field director 
of the Association, succeeding Samuel 
H. Ourbacker who will continue in ca- 
pacity of senior consultant. Ramson 
Carver, who for years has represented 
the United Community Funds and Coun- 
cils in western states area, will be the 
NHWRA consultant in those states. 
NHWRA, formed in 1945, has more than 
$60,000,000 in reserves for pensions and 
death benefits. 


Midland Mutual Life Names 
E. P. Smith General Agent 


E. Paul Smith has been appointed 
general agent for Midland Mutual Life 
in Huntington, W. Va. He will represent 
the company in the southern part of 
West Virginia, eastern Kentucky 
Lawrence County, Ohio. 

Mr. Smith broad insurance ex- 
perience, both in personal production and 
supervisory work. He entered the insur- 
ance field in 1932 as special representa- 
tive for Provident Life and Accident. 
Before joining Midland Mutual, he was 


district manager for Mutual Life of New 
York. 


and 


has 





premium, full disability, and accidental 
death benefits may be added. It is a top 
commission contract that is well suited 
for split-dollar, all forms of business 
insurance, as well as being attractive 
for personal insurance needs. 











Serving the holders of 
two million policies 
from coast to coast 

in North America and in 


25 other countries. 


$7 BILLION INSURANCE IN FORCE 


SUN LIFE ASSURANCE COMPANY OF CANADA 


Head Office 


An International 
Life Company 


© Montreal 











FRANKLIN DISTRICT MANAGER 
R. Roe Sharabba has been appointed 
district manager in Kearney, N. J. for 
Franklin Life, Springfield, Ill. Mr. 
Sharabba entered the insurance business 
1 June, 1945, as an agent with Metro- 
politan Life. A specialist in estate plan- 
ning and business insurance he is pres- 
ently instructor of Part Two for the 
LUTC class in Hudson County, and is 
secretary and treasurer of the Hudson 
County Life Underwriters Association. 





OUR Vutual 
Benefit 
Life Man 


SAVS: 





“Good life 
insurance 
should 
fit you 
all over!” 


No Mutual Benefit Life man feels 
he’s really doing his job until he 
knows his clients are fitted." ‘all over.” 
That means planning insurance 
that meets tomorrow’s needs as well 
as today’s and at the same time fits 
incomes that are often modest. 
Naturally it requires more training, 
more thinking, more serving. 

But it’s a major reason why 

Mutual Benefit Life men like 
Edwin H. Goranson, Jr. of 
Nashua, N. H., satisfy their clients 
so completely and build themselves 
such desirable careers. 





The Mutual Benefit Life 
Insurance Company, Newark, N. J. 
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Spahn Chairman LIAMA 


Combination Cos. Committee 
Glen J. Spahn, second vice president 
Metropolitan, is the new chairman of 
Combination Companies Committee of 
the Life Insurance Agency Management 
Association; succeeding R. E. Fort, Jr., 
vice president, National Life and Acci- 


dent. The election took place during 
the three-day conference in Hollywood 
Beach, Florida, of LIAMA member 
companies which write Industrial insur- 
ance as well as Ordinary. 

Three sales executives were elected to 
three-year terms on this Combination 
Companies Committee at this meeting: 
George F. Albright, assistant to the 
president, Life of Virginia; Harold D. 
Coley, president, Durham Life; and 
George B. Thompson, Jr., second vice 
president, John Hancock. 

Chairman Spahn joined Metropolitan 
in 1927 as an agent; held various field 
positions until 1935 when he was brought 
to the home office as assistant superin- 
tendent of agencies. In 1944 he was 
elected third vice president and was 
advanced to his present position in 1947. 


LOMA Graduates To Meet 


Society of Life Office Management 
Association Graduates will hold a sem- 
inar at Belmont Plaza Hotel, New York, 
May 14 with Edwin Spreckelsen as 
moderator. He is Group home office 
representative, Mutual of New York. 
Speakers will be Thomas M. Flaherty, 
manager accident and sickness under- 
writing, New York Life, who will discuss 
that topic; Harry Freeman, investment 
officer, Teachers IAA, whose subject is 
common stocks as investment for life 
insurance companies; Glenn O. Head, 
vice president and actuary, United States 
Life, who will explain electronic data 
processing; and Andrew M. McCullach, 
job analyst, The Prudential. 

Banquet speaker will be George E. 
Johnson, president, Equity Annuity Life. 

Number of LOMA Graduates is 250. 
Members include persons on all levels 
of management as well as all functions 
of life insurance business: actuaries, 
lawyers, accountants, sales and admins- 
trative personnel and some others. 
Corwin H. Barnum is president. 


Guardian Names C. S. Curtis 
Columbus Agency Manager 


Appointment of Calvin S. Curtis as 
manager of its agency in Columbus, Ohio, 
has been announced by the Guardian 
Life. A native of Sparta, Wis., Mr. Curtis 
was graduated from the Waupaca, Wis. 
public schools and attended Ohio State 
University. He entered the insurance 
business with Mutual and United of 
Omaha in 1946, and from 1950 to his 
present appointment, he served as asso- 
ciate manager for that company’s agency 
in Columbus. 

Mr. Curtis is a member of the Life 
Underwriters Association, and immediate 
past president and currently chairman of 
the board of the Columbus Association 
of Accident and Health Underwriters. 


Great-West Toledo Branch 


The Great-West Life has opened a 
branch office in Toledo under manage- 
ment of Robert H. Jones. It is the com- 
pany’s fourth agency in Ohio, the others 
being in Cleveland, Cincinnati and Co- 
lumbus. The Ohio branches have ap- 
proximately $112 million of life insurance 
in force and annuities for 15,000 policy- 
— 

Jones comes from the Detroit 
cea of the company where he has 
been branch supervisor. A graduate of 
Purdue University, Insurance Marketing 
Institute, he entered life insurance in 
1951. In the United States, Great-West 
Life has $3.5 billion of life insurance 
and annuities in force in 26 branches. 


Equitable Unit Managers 

Four new unit managers have been 
named by Equitable Society. Francis J. 
Cavanaugh will have his headquarters in 
Greenfield, Mass., in charge of a unit 
of the C. F. Barton, Jr. agency of 
Springfield, Mass. In Chicago, Charles 
C. Ceropski will guide a unit of the 
M. R. Riskin agency of that city. In 
the New York metropolitan department, 
John H. Dunsmore will head a unit in 
the agency managed by William J. Duns- 
more, his father. Harvey S. Wood has 
been appointed unit manager in Ogden, 
Utah, for the D. V. Peterson agency of 
Salt Lake City. 


Old Republic Life Counsel 


Old Republic Life of Chicago recently 
appointed Ronald Roberts as counsel. 

Native of Canada, Mr. Roberts served 
with the Royal Canadian Air Force dur- 
ing World War II. Following the war 
he attended University of Michigan 
where he received degrees in business 
administration and law. Before joining 
Old Republic Life, Mr. Roberts was with 
the Ford Motor Co., most recently on 
the controller’s staff. 


E. L. Stanley Made Manager 


Provident Mortgage Loans 


Provident Mutual Life has appointed 
Edward L. Stanley manager mortgage 
loans and real estate succeeding Frank 
A. Savage who has resigned. 

Mr. Stanley, who has the CLU desig- 
nation and is a Fellow of LOMA, joined 
Provident in 1937 and became associate 
manager of mortgage loans in 1955. 

Mr. Savage, who has served as vice 
president and manager of mortgage loans 
since 1953, joined the company in 1914. 
He will continue in the mortgage loan 
field having formed Savage Mortgage 
Service Co., Inc. 


Jacksonville Tax Benefits 

A new Florida law extends to out-of- 
state insurance groups the same tax 
benefits a 1953 state law gave to single 
companies. These benefits include deduc- 
tions amounting to 50% of state tax on 
premiums and the full amount of ad 
valorem taxes. The law is expected to 
attract to Jacksonville company groups 
interested in setting up regional offices. 


Ou Wt. Hpniversay Wut 





Err 18G7 when pioneers travelled by covered 
wagon, Equitable Life Insurance Company of Iowa 


was founded, 


and its agents started selling life 


insurance equipped with little more than a rate book. 


TODAY Equitable Life of lowa provides com- 


plete sales kits based on field-tested procedures, in- 


cluding one on mortgage insurance. 
with a phonograph training record, contains 

all the materials needed to make a con- 
vincing mortgage insurance presentation. 






This kit, 











Our thanks to our brokers for the help they 
have given us in being #2 in the United 
States for the Ist quarter of 1957 with 
$3,777,000. Our paid for at the end of 
March 1957 is over $4,200,000. 


Thanks again. 











Mutual Benefit Life Insurance Co. 





MRS. MABEL H. KEEP DEAD 
Former Wife of Charles A. Hewitt; 
Helped Him Publish Two 
Insurance Newspapers 
Mrs. Mabel Hewitt Hazlett Keep, 
former wife of the late Charles A. 
Hewitt, who was editor of insurance 
papers including Insurance Post of Chi- 
cago and one he published at One Madi- 
son Avenue, New York, died at the age 
of 83, in St. Barnabas Hospital for 
Chronic Diseases, the Bronx, in April. 
A graduate of Wesleyan College and 
Cincinnati Conservatory of Music she 
was active in women’s suffrage and also 
organized the League of Nations Asso- 
ciation, an organization of the Women’s 
Trade Union League. During the 1930's 
she published a directory of club women 
of Brooklyn and Staten Island. For 
years her home was on Staten Island. 
She also organized the Geographic Play- 
ers, Inc., whose membership included 
explorers and lecturers. When married 
to Mr. Hewitt she was his assistant in 
publishing the insurance paper which 

he ran in New York City. 


Appoint State Senator Little 


George E. Little, for three years in 
Alabama State Senate, has been ap- 
pointed Kansas City Life general agent 
for 54 counties in Alabama, headquarters 
at Eufaula. 

Mr. Little plans to run for re-election 
in 1958. Prior to joining Kansas City 
Life he was for five years Alabama state 
manager for another insurance company. 
For seven years he was principal of 
Eufaula High School. Senator Little is 
a past president of Eufaula Kiwanis Club, 
a Shriner and a lay leader and teacher 
of Men’s Bible Class of the Methodist 


church. 


NwNL Dividend 


Directors of Northwestern National 
Life, Minneapolis, declared a dividend 
of 75 cents per share on the firm’s 
220,000 shares of capital stock, payable 
May 10 to holders of record May 1. 
This is an increase from the 50 cents 
semi-annual dividend paid by the firm 
during the past two years. 

Northwestern National has a dual cor- 
porate structure, with one-third of its 
insurance and about one-fourth. of its 
assets in the stock branch controlled by 
shareholders, and the balance of its in- 
surance and assets in the mutual branch, 
ownership of which is vested in partici- 
pating policyholders. 


UNIVERSAL L. & A. MANAGER 


Harry Bycroft has been named man- 
ager of the Phoenix agency of Universal 
Life and Accident, according to an an- 
nouncement by Harry Brodnax, presi- 
dent in Dallas. Mr. Bycroft attended 
Springfield Junior College in Springfield, 
Ill, and the University of Arizona at 
Tuscon. He is active in the affairs cf 
Salesmasters International. 

Prior to joining Universal Life and 
Accident as a salesman approximately 
one year ago, Mr. Bycroft had been 
associated with an Arizona life insur- 
ance company. 
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Lyle B. Pelton With LIAMA 





LYLE B. PELTON 


Lyle B. Pelton, recently manager of 
field training, Monarch Life of Mass- 
achusetts, has joined Life Insurance 


Agency Management Association as con- 
sultant in the company relations division. 
Mr. 


serve 


Pelton will consult with companies, 
faculty of LIAMA Schools 
to LIAMA publications 
and managers. 

Wisconsin, Mr. Pelton 
Wisconsin and 


on the 
and contribute 
for agents 

A native of 
attended University of 


entered life insurance in 1947 as an agent 


of New York Life in Milwaukee. Two 
ears later he was appointed assistant 
manager, and in 1952 he became a gen- 
eral agent for Monarch Life, opening a 
scratch agency in Milwaukee. 

He has made training assistant in 
Monarch’s home office in 1955 and this 
year was manager of field training. He 
instructed classes in life insurance, as 
well as health and accident. 

Joining the Army Air Corps in 1943, 


Mr. Pelton was a B-29 pilot and airplane 
corf:mander 


Report Criticizes Two 
Texas Board Chairmen 


chairmen of the 
Commission- 


former 
Insurance 
a Dallas bank- 


Austin—Tw 
Texas Board of 
ab r leaders, 






ers, certain |] 

er and especi ially BenJack Cage, pro- 
moter, were sharply criticized in the 
113-page report submitted to the Texas 
legislature by the five-man investigating 


committee on the operations of the now 
lefunct ICT Insurance Co. 

The report recommended 16 changes 

laws to “cast out the root of much 
of the evil found to exist,” with some 
of the proposals already included in 
pending bills. It even pointed out that 
there was evidence of violation of the 
Internal Revenue code by Jack Cage & 
Co., management firm headed by Mr 
Cage ; 

However, the committee said it 
thought that adequate enforcement of 
existing laws would prevent further 
“frauds upon the people such as that 
perpetrated * the ICT case,” and then 
it on led that a hg more Ae gs fol- 
lowed a ashes “remarkably like” that 


of ‘the ICT, with the manny commission 
having them under observation. 


According to the report, some regula- 
tory officials of Texas and other states 
“were compromised by. lavish expendi- 
tures for their comfort and entertain- 
ment and, in some cases, received direct 
payments of money from BenJack Cage 
or his associates.” It was in this phase 
of its report that the committee named 
J. Byron Saunders and Garland A. 
Smith, former board chairman, who had 
testified about their relations with Mr. 


Cage’s enterprises. 





Leroy A. Lincoln Dead 

Leroy A. Lincoln, chairman, Metro- 
politan Life, died Thursday morning 
of this week. 








State Mutual Appoints 
Harry H. Roddenberry, Jr. 


Harry H. Roddenberry, Jr., has been 
appointed manager of State Mutual Life’s 
Jacksonville agency it was announced by 
Joe B. Long, vice president. 

A graduate of West Point Military 
Academy, Mr. Roddenberry served for 
eight years with the U. S. Air Force. In 
1954 he entered the life insurance busi- 
ness as a personal producer in Jackson- 
ville with Connecticut Mutual, later be- 
came agency supervisor. 


Johnston Agency Display 

The Equitable Society’s J. Brooke 
Johnston Agency, Newark, N. J., will 
have a display booth at the New Jersey 
Home Show at the West Orange Armory 
during the week of May 11 to 18. The 
booth will feature large scale reproduc- 
tions of homes and home plans. The 
agency will also make available to visi- 
tors the Society’s booklets on home 
decoration and home financing. In addi- 
tion, there will be a supply of promo- 
tional literature on all the insurance 
services offered by the agency. 


Hear Richard G. Hewitt 


League of Life Insurance Women held 
its May 7 meeting in home office build- 
ing of Equitable Life Assurance Society 
with Hermine Kuhn as program chair- 
Principal speaker was Richard G. 


man, 
Hewitt of Myles, Wormser & Koch, 
law firm. He was former assistant to 


general counsel, Port of New York 
Authority. His topic: “When a Will is 
Probated and Ww hat Steps the Executor 
Has to Take.’ 


LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





Jerry Armstrong Marks 40th 
Anniversary W ith Equitable 


Competing against 42 other members 
of The Equitable Society’s C. L. Lund- 
gren Agency, Detroit, veteran agent 
Jerry Armstrong has successfully de- 
fended his title as the organization’s top 
producer. Armstrong wrote more cases 
the in_ anyone else in the a ed during 
a “Beat the Champ Week” campaign 
which immediately preceded his 40th an- 
niversary with the Society. 

Agency members wrote 100 cases total- 
ling $887,000 during the week-long con- 


test. Mr. Armstrong alone accounted for 
ten. He thas written a life a week for 
36 years, has won all the awards that 


have ever been offered in The Equit- 
able’s April and October campaigns, and 
has attended every campaign meeting as 
the agency’s outstanding representative 
in application production. 

He was honored on his anniversary at 
a luncheon and was given a rotisserie by 
his colleagues. 


OCCIDENTAL ASST. MANAGER 

Occidental Life of California announces 
the appointment of Elmer E. Lignoul as 
assistant branch manager in the com- 
pany’s Dallas branch office. Mr. Lignoul 
has been an agent with Connecticut 
Mutual in Dallas for the past eight years. 


FOR A BRIGHTER TOMORROW... 





gow with 


SHENANDOAH 





For the well. qualifi 
opportunity is REAL in our: 


rapidly expanding Agency. oper: 


We offer a definite plan: 


advancement in a fast growing, 


progressive company, plus . 


A new and modern contract; 
a liberal financing plan; a 
bonus on paid business for 
NQA winners and for those 
receiving CLU designations. 


For details, 


Write G. Frank Clement, Vice President 
in Charge of Agencies 
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HEARD On The WAY 











Malcolm V. Smith, supervisor of train- 
ing, New England Life, has been elected 
secretary of Massachusetts Chapter of 
the American Society of Training Direct- 
ors. Ronald R. Pariseau, president of the 
chapter and training director for John 
Hancock, was reelected president. 

The society is a service organization 
which operates to discover, develop and 
expand skills, standards and perspective 
of those engaged in training. 


William H. Andrews, Jr., manager, 
Greensboro, N. C. agency, Jefferson 
Standard Life, has accepted an invitation 
extended by Secretary of Defense Charles 
E. Wilson to attend the Joint Civilian 
Orientation Conference in Washington, 
D. C., beginning May 2. Purpose of the 
conference is to give carefully selected 
representatives of the public an over-all 
acquaintance with the national defense 
program, and to invite their views on 
various aspects of the continuing defense 
program. The group will visit military 
installations in the Washington area, and 
will be flown to bases in Florida and 
Georgia to witness various air, sea and 
land demonstrations. 


Fifty-three members of Economists’ 
National Committee on Monetary Policy 
have signed a statement urging Congress 
and the Administration to support ob- 
jectives of the Celler, Green and Sadlik 
bills as a means of improving U. S. law 
in respect to monetary silver. Insurance 
men among the 59 signatories are Claude 
L. Benner, Continental American Life, 
and William A. Berridge, Metropolitan 
Life. 

Uncle Francis 


On Central Standard Board 


Two well known Chicago businessmen, 
Alfred Burke and Charles Snelling Rob- 
inson, were elected to the board of di- 
rectors of Central Standard Life at the 
recent annual stockholders meeting. 

Mr. Burke is a partner with Duff & 
Phelps, and Mr. Robinson is a partner 
with the real estate firm of Sudler & Co. 

Chairman of the board of Central 
Standard Life is Alfred MacArthur. 
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Allstrom’s New Position 


H. WILLARD ALLSTROM 


H. Willard Allstrom has been appoint- 
ed vice president actuary of Union Labor 
Life succeeding Eli Grossman who has 
gone with Beneficial Life of Los Angeles. 

A native of Minnesota and pratente 
of University of Minnesota with a B.A 
degree in mathematics Mr. Allstrom 
entered actuarial department of Metro- 
politan Life after graduation in 1940. 
Entering Army in 1942 he attended Rut- 
gers University’s mechanical engineer- 
ing school and then was assigned to 
the Manhattan Project at Oak Ridge, 
Tenn., where he did research work in 
nuclear physics. In 1945 he returned 
to Metropolitan where he became an 
actuarial supervisor. Mr. Allstrom is an 
avid numismatist and has a keen inter- 
est in physics and radio. 


First Colony Appoints 
Watkins and Beggs in Va. 


First Colony Life, Lynchburg, Va., has 
announced the appointment . of two 
agency managers in Virginia. Taylor J. 
Watkins, Jr., has been appointed in Dan- 
ville, and Donald E. Beggs, Jr., has been 
named agency manager for northern 
Virginia with offices in Alexandria. 

Mr. Watkins has been i in the insurance 
business in Danville since 1951. He is 
active in community life as a member of 
the Junior Chamber of Commerce, Friars 
Club, Cub Master in the Piedmont Area 
Council of the Boy Scouts of America 
and chairman of the Junior Board of 
Deacons in the First Baptist Church. 

Mr. Beggs, who started his insurance 
career with Acacia Mutual, completed all 
five parts of CLU program in two years, 
received his CLU degree in 1956. He is 
a member of Kappa Alpha Order, Alex- 
andria’s Businessmen’s Club, Toastmas- 
ters Club, and active in St. Paul’s Epis- 
copal Church. 


Don Curry Joins Dallas Co. 


Merlyn E. (Don) Curry has joined 
National Bankers Life of Dallas as % 
assistant to agency Vice President E. 
Lange, Jr. Prior to joining } Nablico, Me 
Curry had several years’ experience in 
the insurance business, both as a_pro- 
ducer and as a manager in the field. He 
is a veteran of World War II service 
with the airborne infantry, and holds a 
reserve commission. 


Jefferson Standard Gains 
_ President Howard Holderness of Jef- 
ferson Standard Life reported that first 
quarter sales totaled $63,074,401, a new 
record and an increase of 18.4% over 
the same period last year. Insurance in 
force gained $39,381,973 for a total of 
$1,623,740,426. Assets are $470,000,000 


Henry Schantz Aid to 
Superintendent Holz 


ACTIVE SUFFOLK CO. DEMOCRAT 





Made Assistant Deputy Superintendent 
in Charge Publicity, Public Relations, 
Special Investigations 


New York Superintendent of Insurance 
Leffert Holz announces appointment of 
Henry Schantz, East Northport attorney, 
as assistant Deputy Superintendent in 
charge of publicity, public relations and 
special investigations and surveys. 

Mr. Schantz was Democratic candidate 
in Suffolk County for district attorney 
in 1952 and again in 1955 and was respon- 
sible for the exposure of land grabs 
there that led to investigations by J. 
Irwin Shapiro, then commissioner of 
investigation. Native of the Bronx, he 


graduated from New York University in 
1923 and from the Law School in 1925. 
He was admitted to the bar in 1926 and 
has practiced law since that time. 


Mass. Mutual To Install 


Large Electronic System 
Massachusetts Mutual Life has decided 
to install a large-scale electronic system 
to involve an investment in excess of 
one million dollars, President Leland J. 
Kalmbach announced to the home office 
organize ation. 

“Approximately a year ago,” said Mr. 
Kalmbach, “we installed an electronic 
machine known as the ‘650,’ and our 
experience has convinced us that in- 
creased use of electronic equipment will 
be greatly to our advantage. Therefore, 
it has been decided to obtain a large- 
scale data processing system. The prep- 
aration for its installation will take about 
two years.” 

This installation will be the first of its 
kind in the Springfield area and one of 
only a very few in New England. It is 
estimated that over 14,000 square feet 
of floor space now being used for record 
files will be saved when the new system 
is installed. 


New Post For St. Louis Man 

Fred T. Johanningmeyer has joined 
General American Life in the newly- 
created position of director of field train- 
ing in its St. Louis agencies. He will 
coordinate and supervise the field train- 
ing of all new men who join the com- 
pany’s home office city sales organization. 

Formerly, he was with the Metropoli- 
tan Life as an assistant district manager 
in the St. Louis area. He was a member 
of Metropolitan’s President’s Club. 





MORE A&H 
SALES POWER 


FOR YOU 
with improved 


Check these new features on Major Medical: 


e Three deductible/maximum benefit combinations 
($300/$5,000, $500/$7,500, $1,000/$10,000) 

© No hospitalization requirement 

e Renewal premiums on level basis 


Read this in the MM Contract —“The Company will 
not terminate this Policy, by refusal to renew or by cancellation, 
solely on the basis of a change in the physical condition of any 
person after he became a Covered Person.” 


Also see the new hospital policies — new rates — improved benefits. 


Get the full story. Call your nearest Connecticut General office 
or write Connecticut General Life Insurance Company, Hartford. 


@ese CONNECTICUT GENERAL 


MM 2389-90; FH 2365-67: IH 2376-78 














NALU Membership Target 75,000 


Based on results to date, it appears 
that the National Association of Life 
Underwriters can hit its 75,000 member- 
ship target this year, NALU announces. 
Memberships totaled 58,543 as of April 15 
compared to 53,451 at the same time last 
year. The total as of December 31, 1956, 
was 67,902, up 8% from 1955. 

3esides the 75,000 target for the entire 
year, National Membership Chairman 
William S. Hendley, Jr., Mutual of New 
York, Columbia, S. C., has set an inter- 
mediate goal for June 30—69,466 which is 
110% of the June 30, 1956, membership 
figure. 

Five states and several local associa- 
tions had already topped the 110% target 
when the April 15 fig sures were compiled. 
Leading among states is Maine with 407 
members, 130.4% of the June 30 figure. 
Other states reaching the 110% goal are: 
West Virginia, 460 members, 114.1%; 
Alabama, 1,533 members, 113.1%; Colo- 
rado, 735 members, 110.7%; South Da- 
kota, 236 members, 110.3%. 

Hitting 100% or better, with April 


15 memberships and percentages are: 
Louisiana, 779 and 105.6% Missouri, 
1,214 and 104%; Alaska, 34 ‘and 103% 

Connecticut, 1,120 and 101.5%; Mime. 
sota, 1,006 and 100.3%; Virginia, 1,293 
and 100.2%, and Mississippi, 412 and 


Mr. Hendley has divided the nation 
into ten geographical areas, each with a 
chairman and _ co-chairman. Area 3 
(Colorado-New Mexico-Oklahoma-Texas) 
leads with 98.1% of last mid-year’s mem- 
bership. Chairman and co-chairman for 
this area are, respectively, R. L. McMil- 
lon, Business Men’s Assurance, Abilene, 
Tex., and Bessie Bennett, Phoenix Mu- 
tual, Tulsa, Okla. 

HEAR C. V. GIBILARO 

Charles V. Gibilaro, assistant manager 
: the Madison Square office of New 

York Life in New York City, spoke on 
careers in life insurance selling at Theo- 
dore Roosevelt High School in the 
Bronx recently. He addressed 200 “honor 
school” students. 
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WORLD-WIDE INSURANCE MEET 


Insurance Confer- 


The International 
ence, which will be held at University 
of Pennsylvania, May 20-22 as part of 


the 75th anniversary celebration of 
University’s Wharton School of Finance 
and Commerce, is attracting world-wide 
Up to delegates 
from 24 Many of 


them are on the speaking program. 


attention. date, have 


registered nations. 


While the insurance problems of differ- 


ent countries have many individual as- 


pects of their own, there are some of 


concern to all insurance companies doing 
a world business. Naturally, one of the 
situations grows out of types of insur- 
ance supervision, with some nations na- 
tionalizing insurance. Thus, the relations 
between private insurance and Govern- 
ment furnish one of the themes which 
will attract major attention. In the 
symposium on that subject Horacio A. 
Mascarenhas, board member of La Con- 


tinental, Buenos Aires, will be a Latin- 
American spokesman. 

John P. Walsh of the New York law 
firm of Watters & Donovan will present 
insurance com- 


the views of American 


panies on the relationship of private 


company operations and Government 
administration. 

One of the spirited sessions will hinge 
on a discussion of angles of private and 
Dr ¥. 
McCallum, council member of the British 
Medical the 


experience of Great Britain as his topic. 


state health insurance. Leslie 


Association, will explain 
The situation in Canada will be reviewed 
by Frank 


Canadian 


Dimmock, an executive of 
Life Insurance Officers Asso- 
The health 


in Germany will also be discussed at this 


ciation. insurance situation 
panel. 

Marketing insurance in a wide span 
outside of the 


of geographical areas 


United States will be the subject of an 


address by Eugenio Artom, president of 
a Milan, Italy, Top 
officials in both life and property insur- 
ance fields in the United States will also 
review the subject from their point of 


insurance company. 


view. 

General insurance conditions in Aus- 
tralia, Britain, Europe, Japan and Latin 
America will be on the program. Those 
speakers include Sir John Benn of Lon- 
don, Carl Briner of Zurich, Gen. Hirose 
of Osaka, Japan, and Jorge Bande of 
Santiago, Chile. 

It will thus be seen that the papers 
and panels of these sessions will mark 
this Conference as an international edu- 
cational insurance event of much im- 
portance. 

An international reception is sched- 
uled for the opening night of the 
Conference, May 20, the hosts of which 
will be Richardson Dilworth, Philadel- 
phia’s mayor, and his wife. 


HEADED FOR SUPREME COURT 


Following the decision of the Circuit 
Court of Appeals in New Orleans in 
the case brought by American Hospital 
Life Insurance Co. of San Antonio in 
which a jurisdictional setback was given 
to FTC attempts to regulate the adver- 
tising and selling of accident and health 
insurance, it looks as if there will be a 
test case before the United States Su- 
preme Court. A Washington correspond- 
ent of New York Times, Jay Walz, who 
has been covering Federal Trade Com- 
mission, prophesies that the American 
Hospital Life case is headed for such 
a showdown. 


Floyd A. McCartney, Equitable Society, 
Lansing, Mich., who has been exception- 
ally active in community affairs over 
many years, has been nominated for a 
Lane Bryant award for community serv- 
ice at Lansing, Mich. Mr. McCartney’s 
work as a board member of the com- 
munity services council and president of 
the family service agency earned him 
the nomination, made by Dr. John A. 
Hannah, president, Michigan State Uni- 
versity. Dr. Hannah declared Mr. Mc- 
Cartney has made “community welfare 
his business for nearly 30 years.” 
It was noted he helped organize the 
Michigan United Fund. 





Leo Stern 


W. D. GRANT 


W. D. Grant, executive vice president 
of Business Men’s Assurance, is serving 
as general chairman of the 50th anniver- 
sary committee of the Kansas City Con- 
servatory of Music. Plans for a campaign 
to “burn the mortgage” of about $100,000 
on Grant Hall, the school’s principal 
building, were announced by Mr. Grant 
at the Golden Anniversary dinner for 
trustees and their wives April 25 at the 
Conservatory. The Kansas City Con- 
servatory of Music ranks as one of the 
first five of America’s 24 professional 
schools of music, and has an enrollment 
of more than 1,400 students of vocal and 
instrumental music, ballet and drama. 

Grant Hall was named in honor of 
Mr. Grant’s father, the late W. T. Grant, 
founder of the Business Men’s Assurance 
Co. and leader in Conservatory affairs 
for many years. His generosity and 
interest in the Conservatory were largely 


responsible for the building of the 
school’s present facilities. 

% * & 
T. Coleman Andrews, president and 


board chairman of American Fidelity & 
Casualty Co., Inc., and former Commis- 
sioner of Internal Revenue, has received 
an award from the Brooklyn Colony of 
the National Society of New England 
Women honoring him for his “distin- 
guished patriotic service expressed by 
courageous loyalty to a high concept of 
American citizenship, constructive effort 
toward the protection of the Constitution 
and the preservation of the Republic of 
the United States of America.” 
sk * x 

Harry Barsantee, manager of the pub- 
lic information and advertising depart- 
ment of the Travelers Insurance Cos., 
received recently on behalf of those com- 
panies, a Silver Anvil Award presented 
by the American Public Relations Asso- 
ciation at its awards dinner in Philadel- 
phia for the Travelers Weather Service 
as the outstanding public relations pro- 
gram of the year in the field of bank- 
ing, finance and insurance. Mr. Barsantee 
is the founder of the Weather Service. 

on 

Hugh S. Bell, general agent of Equi- 
table Life of Iowa at Seattle, Wash., 
who recently won the company’s Master 
Builder’s award and who is author of 
a book just published called “How to 
be a Winner in Selling,” sailed for 
Europe Wednesday. On Tuesday he was 
guest of honor at a luncheon given by 
Donald L. Shepherd, CLU, general agent, 
Equitable of Iowa in this city. Mr. Bell 
is a trustee of American College of Life 
Underwriters. Mrs. Bell is accompany- 
ing him to Europe. 





John G. Franz after 53 years in insur- 
ance has retired as an active partner of 
Tongue, Brooks & Co., general agents 
and brokers, Baltimore. He began his 
insurance career as a_ bookkeeper of 
Maryland Casualty. In 1915 he left that 
company to join T. T. Tongue Co., Bal- 
timore, general agents for Maryland 
Casualty. He was treasurer of that 
agency until its merger with Joseph W. 
Brooks & Co. in 1929 to form Tongue, 
Brooks & Zimmerman, forerunner of the 
present firm, and continued as treasurer. 
He has long been regarded as an au- 
thority in the field of agency financing 
by company and agency executives alike. 
He has been active in church and com- 
munity affairs. 

x * x 

Joseph F. Holland, formerly Chief 
Deputy Superintendent of Insurance for 
Missouri, now a practicing attorney in 
St. Louis, has been named vice chairman 
of a campaign to raise $3,000,000 to 
finance the establishment of a new hos- 
pital in St. Louis. 





George Willard Smith, board chairman 
of New England Life, holding Stanford 
Atkinson Munro, 11 months, descendant 


of New England Life’s first policyholder 
in Oregon. Thirty-five descendants of 
Dr. George Henry Atkinson, who bought 
policy in 1852, were honored at dinner in 
Portland given by Gordon D. Orput and 
John R. Kelty, general agerts of New 
England Life. 
* * * 

Richard G. Mulholland, manager of the 
underwriting department of Colonial 
Life, was presented with the 1956 Out- 
ste inding Service Award by Rho Alpha 
Phi fraternity, Alumni of Upsala College, 
East Orange, N. J., at a dinner given 
by the fraternity recently. The 1956 
award, the first to be given by the 
fraternity, will be awarded each year to 
a member of the fraternity for outstand- 
ing service to Upsala College and the 
Rho Alpha Phi fraternity. Mr. Mulhol- 
land has been associated with the under- 
writing department of the Colonial Life 
for eight years. 

ae 

F. A. Dickerson, manager of fire oper- 
ations for the Home Insurance Co. at 
Cleveland, Ohio, has been appointed 
manager of the company’s Cleveland 
office territory. Mr. Dickerson, who 
began his career with the Illinois Inspec- 
tion Bureau, became affiliated with the 
Home in 1928 as a special agent in Ohio. 
In 1934 he was made manager of the 
company’s Cleveland branch office and 
in 1939 was appointed manager of the 
Home’s Cuyahoga County, Ohio opera- 
tions. In 1956 Mr. Dickerson became 
manager of fire operations at Cleveland. 
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Swedish Editor Grenholm Back 
From Trip to States 
Ake Grenholm, editor of the Swedish 
insurance journal “Gallarhornet” [which 
is roughly translated into English as 
Clarion Horn], has returned to Sweden 


after a month’s visit to America and 
a side trip to Mexico. 

Editor Grenholm had heard so many 
stories about America’s greatness and its 
booming prosperity that he decided that 
on his vacation he would come to this 
country and see for himself whether 
these were tall tales or based on facts. 
What he saw fascinated him as he 
quickly learned the stories were not 
exaggerated. His trip included visits to 
San Francisco, Los Angeles, Chicago, 
Salt Lake City and New York as well 
as a number of smaller towns. Landing 
in Houston en route to New Orleans, a 
hurricane grounded him making it neces- 
sary to cancel proposed visits to south- 
ern cities. 

In the main centers he called on insur- 
ance men, including offices of Skandia 
of Stockholm. Everywhere greeted with 
cordiality he was much impressed by 
the skyscraper home offices of insurance 
companies. Another phase of insurance 
company operations he noted was the 
expert emphasis placed on public rela- 
tions. 

“No wonder the American public is 
so insurance-minded,” was a comment 
he made to the writer. “American daily 
papers, editors and workers are constant- 
ly discussing insurance matters and pub- 
lishing insurance news. The ramifica- 
tions are almost endless. Those page 
ads in the magazines inserted by insur- 
ance companies are wonderfully illus- 
trated and eye-catching. In my opinion 
no ads published in the States are more 
attractive or effective 

He also observed with great interest 
the operations of Institute of Life Insur- 
ance which, through its affiliation with 
Health Insurance Association of America 
is chief public relations representative 
of the companies writing life, Group and 
accident and health insurance. He was 
ar about the Institute by Holgar 

Johnson, Arthur C. Daniels and James 
K. Williams. 

Dr. Grenholm said his paper, a_bi- 
monthly, derived its name from Viking 
mythology. The clarion horn awakened 
Viking gods from their slumbers_ if 
enemies were approaching. “Gallarhor- 
net” was founded in 1890 and he became 
its editor in 1926. 

“We run many educational articles 
about types of insurance cover, mathe- 
matics and underwriting and some per- 
sonality articles, too, but not nearly so 
many of the latter or at such length 
as you do on your side of the Atlantic,” 
he said. “With us an appropriate occa- 
sion for a personality article is when an 
insurance company or insurance man 
reaches a 50th or older anniversary. Nat- 
urally, it was pleasant to observe the 
very close relations existing between the 
American insurance | _ journals and the 
insurance companies.” 

















Dr. Grenholm is also general manager 


of a hail insurance company and agent 
in Stockholm for Royal Exchange As- 
surance and Prudential Assurance Co. 
of Great Britain. From Upsala Univer- 
sity from which he was graduated in 
1922 he has a degree of Doctor of 
Science. After leaving college he entered 
the insurance field. 

During his journey over here Dr. Gren- 
holm visited Mexico City where he 
called on Editor A. Escalante Bates of 
“Seguros,” Mexican insurance paper. 

“T thought Mexico City had a popula- 
tion of 2,000,000, but ascertained when 
there that the real figure is 4,000,000,” 
he said. 

* * * 


Lord Brand Retires 


The Rt. Hon. Lord Brand retired 
May 9 from the general court of direc- 
tors of North British & Mercantile. He 
has been a director since 1916. There 
was a short interruption when he went 
to Washington during World War II 
as representative of the British Treasury 
there. He also retired as chairman and 
director of Railway Passengers Assur- 
ance Co., Ocean Marine Insurance Co. 
and Fine Art & General Insurance Co. 


Ce one 


Change Lloyd’s Policy of 
Making Investments 

Commenting on a change in invest- 
ment policy of Lloyd’s The Policy-Holder 
of London makes these comments: 

One-half of the securities deposited by 
underwriting members of Lloyd’s with 
the Committee may from now on consist 
of non-Trustee stocks. As approved 
securities at Lloyd’s have hitherto been 
restricted to Trustee stocks, the Com- 
mittee’s new decision marks an impor- 
tant change in policy. In effect, it en- 
dorses the principle of investment in 
industrial equities for probable capital 
appreciation against investment for taxed 
interest. Stocks included in members’ 
deposits must, of course, still be ap- 
proved by the Committee; but this pro- 
viso does not essentially detract from 
the enhanced prestige enjoyed by equi- 
ties in our inflationary age, which the 
new ruling aptly illustrates. 

The insurance companies have always, 
very properly, been conservative in their 
investments, and though their invest- 
ment pattern has become a little more 
adventurous in the post-war period, their 
holdings of industrial-ordinary shares are 
considerably less than the proportion 
now permitted by Lloyd’s. Regrettable 
as it may be that the continuing fall in 
the value of money should put in ques- 
tion the wisdom of choosing Trustee 
stocks for long-term investment, the 
inescapable logic of our situation today 
is that a larger portfolio of equities 
appears to be in the best interests of an 
insurance company’s policyholders and 
shareholders. 

Ordinary stocks and shares held by 
the British insurance companies moved 
up from 9% of their total investments 


in 1937 to 15.4% in 1955. 


How a Big Insurance Fleet Handles Mail Department 


The recent publicity given the Post Office Department arising from shortage of 
Government appropriation allocated to it (and which temporarily stopped mail deliveries 
on Saturdays) did not affect insurance companies as they do not open on Saturdays, 
although some companies collect mail from post office by their own trucks. 


However, that situation calls attention to the remarkably efficient way in which mail 


matter is handled by. insurance companies. 


As an example of such efficiency, and a 


“behind-the-scenes” view as to how an insurance company mail department is conducted, 
I am devoting these columns to the mail department of the Royal-Globe Insurance Group. 
Approximately 10,000 pieces of mail engages its attention during each business day. 
Supervising the handling of this mail is William L. McCance, the Royal-Globe’s “Post- 


master.” 


He started with the Globe Indemnity as a messenger boy in 1920, became 


assistant superintendent of the mail department for five years and then was promoted to 


be supervisor of the department. 


Comfortably located in the air-condi- 
tioned basement of Royal-Globe Build- 
ing, 150 William Street, Mr. McCance 
presides over a staff of 26 employes. 
The department is one of those playing 
a vital role in the Group’s internal and 
external public relations. 

Employes at the Royal-Globe take for 
granted the mail that appears on their 
desks each morning, but the behind-the- 
scenes operations that accomplish this 
distribution feat is anything but minor. 
It all starts at 8 am., when the shift is 
on duty in the mail department. As 
the huge sacks of mail are received by 
truck from the post office their contents 
are broken down into fire, casualty and 
marine components. (This formerly was 
a relatively simple procedure, but has 
been complicated by the fact that Royal- 
Globe now has a number of multiple-line 
companies.) Some items are further 
classified according to territories. All 
envelopes addressed simply to one of 
the companies or to the Group are 
opened so that their contents can be 
routed to the correct department. An 
automatic letter opener assists in the 
operation, neatly slicing the top off a 
standard size envelope without spoiling 
the contents. The next process is exam- 
ining the material for checks and other 
enclosures. All such items are firmly 
attached to the original letter so they 
cannot be lost. 

Although it sounds fairly simple, the 
final problem of sorting the items for 
departmental distribution is extremely 
complicated. Claims correspondence, for 
instance, may go to any of eight different 
departments. Or, take the matter of 
automobile daily reports. If they come 
in from field offices, they are assigned 
to the underwriting service department. 
Those from direct reporting agents, 
however, and those which are combined 
with other lines are sent to the casualty 
underwriting department. And there are 
hundreds of such little rules which must 
be kept in mind by the people who do 
the routing. 

After all this is accomplished, the first 
distribution is made to the departments 
at 8:30 a.m. by messengers from the 
mail department. Thereafter throughout 
the day both collections and deliveries 
of mail are made every hour. Mean- 
while, more mail comes in from the 
post office at 10:30 a.m., noon and 3:00 
p.m., a daily total of about 15 sacks 
making it quite a task for the crew to 
stay ahead of the avalanche. 

Generally, mail is delivered only to one 
or a few specific locations in each depart- 
ment where a junior clerk is usually 
responsible for routing it through the 
department. In a few larger depart- 
ments a special mail messenger is em- 
ployed for this purpose. The mail de- 
partment messengers pick up mail from 
138 different locations in the building. 

As if these varied activities were not 
enough to keep the mail department busy 
all day, it performs a number of other 
services. All telegrams are received and 
sent through the department, through 
the use of the Western Union “Deskfax” 
unit which transmits and receives direct- 
ly to and from the central Western 
Union office. This. allows the original 
to be filed in the mail department for 
reference and verifying charges at the 
end of the month. 

Another task of the department is to 
furnish messenger service. In addition 
to the regular trips to the Royal-Globe’s 


East Orange and Brooklyn offices every 
day messengers make deliveries to other 
insurance companies in the downtown 
district and to National Board of Fire 
Underwriters, Association of Casualty 
and Surety Cos. and a number of bur- 
eaus. Special messengers are supplied 
by the department when needed. 

Members of company personnel who do 
a great deal of traveling are of special 
interest to the mail department, which 
must keep track of the itineraries and 
forward mail to them wherever they 
happen to be. Besides this, the depart- 
ment keeps abreast of all agency changes 
and changes in the name, position or 
status of individuals. A card is kept 
on file for every Royal-Globe staff 
member. Merely keeping these up to 
date is work. The department also 
signs for and immediately delivers all 
registered and special delivery mail; 
collects in one place all bulky material 
going to supply, purchasing, dead files 
and printing departments; and handles 
personal mail for field men attending 
classes in the education department. De- 
partment Head McCance also keeps 
schedules of train and air line departures, 
as far as mail is concerned, in order 
to arrange outgoing mail to meet such 
schedules. 

A bookkeeping operation is part of 
the department’s task. Totals are kept 
on all postage used, including meter 
charges, stamps and postage due pay- 
ments. Actually, only about $50 per 
month is expended in stamps. They are 
used only where mail is held at out-of- 
town post offices for postage due, and 
on certain types of cancellation notices 
Otherwise, everything is done with me- 
ters. For ordinary postage due the 
company maintains an account with the 
post office, and it is a simple matter of 
bookkeeping to pay these charges 

After other departments have closed 
up shop the mail department is. still 
working, as it is then that the final 
outgoing mail must be processed. This 
mail must first be separated from the 
interdepartmental mé uil. Next it is broken 
down into different classifications, includ- 
ing bureaus, agencies, brokers and field 
offices. Each classification is sorted 
alphabetically. Pre-addressed envelopes 
are kept for all field offices as well as 
agents and brokers with large amounts 
of correspondence. There are some 800 
of these. After being sorted in the racks, 
the mail is placed in these large envel- 
opes, thus saving postage. 

Standard size envelopes go through a 
postage meter machine which seals and 
stamps them and prints post office and 
date. Heavier envelopes are weighed 
and sealed by hand and gummed labels 
from another type of meter are used 
in place of stamps. 

Finally, the mail is tied in bundles, 
placed in sacks and delivered to the 
post office by truck twice a day. Special 
delivery mail is sent out as soon as it 
is received instead of waiting for either 
of the two regular closings. 

Often mistakes are made which cause 
the mail department a lot of trouble. 
Usually, they arise from just plain care- 
lessness on the part of the sender. Air 

mail, for instance, can’t be sent to 
Coney Island or Paterson, N. J., from 
the New York office. “Yet, there are 
people who will try it,” says Mr. 
McCance. Or take the matter of special 
deliveries to New York addresses. If 
they are sent out late in the evening, 
they'll be delivered after the recipient’s 
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Dan’l R. Ackerman With 
Great American 50 Years 


IS BOARD CHAIRMAN SINCE 1947 


Waldorf Dinner Observes Anniversary; 
Former President of American For- 
eign Insurance Association 


Daniel R. Ackerman, chairman of 
boards of Great American Group of In- 
surance Companies, was guest of honor 
at a dinner given by the directors and 
company ae at a dinner held in 
Waldorf Astoria May 1. The occasion 
marked Mr. Ackerman’s 50th anniver- 
sary with Great American Group. 

The climb to chairman was made from 
office boy which position he got in 1907. 
Eleven years later he was made chief 
accountant and successively rose to assis- 
tant secretary in 1909, vice president in 
1931, chairman of board in 1947 and 
executive committee chairman in 1952. 

Toastmaster at the dinner was H. 
Donald Campbell. He and other speakers 
outlined some outstanding points in Mr. 
Ackerman’s career. Henry U. Harris 
announced that a television and high 
fidelity set were being delivered to Mr. 
Ackerman’s home in commemoration of 
the occasion. 


National Board’s Treasurer 


Mr. Ackerman, who has been treasurer 
of the National Board of Fire Under- 
writers since 1954, has been active in 


National Board affairs since 1934. Since 
then he has served for a time on these 
committees: executive, uniform account- 
ing, fire prevention and engineering 
standards, finance and membership. 

A former president of American For- 
eign Insurance Association, in its behalf 
he made a tour of South American capi- 
tals in 1954. He is also a director of 
Sanborn Map Co. 

Mr. Ackerman is a trustee of Spring 
Lake Heights Hospital, Spring Lake, 
N. J., where he lives in a the summer 
months, his winter home being in Naples, 
Florida, and belongs to the Lawyers 
Club and Insurance Society of New York. 
One of his unique experiences was last 
year when he was presented with a 
“rebirth” certificate by the physician 
who attended his birth. 





BOARD RENOMINATES MAGRATH 


N. Y. Organization Also Slates Richard 
for Vice President; Other Officers 
and Committees 

Joseph J. Magrath, secretary of the 
Federal Insurance Co. of the Chubb & 
Son organization, has been renominated 


for president of the New York Board 
of Fire Underwriters. Elections will be 
held on May 15. Named for vice presi- 


dent is Eugene C. Richard, vice president 
of the American Insur: “eg Group; for 
secretary and treasurer, E. C. Niver; for 
assistant secretary, len E. Small 
for assistant treasurer, W. L. Bellmer. 

Committee nominations are as follows: 

Finance: Ashby E. Bladen, A. E. Heacock, 
Vincent C. Lock, Stuart H. Richardson, Alan 
O. Robinson, A. L. Ross, F. Elmer Sammons. 

Fire Patrol: W. W. Allen, John R. Barry, 
¥ K. Green, Harry W. Miller, Leonard O’Neiil, 

. Leycester Parker, M. J. Rhew. 

saws and Legislation: Kenneth J. Bidwell, 
Charles A. Collin, C. M. Gallagher, Thomas D. 
Hughes, Alvin A. Knapp, Sinclair T. Skirrow, 
William A. Waters. 

Losses and Adjustments: F. G. Buswell, Ed- 
win H. Ely, Edward H. Gillman, Donald E. 
Maclay, W. A. Miner, J. P. McCormick, John 
Pirkl, Edward Renal, Gilbert L. Scott, 
John R. VanHorne. 


D. Vail, Jr., 

Fire Prevention and Water Supply: Charles 
D. Fraser, Thomas E. Maddams, W. J. Man- 
ning, Joseph F. Murray, Claude S. Nunn, 
Eugene A. Toale, John C. Weghorn. 

Bellmer, Walter J. Chris- 


Electricity: W. L. 
tensen, Wallace H. Cowan, Arthur F. Gronbach, 
5 Kidd, Ernest L. 


William Keller, Jr., 
Weissert. 

Public 
Blanchard, 
7; Landen, 


Relations: William Bernhard, Lloyd 
1. Cooper, R. W. Daum, Harry 
Albert E. Mezey, Fred Wrenn. 


George 





War Risk Rates for 
Suez Canal Now 123c 


GOOD HOPE RATES UNCHANGED 


Rates Between U. S. and Israel or Egypt 
Reduced to 12% Cents; Rates on 
Day-to-Day Basis 


Ocean marine underwriters in this 
market, members of the American Cargo 
War Risk Reinsurance Exchange, have 
issued a schedule of cargo war risk rates 
which, for the first time since January 3, 
includes rates for shipments via the Suez 
Canal. The rates for shipments between 
the United States and the various ports 
in the world via the Suez Canal are 
quoted at 12% cents per $100 of insur- 
ance, which the underwriters describe as 
a nominal rate. Rates for similar voyages, 
but via the Cape of Good Hope, remain 
unchanged from the previous schedule, 
and range from 334 cents to 10 cents per 
$100 of insurance. 

The schedule also shows reductions in 
the cargo war risk rates on voyages 


between the United States and Israel and 
between the United States and Egyptian 
ports from 25 cents to 12% cents per 
$100 of insurance. 

Rates are quoted on a day-to-day basis, 
and forward binders are not being 
granted on shipments to or from the 
Near East pending further clarification 
of the international situation in that 
area. The rates include the risks of 
strikes, riots and civil commotions, but 
in some instances additional charges are 
made for the strikes, riots and civil 
commotions risks during interior transit 
in or through countries with currently 
disturbed conditions. 

Cargo war risk insurance is written 
in this market by domestic and foreign 
admitted companies, most of whom re- 
insure one another on such writings 
through the American Cargo War Risk 
Reinsurance Exchange, formed in 1938, 
which provides an automatic sharing of 
these risks. 


Philadelphia Outing in June 
The annual outing of Insurance Society 
of Philadelphia will be held hn Melrose 
Country Club, Cheltenham, June ee 
Joseph R. Knowlan, erence a den is 


general chairman. Robert E. Amm: inn, 
General Accident, is vice chairm: aun in 
charge of prizes. Richard Palmer is 


chairman of golf committee. J. M. Mac- 
Donald, Employers Group, is in charge 
of over-all sports. E. Rowland Dearden 
of U. S. Review, is in charge of publicity. 








personal injury lawsuits. 


A VALUABLE TIP 
TO PROPERTY OWNERS 





Home owners lose millions of dollars each year due to fires and 
These two recent cases point up 
dangers you may never have thought about before. 


Jack W. and his family went away for the weekend, acciden- 
tally leaving the side door of their house unlocked. A neigh- 
bor’s 9-year-old son entered, turned on a basement power 
saw and seriously injured himself, The child’s parents sued 
Jack W. for negligence and won a settlement of $23,400. 


Things every Insurance Buyer 
should know—No. 85 








Jack had no personal liability insurance. 





Edward J. had bought his home eleven years ago for $12,900 
and insured it for that amount. Last year, he put it up for 
sale at $21,500. He was just about to close a deal when his 
house ourned down. Edward J. collected only $12,900 for 





the loss of a house worth $21,500 in today’s market. He had 





failed to keep his insurance protection equal to the rising 





value of his home. 


A lawsuit or a fire could ruin you financially, 
| skimped on your insurance protection. So here’s our tip: see 
your independent insurance agent today and safeguard yourself 
and your family for tomorrow. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
Home Office: P. O. Box 6, Wall St. Station « New York 5 


Multiple Line Companics Writing Marine, Fire and Casualty Insurance 
HOME OFFICE DIvIsion—Head Office: P. O. Box 6, WaLL Street Station, New York 


Baltimore, Boston, Charlotte, Dallas, Houston, Newark, New Haven, New Orleans 
P delphia, Pittsburgh, F 


if you have 


d, Syracuse 





MIDWEST DIVISION— 





Head Office: 223 W. Jackson BauLevarp, CHICAGO 
Cincinnati, Columbus, Detroit, Grand ow anes 
Milwaukee, Minneapolis, St. 
PACIFIC DIVision—Head Office: 361 CALIFORNIA cei: San FRaNcIsco 
Seattle, Portland. Los Angeles 














This advertisement appears in the Country’s leading newspapers 








U. S. FLOOD FUNDS ARE DENIED 


House Turns Down $50,000,000 Request 

And Also Later One for $14,000,000; 

Fate Up to Senate _ 

The House of Representatives this 
week turned down pleas from flood-risk 
states to give the Federal Flood Indem- 
nty Administration money with which 


to get a program under way. By a vote 
of 127-97, the House rejected an amend- 
ment by Representative Boland (D.- 
Mass.) to restore $14 million of the $50 
million originally requested by the Fed- 
eral Flood Indemnity Administration, but 
denied by the House Appropriations 
Committee. 

The $14 million, Boland told the House, 
would be a sufficient amount to get the 
program started by providing money to 
pay for the services of insurance com- 
panies, agents, brokers and adjustment 
orgainizations writing and selling the 
policies. Boland was supported by the 
two top House Members, Majority 
Leader MacCormack (D.-Mass.) and 
Martin (R.-Mass.), but to no avail. 

This leaves the fate of the program up 
to the Senate. 

The Appropriations Committee, in its 
report, explained its refusal to grant any 
operating funds on the ground that the 
proposed plan would be “too indefinite 
and costly,” and that “the premium cost 
is almost prohibitive.” 

Commenting on the committee action, 
Flood Insurance Commissioner Frank J. 
Meistrell urged reconsideration of the 
drastic slash, which would make the 
program completely inoperative. 


W.E. Newcomb Chairman of 


American Insurance Assn. 

At the annual meeting of American 
Insurance Association on May 3, the fol- 
lowing officers were elected: Chairman, 
William E. Newcomb, president Great 
American Insurance Co.; vice chairman, 
J. Harry Bibby, executive vice president 


United States Fidelity & Guaranty 
Group; treasurer, F. Elmer Sammons, 
president Hanover Group; secretary, 
John F. Neville. 


The sieotanen also elected a general 
committee comprised of the following 
member groups: Aetna Life Affiliated 
Companies, Chubb & Son Group, Com- 
mercial Union-Ocean Group, Crum & 
Forster Group, Great American Group, 
Hz artford Fire Group, Maryland Casualty 
Co., North British Group, St. Paul Com- 
panies, Springfield Group, Standard Ac- 
cident Group and the Travelers Cos. 


UGA Lists Events for 


Tournament on May 17 

The Underwriters Golf Association has 
listed nine events for its 1957 spring 
tournament Friday, May 17, at the Bal- 
tusrol Golf Club at Springfield, Union 
County, N. J. These events include 18 
hole medal play for individual handicap, 
individual gross score, individual kicker’s 
handicap and net partners. There is also 
the best individual score to win leg on 
championship cup, seniors’ championship 
cup on low net for 18 holes, president’s 
prize for low net on first nine, secre- 
tary’s prize for low net on second nine 
holes and 18 hole medal play handicap 
for guests. The tournament starts at 
1 p.m. and will be followed by a dinner. 


F. D. O’Hearn State Agent 


Francis D. O’Hearn ‘has been promoted 
to state agent for Security-Connecticut 
Insurance Cos. under D. T. Condon, vice 
president of the New England Division. 

Mr. O’Hearn started his insurance 
career with Royal of New York and in 
1946 joined Security as a special agent. 
For the past ten years he has served 
Northern Connecticut, Western Massa- 
chusetts and Vermont as a representative 
for the companies and will continue to 
serve these same areas in his new posi- 
tion of state agent. 
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President Ritter on 
Achievements of Year 


RELATIONS WITH COMPANIES 


Great Need for Better Understanding; 
Legislation, Committee Activities 
Cited in Annual Report 


Syracuse, N. Y., May 6—President C. 
Fred Ritter, Middletown, of the New 
York Association again presented the 
report of his administration in printed 
form to agent members and at this after- 
noon’s first formal session touched only 
on highlights of the past year. Subjects 
treated in the report include better 
understanding with the companies, public 
relations, legislation, regional meetings, 
compulsory insurance and operations of 
committees dealing with casualty, fire, 
agency management, membership, auto 
dealers competition, public housing inde- 
pendent rate filings and deviations. 

On the matter of better understanding 
with the companies President Ritter said 
that “it is recognized by all of us that 
there is a great need for the best possible 
understanding and working relationship 
on the part of us agents and the com- 
panies that we represent. Toward that 
end and in cooperation with our National 
Association, your association has studied 
the workings of our agency members 
and have a reasonably clear picture of 
their needs and of the best methods for 
obté aining efficient results. 

“The office procedure and record keep- 
ing particularly of some 50 of our agency 
members were studied very thoroughly 
by an independent survey organization 
in cooperation with the New York State 
Association and the National Association. 
From this study recommendations and 
suggested procedures were put into form 
and offered to our members. Many of 
our members have adopted this new 
record keeping plan. 

“We feel we now have a background 
of facts and information that will enable 
us to properly present the agents’ side 
of the picture to our companies. We 
have asked and continue to ask for an 
opportunity to sit down with the man- 
agement of our companies and work out 
a solution of the problems that confront 
our way of providing insurance to the 
public.” 

Legislation 


Reviewing legislation President Ritter 
stated that “a bill that we introduced 
for the second time this year was passed 
and approved by the Governor. This bill 
amends the insurance law giving the 
Superintendent authority to refuse to 
issue or renew an agent’s license if the 
applicant, his spouse or the members of 
the agency, received more than 10% of 
the aggregate net commissions earned 
during the previous twelve month period 
from insurance placed on risks in which 
they have a financial interest or more 
than 50% of the stock. This bill closes 
the gap already enjoyed by the brokers 
in such fields as realty development and 
in a number of instances, automobile 
dealerships.” 

Several important bills were killed 
through the opposition of the New York 
Association. President Ritter stated that 
attendance at regional meetings through- 
out the state in the last year came close 
to the 3,000 mark. 

Richmond Thompson, chairman of the 
casualty committee, was commended for 
his work with the Assigned Risk Plan, 
which improved relationships between 
agents and the plan. Other members of 
the committee, Messrs. Rhulen, Schoen 
os White, were thanked “for a splendid 
job 


Syracuse Office 


Commenting upon the work of the 
Syracuse office of the association, headed 
by Executive Secretary Jack Mayer, 
President Ritter said: 

_ “Your organization is a large and an 
important trade association and the work 
needed and asked of your executive is 








C. FRED RITTER 


very demanding. Much background of 
knowledge of association work, acquaint- 
anceship with company executives, bu- 
reau and rating organization personnel, 
legislature, National Association mem- 
bers and our members is needed for this 
type of work.. Much tact and perseve- 
rance are necessary in the performance 
of this job. Appreciation is extended to 
Jack Mayer, John Jordan and Eleanor 
Folker for the able handling of this 
work.” 

For their efforts in making the dia- 
mond jubilee convention a success Presi- 
dent Ritter cited Chairman Herbert 
Hatch, Craig Thorn, Jr., Arthur Schwab, 
and Messrs. Mayer and Jordan. 


Membership 


On membership Mr. Ritter reported 
that “we are particularly happy that 
plans are now under way whereby the 
field men for our companies are dili- 
gently promoting our state association 
among those agents who represent their 
companies. 

“We have already obtained some new 
members through these efforts and as 
this is something just starting on a state- 
wide basis, we are looking for further 
results in this direction. Your chairman, 
Mrs. Alma Sherman, and the committee 
have had a number of meetings and have 
made some very constructive plans which 
will be of real benefit to our association. 
Our appreciation goes to Mrs. Sherman 
and her committee, William Kleine, Alex 
Grossman, Leo Mahoney, Carl Seymour, 
Robert Grab and Harry Lown.” 


Fine Historical Booklet 
On 75 Years of Progress 


Syracuse, N. Y. May 6: One of the 
highlights of this 75th anniversary con- 
vention has been publication of a beauti- 
fully illustrated 115-page historical book- 
let, distributed to all present here. It 
contains a complete record of the state 
association’s history from 1883 to the 
present time, with the era of each pres- 
ident given separate treatment. It is 
interesting to note that in 1907 the asso- 
ciation had 220 members; in 1917 this 
number had increased to 615; to 803 by 
1927, to 1,018 in 1937, to 1,301 in 1947, 
and to a record high of 2,085 this year. 

Newly elected President Craig Thorn, 
Jr., of Hudson and Herbert H. Hatch of 
Massena received special recognition for 
their contributions to the success of this 
volume, although many others aided. 

The anniversary book contains a mem- 
bership roster and also names of officers 
of all local boards in the state. The 
state association is to be commended for 
this worthy addition to the literature 
of agency organization development. 


Agents Who Deserve To Survive Need 


Not Fear Competition States Munz 


Syracuse, N. Y., May 7—Agents need 
have no fear of being forced out of busi- 
ness by any new elements unless they, 
the producers, do not deserve to survive, 
H. Earl Munz, CPCU, Paterson, N. z: 
agent, told the convention this morning. 
Mr. Munz, who has served as president 
of the New Jersey Association, head of 
the Eastern Agents Conference and has 
many times been honored for his insur- 
ance and community activities, stated 
that agents who successfully meet the 
new and _ serious threats to their ex- 
istence are those who “have the cour- 
age to stand up for what they believe is 
right, who will be true to the principles 
of our great National Association as 
stated in the Code of Ethics, who will 
be willing to work and to preach the 
gospel of sound insurance obtained only 
through independent local insurance 
agents.” 

Agents will continue to prosper, de- 
spite present rate competition, Mr. 
Munz observed, bv better serving their 
customers, and will increase their in- 
comes through improving sales methods 
and adding to their knowledge of insur- 
ance. 


What Successful Agents Have 


in Common 

“Most successful agents I have 
known,” Mr. Munz observed, “have a 
number of things in common, in spite 
of the wide variety of geographic lo- 
cations, size of agencies, and methods 
of operation. They have known their 
business. They have devoted time to 
study; they have kept alert to their 
clients’ needs by taking courses, attend- 
ing meetings, reading articles in our 
trade papers and magazines, and have 
used the facilities made available to 
them through their companies. 

“They have accepted new ideas when 
they were satisfied that they were good 
ideas. They have opposed new ideas 
which were not. They have thought in 
terms of public interest in the realiza- 
tion that their own interests were iden- 
tical with those of the public. They have 
assumed responsibility in their trade or- 
ganizations, hz wing served on commit- 
tees and having held office in their local, 
state or national associations. 

“They buy the same way they sell. 
They believe in the middle man and the 
profit motive. They sell quality at a 
fixed price for all. They believe that 
they earn their commissions and they 
do not have a cheap policy under the 
counter with which to tempt the pur- 
chaser who thinks in terms of price 
only. 

Loyalty Important 


“Why is it that an agent will be so 
short-sighted as to try to sell an ortho- 
dox company's policy to one customer 
and a cut-rater to another? Aside from 
the difficulty of justifying ‘thie price of 
the one and the quality of the other, 
he’s committing economic suicide. As 
he tries to meet one price cut after 
another, he takes less and less commis- 
sion and winds up having to write twice 
as much business with less commission 
and more expense. 

“Why doesn’t he have the courage to 
declare himself on one side of the fence 
or the other? Could it be that he’s a 
little skeptical of the price cutter? Is 
he afraid that the price cutter may get 
another agent, or eliminate agents from 
its scheme of operations entirely, or, 
after having made him captive, will ad- 
vise him that hereafter his commission 
will be 5% instead of 10%? Is he afraid 
that the cut-rater won’t take his prob- 
lem risks, and that he might need to 
fall back on the company which has re- 
mained loyal to its principles and to its 
agents, which formerly had taken all his 





H. EARL MUNZ, CPCU 


business ? 

“I wonder how he’d feel if his old 
company got sick of the treatment and 
appointed a new agent who believed 
that selling was more than offering a 
lower price. Is he afraid that the rate 
cutter may not interpret the policy as 
liberally as his old company? 

“This subject of loyalty is one which 
requires a lot of soul searching on our 
part, and on the part of the companies 
we represent. We have a joint respon- 
sibility to the industry and to the pub- 
lic.” Mr. Munz stressed. 


“Give-Away” Program 


“We have been witnessing an under- 
writing spree for several years now. 
New companies, old companies, speci- 
alty companies, and some of our old 
friends, have been indulg in a give- 
away program which has Yeuctied in a 
serious underwriting loss for 1956, and a 
more sinister trend for 1957. Producers 
throughout the country have accepted 
this binge as a chance to provide a bar- 
gain for their customers, and with little 
regard for the future of the industry, 
have forced underwriters to abandon 
experience and knowledge in favor of 
expediency. 

“While these so-called deviations may 
have been justified in the beginning, 
because of the intransigence and lethargy 
displayed by the disciples of uniformity, 
the situation is rapidy getting out of 
hand. We are now witnessing deviation 


class; a few Insurance Departments, 
alarmed at the underwriting trend, have 
abolished all deviations,” continued Mr 
Munz. 


“What will be the attitude of those 
companies which have remained loyal 
to their rating organizations and to their 
agents, if we take our choice business 
to those compe anies offering lower rates 
or higher commissions for our preferred 
classes? Will they be satisfied to con- 
tinue to accept only the business from 
which the cream has been skimmed ? 
Now that property and casualty compa- 
nies have entered the life insurance field, 
and the life insurance companies have 
embarked in the property and casualty 
business, some changes are bound to 
come. Can you picture the thousands 
of debit men in the employ of life insur- 
ance companies, selling automobile in- 
surance and homeowners policies? 

“Why are so many of us alarmed at 

(Continued on Page 29) 
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Ehre on Plan to Cut 
Rates, Hold Commissions 


ADD TO SERVICES OF AGENTS 





Agents Would Do More in Policywriting, 
Adjustments, Collections, Under- 
writing, Buffalo Head Says 





Syracuse, N. Y., May 7— How the 
Buffalo Insurance Co. aims to reduce 
insurance costs to the public, implement 
existing agency services and functions 
and maintain present commission stand- 
ards for producers were outlined here 
today by Victor T. Ehre, president of 
that insurer, which has headquarters in 
Buffalo. A crowded ballroom heard Mr. 
Ehre state to the convention of the New 
York State Association that the “Buffalo 
Plan” is “created upon a maximum faith 
and confidence in the agent by the com- 
pany on one side and a willingness of 
the agent to accept broader responsibili- 
ties on the other.” 

The core of the “Buffalo Plan” is 
that expenses and thereby insurance 
rates of stock carriers can be reduced 
to more nearly those offered by inde- 
pendent insurers if agents participate 
more fully in policywriting, adjustment 
of small claims, underwriting business 
and in handling collections. One of the 
features of the company’s new program 


is to get some day an agreement with 
agents to pay company’s accounts as 
rendered. 


If these “Plan” objectives are attained 
they will reduce considerably expenses 
of doing business, stated Mr. Ehre, with- 
out calling for any reductions in commis- 


sion rates from agents; for the agents 
would “justify and merit full and ade- 
quate commissions” by virtue of their 
services. The savings in costs would 
then be passed on to. policyholders 
through lower insurance rates. 

Telling the convention how agents 
can handle the various facets of the 
“Buffalo Plan” President Ehre stated 


in part: 
Policy Writing 


“We asked this question. In the inter- 
est of speed, accuracy and economy 
should the agent assume more policy 
writing duties? 79% of the agents real- 
ized that as an agency convenience and 
economy it is more advantageous to type 
up one of the new carbonized, simplified 
policies than it is for them to go through 
all the mechanics of making up the 
application, establishing a pending file, 
awaiting receipt of the policy, checking 
the policy when it arrives and perhaps 
going all through the procedure again 
if the policy is not right. Then, too, 
they recognized that the ability to write 
policies and make immediate delivery 
adds stature and prestige. 

“Our fire agents were all traditionally 


VICTOR T. EHRE 


get them to write the basic casualty 
policies. At this moment 77% of our 
casualty agents have accepted auto policy 
writing responsibility ; 25% of the agents 
also wanted to write their comprehensive 
personal liability policies and about 10% 
of the agents started writing burglary 
and plate glass too. That doesn’t mean 
it’s been easy. As our educational proc- 
esses go on, we have high hopes that 
policywriting by the agent is going to 
work out in the best interests and in 
the economy of all concerned,” Mr. Ehre 
stated. 
Claim Adjustments 


“We asked our agents whether they 
should accept more loss settlement re- 
sponsibility and authority; 84% of the 
agents said that on small first party 
claims it is far less costly for them to 
handle the proof of loss and make out 
a draft than it is for them to transmit 
the details to the company by corre- 
spondence and maintain an open file until 
the matter is concluded. They recognized 
that the public is greatly impressed by 
the agent who can draw a settlement 
draft for the companies and settle the 
small claim on the spot. 

“It occurred to us that all companies 
permit agents to bind them to thousands 
and hundreds of thousands of dollars of 
liability. If the agent can be trusted 
with such responsibility, why not permit 
him to handle small claims, particularly 
if a device can be created which would 
also reduce home office expense. After 
a great deal of research and study, we 
developed such a device in the form of 
our envelope draft system. 

“It applies to fire, extended coverage, 
homeowners, inland marine, comprehen- 





envelope draft system eliminates the 
necessity of preparing a notice of loss. 
It has an abbreviated report of loss on 
the reverse side of the envelope which 
furnishes just enough information to 
verify coverage. On eligible claims there- 
by the agent can dispose of the matter 
‘on the spot’ with a minimum of detail 
and considerable local prestige. 
Saving in Expenses 

“From the company’s viewpoint, the 
saving is considerable. It encourages the 
agent to settle rather than to assign 
losses. It becomes unnecessary for the 
claim department to create a file, index 
cards or diary cards, because the en- 
velope itself becomes the claim file. After 
the draft has been paid, coding is placed 
directly upon the face of the draft for 
tabulation and statistical purposes. We 
feel that the company’s clerical savings 
alone is about $4.00 per claim. 

“As for the reception of the program, 
the drafts have been enthusiastically 
received by 80% of the agents under our 
direct supervision. 

“We first started to use envelope 
drafts in April, 1956. Since then the vol- 
ume of use has been increasing monthly. 
If this volume of use continues to grow 
at its present pace we figure that 45% 
of our total first party claims will be 
handled by the agent with the envelope 
draft. All of the experience to date 
makes us confident that this new pro- 
gram will grow in use and develop sub- 
stantial economies,” stressed President 
Ehre. 

Underwriting 

“Here is one spot where the ‘Buffalo 
Plan’ has bogged down. Our faith in 
the underwriting consciousness of the 
average independent agent has been 
somewhat weakened. 

“An important volume of our new 
automobile business has been coming 
through with unrealistic limits of liability. 
All too often people of substance are 
being renewed year after year with 
minimum limits while people of very 
modest means are frequently given ex- 
cessive limits. 

“We have told our agents in advance 
of appointment that we want to do a 
real agency underwriting job. We are 
testing a plan which is in the interest 
of agency ranks. In spite of such worthy 
objectives a great many submittals would 
indicate that some of the agents are 
trying us on for size. To some extent 
they are taking advantage of our faith 
and confidence by seeing how far they 
can go with our broad underwriting 
aims. 

Insurance to Value 

“In our own claim department we have 
been studying what we are getting in 
the way of insurance to value. We find 
that about 40% of the dwelling properties 
on which we have suffered losses are 
insured to less than 75% of value—fre- 
quently, as low as 25 and 30% of the 
real value of the property destroyed. 


ing the policyholders insurance protec- 
tion in line with true exposure. This 
certainly doesn’t represent the service 
we talk about when we are competing 
with direct writers and captive agents. 

“What we are working for in the 
‘Buffalo Plan’ is a broadening of the 
agent’s underwriting responsibility within 
a general underwriting guide. Such a 
plan would permit the company to elim- 
inate a great deal of the expense and 
effort required by individual item under- 
writing. It would permit the company to 
confine itself to a program of underwrit- 
ing the agent. Just imagine the savings 
which would accrue to our industry if we 
could generate sufficient faith and con- 
fidence in our agents to leave all of the 
individual item underwriting to them! 

Collections 

“One of the things we hope that we 
are going to be able to get out of our 
new program some day is an agreement 
with the agents to pay company’s ac- 
counts as rendered. All insurance com- 
panies must account for each and every 
agent’s business. Any such accounting 
done by agents represents a duplication 
of effort and expense. In every other 
kind of business that I know of, the 
wholesaler prepares a bill of the mer- 
chandise delivered to the retailer and the 
retailer pays on the basis of the whole- 
saler’s bill. He can’t defer payment or 
avoid payment simply because he hasn’t 
collected from his customer or because 
the merchandise hasn’t moved as well 
as it might. 

“Agency payment on the basis of a 
company prepared bill is gaining increas- 
ing favor. More and more producers are 
asking us to prepare their monthly state- 
ments and submit them in duplicate. As 
I understand it, from the agents, they 
are filing in separate company folders 
an accounts payable copy of each bill or 
credit statement to their policyholders. 
When they receive the monthly account 
from the companies, these accumulated 
copies are used to check out the com- 
pany’s statement. Any accounts payable 
copies not accounted for are carried over 
in the file for future statements. Any 
errors are called to the company’s at- 
tention. 

“When the agent has completely 
checked the company account current, 
one copy becomes his bookkeeping rec- 
ord and the other is returned to the 
company with the check. They tell me 
that this procedure makes full use of 
the loose leaf accounting system, elim- 
inates the expense of statement prepara- 
tion in the agency and we know that it 
simplifies accounting and reduces collec- 
tion costs for the company. 

“IT am sure that the insurance industry 
could make a tremendous savings of pol- 
icyholder’s dollars if agents would be- 
come fully responsible for collections. By 
this same step I am also sure that we 
would reduce flat cancellations, reduce 
the charge-off of uncollected earned pre- 
miums and a lot of the free insurance, 


policywriting agents. Not so with the sive dwelling, auto physical damage, “All of this means that we are not act- which helps maintain the rate advantage 
casualty business. Our problem was to’ burglary and plate glass claims. The ing in: the public's deterest by ahainthin- of oak commpeiitors—eurs al tala 
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Butler Praises New York Dept.’s 
Nearly 100 Years Of Supervision 


Syracuse, N. Y., May 6—High praise 
for operations of the New York Insur- 
ance Department during its nearly 100 
years of existence was expressed today 
by Charles P. Butler, New York attorney 
at law and former First Deputy a 
ance Superintendent of New York. 
told the agents’ convention here that the 
“review of the record of supervision by 
New York represents a glorious view of 
a record of accomplishment of which not 
only the people of New York but in a 
large measure the people of the United 
States are the beneficiaries.” 

In three years the New York Insur- 
ance Department will mark a century of 
operation. In 1860, said Mr. Butler, New 
York State first set up a separate Insur- 
ance Department with William Barnes 
as the first Superintendent. 


Century of Service in 1960 


“I sincerely hope that 1960 will be 
appropriately celebrated by New York,” 
stated Mr. Butler, “for then will occur 
the completion of a century of service 
by the Department of Insurance of this 
state, a service by a Department of your 
government that has been cooperative 
and constructive. Developing further my 
suggestion that the centennial year 1960 
be properly noted in the history of the 
people of this state, perhaps a kind legis- 
lature would appropriate a small but 
adequate fund to defray the small ex- 
pense of preparing a symposium on in- 
surance and supervision which could be 
contributed to by many segments of the 
business of insurance under the guidance 
of a competent editorial staff. 

“Therein could be recorded the salient 
and prideful facts in the story of insur- 
ance and its. service to the public along 
with the wise accomplishments of gov- 
ernment working with business in the 
development and extension of this en- 
nobling concept we call insurance. 

“Perhaps too, as part of that centen- 
nial observance the National Association 
of Insurance Commissioners would again 
come to New York and participate just 
as they first met in New York in 1871 
at the invitation of the second Super- 
intendent of Insurance, George Miller,” 
Mr. Butler said. 

“Superintendent Miller suggested the 
meeting of all other state Superintend- 
ents because the need for uniformity in 
laws and administration was apparent 
then as it has continued even until today 
and will continue so in the future. 


Asks Agents’ Support 


“May I, therefore, urge upon you that 
you resolve at this, your 75th anniversary 
to promote the acceptance of the idea by 
the public, government, your members 
and by the whole industry, that the year 
1960, the centennial year of New York’s 
supervision of insurance, be properly 
celebrated.” 

Reviewing Mr. Barnes’ accomplish- 
ments while Superintendent Mr. Butler 
told the agents: 

“Superintendent Barnes established a 
ten-year record that has acted as a 
precedent for succeeding Superintendents 
who have perpetuated this long record 
of public service in the administration 
of the laws governing the transaction of 
the i insurance business in this state. 

r. Barnes goes back to 1830 in re- 
ferring to the nebulous laws that treated 
with insurance. Up to 1860 the admin- 
istration of the law affecting insurance 
in this state was under the jurisdiction 
of the comptroller. In those early years 
of the simple laws applicable to insur- 
ance, the outstanding feature of their 
requirements was that monied corpora- 
tions, including insurance companies, had 
to make annual reports in a form pre- 
scribed by the comptroller. Those forms 
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were first prescribed by a comptroller 
by the name of Millard Fillmore. 
Start in Comptroller’s Office 

“Tn 1855, Mr. Barnes, who apparently 
had a job in the comptroller’s office, was 
appointed to examine several fire insur- 
ance companies, and reports that in the 
summer of 1855 he examined six fire 
companies. In the ten years that Mr. 
Barnes was Superintendent, 1860-1870, 
he, the Superintendent, personally did all 
of the examining work both in and out 
of the State of New York and he reports 
that he charged for his time, only his 
actual expenses incurred. 

“As early as 1856, Comptroller James 
Cook urged the establishment of a sepa- 
rate department of government to be 
known as the Insurance Department. 
The idea was opposed by certain inter- 
ests on the ground that it would be 
oppressive and onerous to companies and 
those who borrow funds therefrom. 
Moreover, it was unnecessary and would 
drive companies of other states over the 
Hudson to Jersey City and business 
would be bootlegged and taxes that New 
York should collect would be avoided. 

“However, in their opposition they did 
say that the duty of the comptroller to 
make examinations should be made im- 
perative and their frequency be specified. 
The legislature refused to pass the pro- 
posed legislation. But apparently the 
examinations by Superintendent Barnes 
and his special reports thereon created 
a large stir among insurance people and 
in the public generally, and after a com- 
mittee from the industry considered the 
status of affairs, industry made the rec- 
ommendation that a separate Insurance 
Department be established. 

“Now we find the then comptroller, 
Sanford Church, opposing the idea feel- 
ing it would be an imputation upon his 
integrity and that of his insurance clerk. 
So the matter was compromised and a 
bill was passed in 1859, the compromise 
being that the act would not take effect 
until January 12, 1860, at which time 
the present comptroller would be out of 
office,” continued Mr. Butler. 

“The cost of supporting the Insurance 
Department was, on the recommendation 
of industry, to be borne entirely by 
industry. Industry even petitioned the 
Governor and prevailed to have Mr. 
Barnes appointed as Superintendent of 
Insurance, salary to be $5, a year. 
It was pointed out that Mr. Barnes had 
the intelligence, experience, the energy 
(Continued on Page 29) 
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Now--in a period of increasingly keen 


competition--is the time for brokers, 


espe- 


cially those of you new in the business, to 
tell all clients about the many advantages 
of having the latest and best in modern, 

streamlined INCOME PROTECTION. 


We strongly urge brokers, intent on 
building up a quality clientele, who are 
willing to accept the challenge of modern 
selling and underwriting techniques, to bring 
your problems to us. We have the know-how to 
help you! 


All of our facilities are centralized 
UNDER ONE ROOF which enables our brokers to 
render efficient service QUICKLY. 


Give close attention to the A. 
Life coverages, all the latest on the market, 


which are listed below. 


You can be 


& H. and 


certain 


that if you recommend them to your clients 
you will be adding to their security and 

peace of mind. At the same time your own 
commission earnings will increase. 


NON-CANCELLABLE A. & H. 


GUARANTEED RENEWABLE 
Adjustable Premium 


SUBSTANDARD A. & H. 


LIFE INSURANCE—PAR or NON-PAR 


Quantity Discounts 


EMPLOYEE GROUP—A. & H. or LIFE 


AVIATION—COMMON CARRIER 


HOSPITALIZATION 
Individual or Family 


SPECIAL RISKS 
Jumbo Lines—Athletics 


Test our Service today! Compare it with 


help from our staff of specialists. 


FIRE 


- BONDS - 


Yours sincerely, 


others with whom you have been dealing... 
enjoy the security of experienced, 


courteous 


Tram 


seattle sae aiicna 


DE Deaton & Fis, 


GENERAL AGENTS ano UNDERWRITERS 


CASUALTY - DISABILITY - 
75 MAIDEN LANE, NEW YORK 38 
HAnover 2-4044 


MARINE - 


LIFE 
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Agents Told How Big Campaign 
Will Reach Virtually All Buyers 


Syracuse, N. Y., May 7: Further de- 
tails of the $2,000,000 national advertising 


campaign approved by the National nae 
Agents’ board [ 


sociation of Insurance 


directors at Denver last week were pre- 


sented here today by Franklin E. Schaf- 
fer, vice president of Doremus & Co.,, 
New York advertising agency, and by 
Alan H. Miller, chairman of the NATA 


advertising committee. With the pro- 
sram adopted one of the next steps will 
be to collect the money for this TV, radio 
and magazine advertising. Mr. Schaffer 
told the New York agents thut the 
average advertising contribution sug- 
gested ranges from one-quarter to one- 
half of one per cent of gross commis- 
sions. 

Breaking down this contribution scale 
by categories of premium income he 
said that for agencies with premiums 
under $50,000 the contributions would 
range from $25 to $50; for premium 
volume of $50,000-$99,999 it would be $50 
to $100; premiums $100,000 to $199,999, 
it would be $100 to $200; premiums 
00,000 to $499,999 it would be $200 to 
75; premiums $500,000 to $999,999 it 
would be $375 to $500, and for agencies 
with premium volume of $1,000,000 or 
more the contributions could range from 
$500 to $1,000. 

When this $2,000,000 fund is attained 
the ensuing ad campaign will reach vir- 


2 
2 
s) 


ith 


tuafly every insurance buyer in_ the 
country through the various advertising 
media utilized, Mr. Schaffer declared 


Presenting data beyond that published 
last week from Denver he told the con- 
vention: 
Convincing Copy 

“The recommended advertisements and 
commercials—present simply and effec- 
tively some of the reasons why you 
serve insurance buyers better than any- 


one else does. They take advantage of 
hard-hitting, proven advertising tech- 
niques. The illustrations of the ads are 
designed to attract the reader’s attention 
and to impress your seal on his mind. 
The copy gives him convincing reasons 


why he should look for that seal before 
he buys insurance. The TV commer- 
cials will keep the seal before the viewer 
almost constantly, while he hears a con- 
vincing explanation of the superiority of 


agents who are permitted to display 
that seal. ; 
“Readers Digest, Life, The Saturday 


Evening Post and Look plus the maga- 
zine supplements of Sunday newspapers 
— This Week, Parade and Family 
Weekly—are recommended to reach the 
maximum number of readers per dollar 
spent. In combination, they reach close 
to 100% of the public in which you are 
primarily interested. Their combined cir- 
culation is more than 41 million per 
issue. 

“The National Broadcasting Company’s 
television show Today, starring friendly, 
convincing Dave Garroway, is a basic 
suggestion in your TV campaign. It 
appears in 115 cities covering 90% of 
TV homes in America. Spot commer- 
cials will be used in 4 cities not reached 
by that program. Your TV messages 
will reach over 99% of all counties in 
the U. S—giving good TV coverage in 
every State. 

“In fact, Today will carry each of your 
commercials into approximately 1,545,000 
homes. With spot TV. added in areas 
not reached by Today, each commercial 
will reach approximately 2,000,000 homes. 


Edward R. Murrow Program 


“Edward R. Murrow, whose evening 
news program is also recommended for 
the NAIA, is America’s foremost news 
commentator. He deals in facts and in 
interpretations of events. 


responsible 








Matar 
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FRANKLIN E. 


“Edward R. Murrow and the News is 
broadcast over 204 stations, and has an 
audience of over 5,700,000 each week. 
It is estimated that the average listener 
will hear more than five minutes of your 
messages during the week. You will 
reap the benefit of Murrow’s fine reputa- 
tion as well as the benefit of his great 
popularity. This radio program will com- 
mence midway through your advertising 
year, after the seal has been established 
in the public’s mind. 

“This combination of messages on tele- 
vision, radio and in print will reach 
virtually all people in the United States 
who are likely to be buying insurance, 
and reach them over and over again dur- 
ing the year. If you take the number 
of readers and viewers who will be ex- 
posed to each of your messages in the 
next year, then multiply by the number 
of messages, the total its over two 
billion impressions! This is tremendous 
advertising impact. 

“Another very effective sales tool that 
will be available to you is a specially 
prepared, 12-page edition of the Readers 
Digest containing your advertisements 
and a series of Readers Digest articles 
about homes. This booklet will be espe- 
cially useful to you in selling insurance 
to new home owners—it will be some- 
thing which the homeowner will appre- 
ciate, read with interest, and save. 

“Other merchandising aids that will be 
made available to you include: outdoor 
billboard posters, window displays, coun- 
ter cards, special matchbooks and boxes, 


automobile identification cards, direct 
mail enclosures, calendar cards, special 
Sunday supplement tie-ins, stickers for 
correspondence. In short — everything 
you need to channel the force of the 


national campaign directly into your own 
selling efforts will be provided.” 


Troy Local Board Wins 
London Assurance Trophy 


Syracuse, May 7—The Troy Under- 
. riters Association today was awarded 
: London Assurance plaque for achiev- 
ing the be . record in public relations 
during the last year. Honorable mention 
went to the Columbia County and Fulton 





County associations. Benjamin Ruskin 
was chairman of the agents’ committee 
making the awards, and Fred C. Saal, 
assistant secretary of the London, pre- 


sented the trophy. 


Back Ad Program 


(Continued from Page 1) 


readiness to contribute now their shares 
of the expenses. Later today, resolutions 
were adopted. One gave support to the 
program and directed the officers to try 
to secure financial support from as large 
a percentage of the membership as pos- 
sible. Another resolution commended the 
National Board of Fire Underwriters for 
its fine national TV and radio program 
now in progress, designed to have prop- 
erty owners insure their property to 
value and purchase such coverage 
through the independent local agent. 

The new ad campaign will be financed 
by voluntary contributions from the 
32,000 members of the NATA ranging 
from $25 to $1,000 per agency on a slid- 
ing scale based on commissions. 

The program emphasizes the impor- 
tance of the NAIA seal and _ slogan, 
“Your independent insurance’ agent 
serves you first,’ as a means of helping 
the public identify the quality product 
in fire and casualty insurance. 

Mr. Miller told the convention that 
he had talked with executives of insur- 
ance company groups with respect to this 
project. He expressed confidence of their 
assistance later, but first the companies 
wish to remain on the sidelines to allow 
agents to cooperate among themselves to 
make this new venture successful. He 
called for coordinated local efforts as 
quickly as possible. The committee seeks 
payment of at least half the funds by 
August 1, with full payments by Novem- 
ber 

Registration at this convention reached 
a new high figure, coming close to 1,200 
agents, company representatives and 
others. The excellence of the program, 
plus the fact the association is celebrat- 
ing its 75th annual gathering, attracted 
the huge crowd here, which had to be 
taken care of in several hotels in this 
city. 


Thorn New President 


Craig Thorn, Jr., of Hudson, executive 
vice president for the past year, was 
elected president of the New York Asso- 
ciation to succeed C. Fred Ritter of Mid- 
dletown. The new executive vice presi- 
dent is Herbert S. Brewer of Lockport, 
who served as treasurer this last year. 
Treasurer is Arthur F. Blum of Rocka- 
way Park, Long Island. He has served 
as a director and member of the execu- 
tive committee of the state association. 
He is a past president of the Insurance 
Agents Association of Queens County 
and active in the Insurance Federation 
of New York State. Arthur L. Schwab, 
past state president, was reelected for 
a second term as state national director. 
He is also treasurer of the Eastern 
Agents Conference. 


Directors were elected as follows: Dis- 
trict 1, Benjamin G. Huskisson, Port 
Jefferson, Long Island; also District i 


Kenneth W. Haslam, Rosedale, Queens 
County; District 2, H. Lewis Kolodny, 
Monticello; District 6, W. Everett Meade, 
3ath, and Raymond A. Muth, Newark; 
District 7, Charles B. Magnuson, James- 
town, and also District 7, Richard F. 
Kresse, Buffalo. 

President Thorn is president of Craig 
Thorn, Inc., an agency which was estab- 
lished in 1860, and also secretary-treas- 
urer of C. W. Bostwick, Inc., of Hudson, 
founded about 1840. A graduate of Dart- 
mouth College in 1931, Mr. Thorn en- 
tered insurance with his father the same 
year and became president of the agency 
a few years later. He has long been 
active in insurance and civic affairs, and 
served as. president of the Columbia 
County Association of Insurance Agents 
before assuming state offices. He was a 
director of the state association for three 
years, then treasurer for two years pre- 
vious to being elected executive vice 
president a year ago at Syracuse. 

Mr. Thorn is a member of the Speak- 
ers Bureau sponsored by the agents’ 
association and the Association of Casu- 





New President 





CRAIG THORN, JR. 


alty and Surety Companies. Locally he 
is past president of the Hudson Rotary 
Club, Hudson Junior Chamber of Com- 
merce, Hudson Chamber of Commerce 
and Hudson Community Chest. 


Resolutions 


There were few resolutions adopted 
by the convention today other than those 
dealing with advertising. One expressed 
“grateful thanks to the 75th anniversary 
committee headed by Herbert Hatch 


of Massena, chairman.” Another read as 
follows: 
“Whereas, insurance coverages avail- 


able to farm owners in this state have 
been and are now in need of revision, 
therefore it is resolved that the New 
York Association request the companies 
to give consideration to a complete and 
thorough analysis of farm coverages and 
rating factors.” 

Another resolution carried out a re- 
quest of Charles P. Butler, who ad- 
dressed the convention yesterday, that 
New York State act in 1960 to mark the 
100th anniversary of the Insurance De- 
partment. This resolution states: 

“Whereas, the year 1960 will mark the 
100 anniversary of the creation of the 
Insurance Department as a separate divi- 
sion of the government of the State of 
New York, and that, adequate time must 
be allowed for planning and preparation 
for fittingly observing the anniversary of 
this Department, that has so coopera- 
tively and constructively served and de- 
veloped this vital service to the public, 
therefore, be it 

“Resolved, on this 75th anniversary the 
New York State Association of Insur- 
ance Agents, Inc., hereby does memorial- 
ize the people of this state, its govern- 
ment, and all segments of the insurance 
industry to take such steps as will ap- 
propriately and adequately celebrate the 
vear 1960, marking the centennial of 
insurance supervision by the State of 
New York.” 

Woodbury on Open Thinking 

Executive Vice President Louie FE 
Woodbury of the National Association 
this afternoon called on agents and com- 
panies to be flexible in their thinking 


and approach to problems involving 
forms, rates and other factors in insur- 
ance. He said the business has to look 


at the future with open minds and not 
start with preconceived ideas as to what 
answers must be. 

Mr. Woodbury wonders, as to agents 
whether producers are devoting enough 
time to see new prospects, whether they 
are getting enough new men into the 
business and whether they are advertis- 
ing enough. He feels that perhaps rates 
should be more realistic, and policies and 
rates more acceptable to the public. 
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The Reporting Form Service Office, 
with head offices in New York and dis- 
trict offices in Atlanta, Chicago and San 
Francisco, reported a loss ratio of 39.7% 
on $63,434,498 premiums in 1955 at the 
annual membership meeting held at the 
Hotel Biltmore. For the five years 1951- 
1955 premiums amounted to $348,664,597 
and the loss ratio was 38.8% according 
to Manager T. D. McCarl. 

J. L. Erhardt, assistant U. S. man- 
ager, Royal-Globe Insurance Group, was 
elected chairman of the governing com- 
mittee, with John L. Dillard, vice presi- 
dent, Fireman’s Fund Insurance Group, 
vice chairman, and C. M. Close, executive 
vice president, Great American Group, 
treasurer. 

The following company groups were 
elected members of the governing com- 
mittee to replace companies whose term 
expired: Aetna Casualty & Surety Group, 
Aetna Insurance Group, American Insur- 
ance Group, Sun of London Group. 

Company groups other than those 
which remain members of the governing 
committee are: America Fore Insurance 
Group, Commercial Union Group, Fire- 
man’s Fund Insurance Group, Great 
American Group, Hartford Fire Group, 
Home Insurance Co., Loyalty Group, 
Royal-Globe Insurance Group. 

The experience for Multiple Location 
and Form “A” business, reported Mr. 
McCarl, on a written-paid basis for the 
calendar year 1955 and for the last five 
years available through 1955 follows. 
These figures are compiled from the ex- 
perience reports filed by all companies— 
stock, mutual, cooperative and reciprocal 
insurance exchanges—licensed to do busi- 
ness in New York State, through the 
Mutual Insurance Advisory Association 
and Reporting Form Service Office, as 
reported to the New York State Insur- 
ance Department: 


i For 1955 
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Reporting Form Service Office 


On Multiple Location Experience 





T. D. McCARL 


During 1956 there were 3,732 applica- 
tions received for promulgation of aver- 
age rates on Multiple Location Forms 
No. 1, No. 2, No. 4 and No. 5. As of 
December 31, 1956, Mr. McCarl stated 
that member and subscriber companies 
had filed with the office the required 
documents showing the following num- 
ber of accounts written and in force: 
Multiple Location Forms, 3,967; Inter- 
state Form “A”, 2,543, and Commercial 
Property Coverage, 12, for a total of 6,522. 














Premiums Losses Loss 

Written Paid Ratio 

$ 21,238,963 $ 9,679,705 45.6% 
445,308 56,901 12.8 
536,278 30,137 5.6 
2,683,202 767,205 24.9 

$ 24,903,751 $ 10,533,948 42.3% 
38,530,747 14,652,388 38.0 

$ 63,434,498 $ 25,186,336 39.7% 

Premiums Losses Loss 

Written Paid Ratio 

$119, 161,339 $ 42,936,362 36.0% 
532,669 134,797 Fa 
1,647,026 397,064 24.1 
16,194,180 5,185,745 32.0 

$137,535,214 $ 48,653,968 35.4% 
211,129,383 86,498,863 41.0 

$348,664,597 $135,152,831 38.8% 





Golf Tournament Planned 
By Insurance Square Club 


The Insurance Square Club of New 
York will hold its 22nd annual golf out- 
ing on June 6th at the Garden City 
Country Club, Garden City, L. I. Tickets 
may be obtained from George R. Tess- 
mer, c/o American Home Agency, Inc., 
102 Maiden Lane, New York. Total cost 
of the tickets is "$15. 


Made Assistant Treasurer 


William R. Heckles has been named 
assistant to the treasurer for Security- 
Connecticut Insurance Cos. it was an- 
nounced by Kenneth J. Rowley, treas- 
urer. In his new position, Mr. Heckles 
will assist Mr. Rowley in broad adminis- 
tration activities including supervision 
of payroll, retirement benefits, tax re- 
turns, investment accounting and other 
Insurance areas. 





Pennsylvania Lumbermens 


Names Greene of Syracuse 


The Pennsylvania Lumbermens Mutual 
of Philadelphia at its annual board of 
directors meeting elected Orville H. 
Greene chairman of its executive com- 
mittee. 

Mr. Greene is president of the Wilson 
& Greene Lumber Co. of Syracuse, 
N. Y., and of the O. H. Greene Lumber 
Co. of Auburn, N. Y. He is also vice 
president and director of the Hotel 
Syracuse. 

Mr. Greene, who will serve a two-year 
term as executive committee chairman, 
is active in Syracuse community affairs. 
He is a member of the Syracuse Cham- 
ber of Commerce, a trustee of St. Jo- 
seph’s Hospital, organizer of the Onon- 
daga County Grand Jurors Association, 
and a director of the Onondaga Golf and 
Country Club. 
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It’s quite simple for you, too! You 
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offices in 69 overseas countries. 
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you any help you may need. 
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Safety Group to Study 
Fire Prevention Ideas 


NFPA GATHERING ON COAST 


New Fire Safety Standards to be Re- 
viewed; Varied Programs Will Be 
Attended by Over 1500 


The defense of lives and property from 
fire through education and engineering 
will be the theme of the 61st consecutive 
annual meeting of the National Fire 
Protection Association in Los Angeles 
the week of May 20-24. 

Over 1500 persons from the United 
States, Canada and abroad are expected 
to attend. The meeting will be held at 
the Los Angeles Hotel Statler and will 
be open to anyone interested in fire 
safety. 

There will be 10 separate sessions dur- 
ing the week-long conference. Speeches, 
discussions and reports will treat recent 
fire safety developments in industry, 
aviation, dwelling construction, research, 
education, flammable liquids and gases, 
fire fighting and fire prevention tech- 
niques—both city and rural. 


Features of Program 


Subjects featured on the program in- 
clude life safety from fire in flight, life 
safety in nursing homes and the building 
exits code, arson and fire investigation— 
1957, outboard motor boat fire safety, fire 
protection in the motion picture industry, 
and teaching fire safety to children. 

Several panel discussions will cover 
such topics as fire and life safety in 
dwelling construction, getting rid of con- 
flagration breeders, airport jet opera- 
tional problems, fire problems of atomic 
reactors in industry, and new extinguish- 
ants for gasoline and other flammable 
liquids. 

The NFPA membership in the course 
of the meeting will also act upon more 
than 25 new and revised fire safety 
standards including those relating to the 
fire hazard classification of wearing 
apparel, explosives hazards in _ cities, 
grandstands for outdoor assembly, sol- 
vent extraction plants, bulk oxygen sys- 
tems, airport rescue and fire fighting 
equipment 

The international fire safety group, 
founded in 1896, is the source of most 
of the nation’s fire protection standards 
and suggested fire safety ordinances and 
codes. 


American Names Turner, 


Perreault at Harrisburg 


John W. Turner has been named spe- 
ial agent for oe American Insurance 
Group in Harrisburg, Pa. Robert J. 
Perreault, field representative in Phila- 
delphia, has been transferred to assist 
Mr. Turner in Harrisburg. 

A native of Staten Island, New York, 
Mr. Turner studied electrical engineer- 
ing at Columbia University. He started 
his career in 1931 with the marine de- 
partment of the Home Insurance Co. in 
New York and transferred to the Fire 
Association office in New York before 
joining Northern Assurance, in 1938. 
Following service as an officer in the 
ge ag States Army during World War 
II, he returned to that company as spe- 
cial agent in Harrisburg. 

Mr. Perreault was born and educated 
in Providence, R. I. He was affiliated 
with the Providence Washington from 
1947 until 1951, when he became asso- 
ciated with the American Automobile 
in the Atlanta branch office. In 1953 
he was assigned to the Philadelphia 
branch. 


NATIONAL UNION ¢ CHANGE 

The Indianapolis office of the National 
Union Insurance Companies is now lo- 
cated at 2859 North Meridian Street 
Lynn D. Swisher, in charge of the Na- 
tional Union operations in Indiana, was 
appointed manager as of April 15, and 
John Geyer assistant ress, 3 soth 
Mr. Swisher and Mr. Geyer have been 
handling National Union coho in Indi- 
ana for some time. 








SECURITY PROMOTES STILWELL 


Superintendent Associated With Re- 
gional Executives in Production of 
Fire, Casualty, Fleet Lines 
Byron B. Stilwell has been named 
production superintendent of Security- 
Connecticut Insurance Companies and 
will be associated with regional execu- 
tives in production of fire, casualty and 

fleet lines. 
Mr. Stilwell began his insurance career 
as an underwriter for the Springfield 


Fire & Marine in 1935. He joined Royal 
Exchange Group in 1937 as an under- 
writer and in 1941 became associated 
with the Aetna (Fire) Group in under- 
writing and administration. After joining 
the National Fire Group in 1946, he was 
subsequently elected assistant secretary 
in administration and sales. Mr. Stilwell 
is a past president of the Hartford Auto- 
mobile Underwriters Association and is 
a Mason. 

A graduate of Annapolis Preparatory 
School, Mr. Stilwell received his B.A. 
in Commerce and Finance at Bucknell 


O’NEILL ON PATROL COMM. 


Leonard O’Neill, secretary of the 
American National Fire, has been elected 
vice chairman of the committee on Fire 
Patrol of the New York Board of Fire 
Underwriters to succeed Philip Priore 
who has retired from the insurance 
business. 





University, and also completed several 
insurance courses at the University of 
Connecticut. During World War II he 
was a lieutenant on a destroyer escort 
in the Atlantic theatre. 
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Use and Occupancy Coverage 


Wide Need for Protection; Amount of Insurance Should Be 


Reviewed Frequently; What U & O Will Pay for 
and What It Won’t; Examples of Losses 


By Georce H. Frinray 
Alexander & Alexander, Inc. 


Many aspects of use and occupancy in- 
surance were analyzed by George H. Fin- 
lay, manager of the loss department of 
Alexander & Alexander, Inc., prominent 
insurance brokers, when he spoke before 
the April monthly luncheon meeting of the 
New York Chapter, American Society of 
Insurance Management, Inc., at the Down- 
town Athletic Club in New York City. He 
told what this insurance—more_ recently 
termed business interruption imsurance— 
covers and does not cover, the need for 
thorough studies to determine the amount 
of U & O needed, and actual examples of 
loss adjustments. Part II of Mr. Finlay’s 
article appears herewith: 


PART II 


Once your U & O value and amount of 
insurance have been properly established 
you cannot hope to come out right some 
time in the future unless you frequently 
review the figures and properly adjust 
the insurance. Such review should be 
made at least once every six months and 
in most businesses under present varying 
conditions, more frequently than that 
Monthly and quarterly business projec- 
tions are common for other purposes, 
and so it seems reasonable that similar 
projections should be made for a matter 
as important to the business as U & O 
insurance. 

Insurance company adjusters specializ- 
ing in handling large U & O claims 
estimate that approximately 20% of them 
cannot be paid in full by the insurance 
companies because of failure to comply 
with coinsurance requirements. Every 
insurance buyer should insist that his 
insurance producer provide him with 
thoroughly competent U & O assistance. 


What U & O Will Not Pay For 


Given the proper support, U & O will 
do what it is supposed to do, that is, 
give the business its normal dollar earn- 
ings that would have been earned had 
no interruption occurred subject to the 
policy limitations. However, the state- 
ment frequently heard—‘U & O insur- 
ance will do for a business what the 
business could have done for itself”— 
implies far more than the contract af- 
fords. U_ & O is not a cure-all for an 
interruption. It will pay dollars but 
among other things it will not pay for 
are: 
1—Expenses of the business which do 

not continue. 

2—Profits that would not have been 
earned had the interruption not oc- 
curred. 

3—Loss of good-will. 

4—Profit tied up in finished goods 
destroyed. 

S—Any increase of loss caused by any 
regulation pertinent to the construc- 
tion or reconstruction of buildings. 

6—Any loss caused by the suspension, 
lapse or cancellation of any lease, 
license, contract or order. 

7—Any increase in loss caused by inter- 
ference by strikers or other persons 
with rebuilding or repairs. 

8—Any consequential or remote loss. 

9—Any increase of loss caused by the 
inability of the business to restore 
raw stock or stock in process within 
the permitted time provided by the 
J & O contract in force. 

10—Loss caused by the failure of the 
policyholder to operate undamaged 
operable portions of his property. 


; Contingent U & O Coverage 
There are other forms to be considered, 





known as contingent U & O coverage. 
One of these is called Contributing 
Properties Coverage which applies when 
the business is dependent upon other 
businesses for its raw stock or other 
vital facilities. Another form is known 
as Recipient Properties Coverage, which 
applies to the loss of a sales outlet. A 
third form is Off-Premises Power, Light, 
Heat, Gas and Water Supply coverage. 

If your business is dependent on one 
supplier, then the Contributing Proper- 
ties Coverage should be written in the 
same amount as the plant U & O. If 
your plant has only one sales outlet, the 
Recipient Properties Coverage should 
also be in the same amount as the plant 
U & O. If, on the other hand, the de- 
pendency in either case is only partial, 
then the contingent U & O insurance 
should be written only in the amount 
necessary to protect the loss of earnings 
that would be incurred by the cutting 
off of the dependency. 

It is advisable that all such contingent 
covers and the plant U & O itself be 
written with the same insurance com- 
panies as the property damage insurance 
for there are many factors in a loss 
where there is need of uniform action 
on the part of the carriers of both forms 
of insurance. 


Extra Expense Insurance 


Let us consider briefly Extra Expense 
insurance. Extra Expense insurance will 
only reimburse the business for extra 
expense over normal expense that the 
business incurs to maintain itself after 
an interruption. It contemplates that the 
business will be able to maintain itself 
either on its own premises or on other 
premises or both. Extra Expense will not 
pay for any loss of sales or production 
nor loss of profits nor loss of continuing 
expenses which are normal and would 
have been earned by the business had 
there been no interruption. 

There are only a few classes of busi- 
ness that could hope to come out whole 
with extra expense insurance only and 
these require that there be other ade- 
quate facilities available to carry on the 
business. Newspapers are perhaps the 
best example. Morning press facilities 
could probably print the afternoon paper 
in an emergency. Dairies, laundries, dry 
cleaners, banks, schools, public and chari- 
table organizations are other examples. 
But in every instance the circumstances 
must be carefully analyzed and cannot 
be taken for granted. Here again the 
insurance purchaser is entitled to quali- 
fied competent insurance assistance. 


How U & O Loss Occurs 


A U & O loss usually turns up and 
can be proven when the profit of the 
business is less than was anticipated be- 
fore the accident unless, of course, there 
are other contributing and extenuating 
circumstances. Not all interruptions of 
production lead to proper claim under 
the U & O contract. It requires an actual 
sustained loss of earnings which can 
occur in at least two ways: 
1—By loss of sales income, either imme- 
diate or in the future, or 

2—By increased costs of production, 
which in turn means a reduction in 
profits. When a U & O claim is being 
developed, don’t leave it all to the 
accountant. He needs the help of the 
production, purchasing, engineering, 
sales and administrative people of his 
own organization and, most certainly, 

the help of the qualified U & O 

loss man of his insurance representa- 

tive working in his interest in order 
to fully develop his claim. Insurance 


(Continued on Page 30) 
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Local Board Forum Covers Wide 
Range Of Agents’ Problems Today 


Syracuse, N. Y., May 6—The highly 
popular local board forum, which opens 
each convention of the New York State 
Association of Insurance Agents, never 
drags in interest nor lags in attendance. 
Once the “curtain raiser,” prior to the 
formal opening session Monday after- 
noon at each convention, and once held 
in a small ballroom, the forum now is 
staged in the grand ballroom and draws 
several hundred agents and company 
representatives. Its popularity rests in 
the diversification of important subjects 
treated and the opportunity for agents 
to ask hundreds of questions dealing 
with their own individual problems or 
those of the industry as a whole. 

Harry K. Lown, regional vice presi- 
dent, Batavia, presided today and pre- 
sented first William Crounse of the Troy 
Underwriters Board who related how the 
board has made contacts with a bank to 
handle automobile financing to meet the 
competition of auto dealers on insurance 
and financing. By using facilities of this 
bank, car-buyer assureds of the agents 
have been able to save up to $140 in 
financing costs. He stressed this economy 
of using a bank which cooperates with 
agents. He urged agents elsewhere to 
outline this opportunity to the public in 
advertisements after getting one or more 
banks interested in handling auto paper. 
\ fair-sized down payment on the price 
of a car is usually required 

Matthew D. Lampell, Poughkeepsie 
urged a law which would permit stag- 
gering of automobile registrations and 
check-ups on compulsory auto insurance 
over the 12 months of each year rathet 
than having all the work piling up at the 
year-end as it does now. He seeks the 
adoption by the state association of a 
resolution in favor of license renewals 
on a monthly basis, with one-twelfth of 
all cars being licensed each month. Ed- 
win V. Foster and Theodore Tuke of 
Rochester spoke on overcharges by 
finance insurance companies and asked 
the New York Insurance Department to 
become more active in fighting the prob- 
lem and protecting the public 


School Competition 


Past national and state president, 
Joseph A. Neumann, presented the prob 
lem of the need for further company 
facilities to meet competition on school 
business. Much of this is now going to 
mutuals and independent insurers who 
write at competitive rates. He said the 
Factory Insurance Association is not 
authorized to interest itself in schools as 
a class However, he observed that if 
factories and hospitals lend themselves 
to such fire prevention and life conserva- 
tion measures, then “the youth of our 
nation is deserving of the same advan- 
tages.” 

Mr. Neumann said school boards are 
now “shopping” for insurance. “It is in 
the public interest,” he continued, “to 
make available the superior engineering 
‘know-how’ of the FIA in the conserva- 
tion of our nation’s schools and the 
saving of the lives of our children.” 

Lloyd J. Boice, Columbia County As- 
sociation, treated farm underwriting and 
tates. He declared only a small percent- 


age of farm business is now written by 
stock carriers, who have complained of 
high losses calling for high rates. Yet, 
said Mr. Boice, the assessment compa- 
nies, with much lower rates, are writing 
this business at a profit because they 
underwrite and inspect risks carefully. 
He stated these assessment carriers are 
making more money than the stock in- 
surers are collecting in premiums on 
farm risks. He hopes that the Eastern 
Underwriters Association may see fit to 
formulate a broad contract—a farmown- 
ers policy—which will put the stock 
agents in a better competitive position in 
price and coverage. 

Harold LaRonge, manager of the farm- 
hail department of the Home, outlined 
farm credit rating plans now in use in 
Minnesota and New England. They pro- 
vide for base rates with credits and 
debits which can, for good farms, bring 
rate reductions up to 50%. He cited 
credits for no hay, litter, or storage, 
superior construction, etc. 

Richard H. Barrell, chief damages 
evaluator of the Motor Vehicle Bureau, 
declared that over 4,500,000 FS-1s have 
been filed this year, keeping the bureau 
working overtime constantly to get the 
master file in working order. There have 
been only 18,000 revocations to date. 
Only five revocations for New York 
motorists have been made for being in- 
volved in uninsured accidents, and al! of 
these are minor incidents. 


Duplicate Reports on Accidents 


After stating that on October 1 the 
minimum amount of property damage 
required to necessitate a report will be 
raised to $100, Mr. Barrell shocked his 
audience by stating that also as of the 
same date all reportable accidents must 
be reported in duplicate, one copy for 
the Motor Vehicle Bureau and another 
for local police agencies. As agents re- 
quire a copy, and each company does, 
this means at least four copies of every 
auto accident. The agents then threw a 
barrage of questions at the speaker but 
elicited little other than this will be the 
lew requirement, and economical details 
of operation if possible, will be developed 
as time passes. 

Robert J. Stearns, Dutchess County, 
called on the agents to utilize fully the 
state and NAIA insignia in public rela- 
tions activities so that these insignia 
will become brand signs in insurance 
indicating top quality and service. He 
said the public must be told about the 
insignia—the brand name. Then ‘people 
will become more receptive to insurance 


New Vice President 
Active in Many Fields 


HERBERT S. BREWER 


Syracuse, N. Y., May 7: Herbert S. 
Brewer of Lockport, newly-elected ex- 
ecutive vice president, has been in 
insurance since 1938. He purchased the 
Henry J. Brumley Agency in 1946 and 
the office is now known as the Brewer 
& Brumley Agency. The office has been 
a member of the New York State Asso- 
ciation for 36 years. Mr. Brewer served 
in World War II and in 1948 attended 
the Aetna Casualty & Surety Sales 
School. In that same year he was award- 
ed the Junior Chamber of Commerce Dis- 
tinguished Service Award. 

With the NYSAIA Mr. Brewer has 
served on the executive committee and 
as a regional vice president. He has 
been co-chairman of membership de- 
velopment for two years and for the 
last year has served as treasurer of the 
association. 

He is a past president of the Lockport 
3oard of Fire & Casualty Underwriters; 
member of the Insurance Federation of 
New York and the insurance committee 
of the City of Lockport; chairman, Sal- 
vation Army Board; director, Niagara 
County TB Association; past president, 
Exchange Club; member of the American 
Legion, Masons, Elks, Tuscarora Club 
of Lockport, Lockport Town and Coun- 
try Club, Transit Valley Country Club 
and Olcott Yacht Club. 





sold through the American Agency Sys- 
tem. He suggested a merit award for 
safe-driving assureds, in the form of a 
certificate and a car window “decal” 
which would not only reveal the driver 
as the recipient of an award but would 
also serve to display the agents’ insignia 
for all to see. 


Schwab on Public Relations 


Past State President Arthur L. Schwab, 
Staten Island, now chairman of the pub- 
lic relations committee, said the past 
year found PR activity developing on 
four fronts. 

es An expanded publicity program 
was, developed with releases about asso- 
ciation activities and the activities of the 
individual members of the association 
were sent to the trade press and to local 
newspapers. We have obtained consider- 
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able space in the press and also in local 
papers. 

“2. There has been an increase in 
activity in the Speakers Bureau. During 
the past year a steadily increasing de- 
mand for speakers has made it necessary 
to recruit additional members to expand 
the number of available speakers in cer- 
tain areas. A public speaking seminar 
was held at New York University in 
March, 1957, and one is planned for the 
near future at Syracuse University. 

“3. Organizational work has just been 
completed whereby the New York field 
clubs will take an active interest in as- 
sisting and helping our local boards in 
the promotion of fire prevention and 
accident prevention activities. The field 
clubs have assigned two men to each of 
our local boards and they will work 
with the public relations chairman of 
the local board and assist the board in 
carrying out its activities. 

“4. Publication of the 75th Anniversary 
Edition was completed during the past 
year. This probably comes under the 
heading of internal relations but the 
edition is also expected to attract new 
members to the association and will un- 
doubtedly find its way to many members 
of the public.” 

HENDERSON 47 YEARS IN INS. 

John D. Henderson of Herkimer, long 
an active New York Assn. member, has 
been in insurance 47 years. He started as 
a company man but soon switched to 
the agency field. 
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Big Bill 


(Continued from Page 19) 





WILLIAM L. 


office has closed, so they might as well 


McCANCE 


be sent first class. Then there is a lot 
of mail which could be sent third or 
fourth class instead of first, resulting 
in a considerable saving. Many regular 
rate telegrams could be sent as night 
letters and get there just as fast. These 
are all part of the routine headaches of 
the mail department, but they are usually 
resolved by contacting the sender, who 
always settles for the more economical 
practical means of accomplishing his 
objective. 





Munz on Competition 


(Continued from Page 21) 


the amount of business being done by 
direct writers and cut-raters? I'll grant 
that it’s something we have to think 
about, but we certainly have to concede 
that their rapid growth of the last few 
years is due to an extension of the mar- 
ket, not to inroads on our business. 
Let’s face it—we had neither the facili- 
ties nor the organization to absorb the 
demand for automobile insurance arising 
out of the increased number of automo- 
biles, and the security responsibility leg- 
islation introduced in most States. 

“Most of us, and most of our compa- 
nies, have had a moderate increase in 
automobile premiums. We can’t sell 
them all. Many of these new policy- 
holders are price buyers and are the 
customers of the countless discount 
stores which dot the map. We couldn’t 
sell them anyway. There are still many 
people who will pay for quality and 
service whom we have not yet tried to 
sell. 

“If instead of trying to get a lot of 
new price conscious customers by selling 
cut-rates at reduced commissions, we'd 
forget our competitors, and buckle down 
to the serious effort of cultivating cus- 
tomers who appreciate what we have to 
offer, and then, if we’d give them a 
complete insurance service, living up to 
the reputation given us by recent com- 
pany advertising, we’d have more money, 
our companies would have more good 
business, and the direct writers and cut- 
raters would have a job trying to hold 
their own against us,” Mr. Munz de- 
clared. 

“To get back to that successful agent, 
he’s asked himself these questions and 
he’s doing something about it. He’s 
joining with fellow agents in his com- 
munity in an advertising and public 
relations campaign which will benefit 
him and the industry, and he knows that 
what he gets out of it will be measured 
by what he puts in. 

“Furthermore. he applies the same 
Principle to buying as he does to selling. 
He doesn’t look for discounts, he doesn’t 
skip the middle-man and buy wholesale. 


He doesn’t patronize the co-op or buy 
from a rebater. He’s willing to pay a 
little more for service and quality just 
as he expects his customer to pay a 
little more for the insurance he sells. 

“The successful agent prides himself 
on being an independent contractor. He 
has confidence in himself and he’d like 
to provide his own security. He buys 
life insurance, accident insurance, prop- 
erty and casualty insurance, and he has 
put something aside for the day when 
he will have to slow down or stop. 


Fictitious Groups 


“Now what is his reaction when a 
group of other local agents comes to him 
with a scheme to get accident and health, 
hospitalization and life insurance for 
himself and other members of his local 
insurance agents association at a re- 
duced cost through a group contract? 

“His blood pressure rises rapidly and 
he says ‘How can I subscribe to such 
a plan and then turn around and object 
if the Chestnut Street Parent & Teach- 
ers Association, or the South Side of 
Main Street Between 2nd & 3rd Ave- 
nues Association, wants to buy insurance 
for its members on the same basis? |] 
can buy all the insurance I need, at a 
reasonable price, and adapted by an ex- 
pert to my _ particular requirements. 
Why should I be a sucker for a plan 
that does what I’ve been fighting against 
publicly all my business life? 

“Every time a group of persons gets 
a preferential rate, the cost of insurance 
to the rest of the public has to be in- 
creased. There has been no reduction 
in losses; the premium reduction to a 
few has to be absorbed as additional 
cost to the remainder. As a result, 
everyone will have to join a group to 
get a lower rate and then when every- 
one has joined a group, the price will 
have to be increased to all. 

“When they tell him, ‘Yes, but this 
is different,’ the successful agent men- 
tions that fictitious groups are not new, 
that hardly a day goes by that some- 
one doesn’t think of a new scheme. 
About 50 of these plans are ambitious 
enough to have required the attention 
of our National Association, and are now 
or have been before the executive com- 
mittee. Each plan will eliminate hun- 
dreds of local agents and will concen- 
trate the business in the hands of some 
metropolitan broker or some direct writ- 
ing company. Many such plans have 
been defeated by showing the value of 
the service of a local agent and by 
pointing out some of the fallacies or 
disadvantages of the proposed plan. If 
we are to be consistent and honest with 
ourselves, we cannot lend our support 
to such a grouping within our member- 
ship.” 
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Butler on N. Y. Dept. 


(Continued from Page 23) 


and honesty requisite in the management 
of this new Department. Among other 
inte resting incidents that Barnes reports 
is that in his ten years of office only 
one act was passed by the legislature 
without his approval and that was an 
act allowing accident insurance compa- 
nies to write life insurance. 

“In the first volume of the New York 
Department Reports, Mr. Barnes covers 
the nebulous supervision of insurance 
from 1831 to 1860 when he became the 
first Superintendent. And then in subse- 
quent volumes up to Volume XI, Mr. 
Barnes reveals in each of those reports 
the steady growth and development not 
only of supervision but of the insurance 
business. 


Competition in Rates 


“From his third report, page 7, quot- 
ing Mr. Barnes, ‘the unfair and reckless 
competition of irresponsible and un- 
sound companies has for several years 
tended to unsettle and disproportionate 
rates thus endangering alike the insurer 
and the insured,” Mr. Butler observed. 

“In Volume IV in 1863 Mr. Barnes’ re- 
port to the legislature praises the com- 
panies coming through the war and the 
great Troy fire without any failures. At 
that time and year some 144 companies 
were licensed in New York. So strong 
and firmly convinced was Mr. Barnes of 
the soundness of stock insurance that he 
recommended the stocks of insurance 
companies for investments. He praised 
companies and their great investment in 
United States securities aiding the Gov- 
ernment as it did in putting down the 
rebellion. 

“On page 13 Mr. Barnes commenting 
upon decreasing rate and _ increasing 
losses states as follows: ‘the public does 
not ask or expect the business of fire 
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Hot off the Griddle 


The Jaffe program of continuing educational services in- 
cludes posting brokers regarding the changing currents 
of insurance practice. For example, Points & Viewpoints, 
our monthly House bulletin, regularly capsules “hot off 
the griddle” information which most brokers find 
exceedingly helpful. Fact is, many of them keep a per- 
manent file of it. 

If you've found that to be the case and you aren't 
yet a “Jaffe Broker,” 
to drop into our office for a talk regarding some speci- 
fic problem of coverage. You'll find a pleasant recep- 
tion here, too. 
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insurance to be conducted by the com- 
panies without paying to them a pre- 
mium adequate on the average, to re- 
imburse for losses and expenses and 
yielding a reasonable margin for profit 


“He continues, ‘when the decline of 
premium reaches a point below this line 
of safety, the public benefit as well as 
the interest and welfare of the companies 
requires that either the downward tend- 
ency of premiums or the upward tend- 
ency of losses be arrested.’ He says, ‘it 
is a subject of serious and important 
inquiry whether this line has not already 
been touched,’ etc. 

“Again I find an Bick ge quote in 
Volume VI dated March 1865, as fol- 
lows, ‘the solid Paling ee of our insur- 
ance companies are now being laid down 
deep and strong upon a sound basis 
adequate to the transaction of a larger 
increased business in all departments, 
not only in the state but in the nation.’ 

“I do not fear contradiction when I 
unequivocally state that a reading of the 
first ten reports made by the first Super- 
intendent of Insurance is interesting and 
of present value. If I seem to have over- 
stressed their importance, I nevertheless 
credit them with laying the foundation 
for the uninterrupted record of coopera- 
tive, constructive supervision of insur- 
ance in this state right down to the 
pre sent moment. 

“Now to trace down through the years 
some of the outstanding events in the 
course and record of supervision in this 
state. The work of the legislative com- 
mittee known as the Armstrong Com- 
mittee is indelibly recorded and now in 
retrospect we can credit that work as 
bringing about a needed and necessary 
reformation of concepts of insurance and 
its transaction and laying thereby a 
foundation which strongly supports the 
great life insurance business today. 

“Louis Pink, who was Superintendent, 
records how, commencing with 1875 down 
almost continuously until 1935 each Su- 
perintendent had recommended a codifi- 
cation of the Insurance Law which would 
accomplish a modification and proper 
correlation of its provisions. 

“Most unusual is the fact that in 1913 
the legislature authorized such a codifica- 
tion but the work was not done and 
even the appropriation of $25,000 was 
not spent. cM 

Mr. Butler cited briefly the adminis 
trations of Superintendents Hendricks, 
Kelsey, Hotchkiss—“whose steady, intel 
ligent service was of the greatest assis- 
tance to industry and particularly to the 
life insurance business”—Hasbrook, Phil- 
lips, Beha, Conway, Pink, Dineen and 
3ohlinger. 
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Goodman Cites NAPIA Membership 
As Valuable For Public Adjusters 


The National Association of Public In- 
surance Adjusters is holding its 7th 
annual convention this week at the 
Saxony Hotel, Miami Beach, Fla. Wil- 
liam Goodman, who has been president 
since NAPIA was organized in 1950, 
is presiding. He is president of the firm 
of Goodman-Gould Co., Baltimore. In 
his presidential report he cites reasons 
why membership in NAPIA is valuable 
to the public adjusters, as follows: 

“(1) The association was organized to 
enable all public adjusters to work to- 
gether as other professional groups work 
together for their general welfare; 

“(2) To exchange ideas and experi- 
ences; 

“(3) To bring about more understand- 
ing and confidence and trust in each 
other; 

“(4) To keep abreast of changes in 
insurance forms and methods and tech- 
niques of adjusting; 

To Keep Informed on Changes 


“(5) To keep public adjusters in- 
formed as to important changes related 
to our work; 

“(6) To present the 
properly to the public; 

“(7) To combat and curb adverse and 
damaging activities directed against pub- 
lic adjusters by any part of the insur- 
ance industry; 

“(8) To subscribe to a strict code of 
ethics establishing high standards which 
enable public adjusters to police them- 
selves; 

“(9) To encourage and facilitate the 
forwarding of losses by public adjusters 
in one territory to another member op- 
erating in a different territory; 

“(10) To establish and maintain a 
scale of division of fees in the forward- 
ing of losses; 


public adjuster 


Legislation 


“(11) To watch over and advise con- 
cerning legislation affecting public ad- 
justers; 

“(12) To furnish those states which 
enact laws licensing public adjusters with 
examination questions and answers and 
cooperate with State Insurance Depart- 
ments ; 

“(13) To represent all public adjust- 
ers generally on a national level; 

“(14) To furnish approved adjusting 
material; 

“(15) To assist in improving the pro- 
fessional skill of public adjusters.” 

President Goodman told the conven- 
vention that “the public adjuster is im- 
portant to the insuring public. The pub- 
lic adjuster is being given continuingly 
greater recognition and is being ac- 
claimed, respected, and called in to assist 
in the adjustment of fire losses by more 
and more large financial institutions, 
attorneys, accountants, and business en- 
terprises of all sizes and kinds.” 

Mr. Goodman recommended George F. 
Sigler for his public relations work; 
Ray S. Gould, chairman of the grievance 
committee; George E. Gordon, chairman 
of the legal committee; Paul L. Cordish, 
executive director; Norman Goodman, 





Phoenix of Hartford New 
Office in Washington 


The Phoenix of Hartford Insurance 
Cos. announce establishment of a new 
district office in Washington, D. C. It 
will be under supervision of Manager 
Ray Billingham, assisted by Special 
Agent Bainbridge Eager. The Washing- 
ton office will include a full complement 
of casualty service underwriting, claims 
and engineering personnel. 

Mr. Billingham also heads Phoenix’ 
Baltimore field office, assisted by Special 
Agents William P. Griffin and William 
H. Williams. The new district office in 
Washington will be located in the Wal- 
ker Building, 734 Fifteenth Street, N. W., 
Washington 5. 


his son, chairman of the convention com- 
mittee, and Harvey Salow, public rela- 
tions consultant. 

The president stated he is trying to 
enroll members from New York, Boston 
and Chicago, where difficulties have been 
encountered in membership drives. 


OPENS BRANCH CLAIMS OFFICE 

The American Universal of Rhode 
Island has opened a branch claims office 
in Seattle, Wash., which will service 
losses in Washington, Oregon and Alas- 
ka. This is the company’s second branch 
claims office and it is under the super- 
vision of Earl B. Parker, who has been 
a claims supervisor in the company’s 
home office for the past seven years. 

General agents for the American Uni- 
versal in the Pacific Northwest are Gould 
& Gould, Inc., of Seattle. 
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The 
American 


who was 
ON THE SPOT! 


When an American salesman smashed 
his car in Bordeaux, he was desperate. 
He needed another car, in a hurry — 
and he wanted an American one. 

He heard he could get an American 
car in Geneva — if he could pay $3000 
in U. S. currency. He mentioned this 
to the insurance agent when he re- 
ported his crack-up. 

The next day he flew to Geneva, 
went to a bank — and walked out with 
3000 U. S. dollars! 

How come? His car was insured in 
America through his regular broker, 
by American International Underwrit- 
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Washington 
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ers. AIU’s Bordeaux agents serviced 
the claim on the spot and their Paris 
oftice cabled AIU in New York. AIU 
deposited $3000 in Geneva the same 
day, to be released upon policyholder’s 
identification. 

On-the-spot service is simple—when 
you have a network as vast as AIU. 

For the producer, handling foreign 
risks through AIU is equally simple. 
Specialists will tailor policies to your 
client’s needs, and to the laws of the 
foreign country concerned. Terms and 
language are American. Claims are 
paid in the same currency as the 
premium. This includes U. S. dollars 
where local laws permit. 

Only 2% of American brokers in- 
clude such coverage in their portfolios. 
Yet this alert handful is harvesting 
millions annually in commissions. For 
American private investments abroad 
now top the 20 billion dollar mark, 
and this is still going up. 

Remember, you don’t have to be an 
expert to handle foreign risks. Take 
them to AIU—and AIU is your expert. 
For full information and literature, 
write to Dept. F of the AIU office 
nearest you. 


New Orleans Detroit Chicago 
Los Angeles Seattle Portland 


Miami 
San Francisco 





Finlay on U. & 0. 


(Continued from Page 27) 


company U & O loss adjusters can- 
not be expected to do much more 
than to work with the data sub- 
mitted to them. They cannot be ex- 
pected to investigate and develop all 
angles of a business that might prop- 
erly be involved in the U & O claim. 
U & O claims can involve several fac- 
tors either individually or collectively, 
and will vary considerably with partial 
and complete shutdown, as well as with 
the length of time of restoration of dam- 
aged equipment, buildings, etc. Factors 
involved can include: 
1—Loss of profits. 
2—Loss of continuing fixed charges. 


3—Extraordinary operating or process- 
ing expenses. 

4—Expediting expenses over and above 
normal expenses in building repair 
or machine repair providing said ex- 
penses reduce the claim under the 
policy for loss of profits and fixed 
charges. 

Frequently complete data is not readily 
apparent from a review of prepared ac- 
counting figures. Here are some examples 
taken from my own experience, where 
accounting figures alone resulted in the 
development of tentative figures which 
did not cover the loss sustained: 


U & O Claims 


1—A coal tipple damaged by fire to the 
extent of roughly $120,000 with ten- 
tative U & O figures prepared by an 
outstanding firm of certified public 
accountants representing the coal 
company, in the amount of $93,000. 
Several days’ work at the mine de- 
veloped, among other things, that a 
large amount of trucking and equip- 
ment expense pertinent to the tem- 
porary facilities had never been 
charged to the loss account, with the 
result that a U & O claim was filed 
and adjusted in the increased amount 
of approximately $150,000. 

2—An oil refinery withsa fire loss of 
approximately $100,000 and tentative 
U & O figures prepared by the re- 
finery people in the amount of $29,- 
000. Careful discussion of costs, dis- 
tribution of products, and so forth, 
resulted in the submission and ad- 
justment of a U & O claim for an 
increased amount of $40,000. 

3—A chemical plant with a severe fire 
damage had original U & O figures 
prepared by the plant people of less 
than $150,000. Careful analysis of 
increased costs of products caused by 
diversion of production from the 
damaged plant to other plants of the 
same concern contributed substan- 
tially to the increase of U & O fig- 
ures to a claim and adjustment of 
approximately $350,000. 

4—A cattle feed producer with a ten- 
tative U & O claim adjustment on 
the basis of the insurance company 
offer of $5,000 revised and adjusted 
for approximately $11,000 after care- 
ful investigation of seasonal produc- 
tion costs. 

I would like to review certain points 

that I believe to be vital to the subject 
which has been discussed: 


Facts to Be Remembered 


1—Omission or inadequacy of insurance 
on earnings can be even more dam- 
aging to a business than failure to 
properly insure physical property. 

2—U & O is not a simple subject but 
proper amounts of insurance and sat- 
isfactory claim figures are ascertain- 
able if the proper effort is made to 
develop the required information. 

3—The amounts of U & O insurance, 
like other forms of insurance should 
be reviewed periodically. 

4—Insurance producers should provide 
their customers with competent ex- 
perienced U & O assistance both at 
the time of determination of the 
amount of insurance to be carried 
and also at the time of loss. 
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North America Hearing 
In New York Concludes 


HOLZ TO RENDER HIS DECISION 





Company Holds Dwelling Rates in New 
York Profitable; Butler Asks Dept. 
Disapprove N. A. Filing 





The Insurance Company of North 
America through its counsel, Perry Epes, 
stated at the resumed hearing of the 
New York Insurance Department on the 
adequacy of North America dwelling 
rates in New York, that the com- 
pany had profits of $217,635, or nearly 
23% on dwelling business in this state 


for the two years ending December 31, 
1956. This profit was achieved, he said, 
with the present rate discounts of about 
10% on the independent rate filing. The 
New York Fire Insurance Rating Organ- 
ization has been disputing these profit 
figures at previous sessions of the hear- 
ing and also holding that the rate 
difference is based essentially on a com- 
mission differential. 

The North America dwelling risks 
profits in New York were arrived at 
after applying the credibility tables used 
by the New York Insurance Department 
where the volume of business is limited. 
Earned premiums were $962,763 on fire 
and extended coverage. Loss and adjust- 
ment expense ratios on earned and in- 
curred basis, were 37.9% for fire and 
32.5% for EC. The general expense 
ratios on a written to incurred basis were 
39.4% for fire and 45% for EC. Sen. 
Abraham Kaplan of Powers, Kaplan & 
Serger appeared as counsel for NYFIRO. 


Butler Statement 


Charles P. Butler also appeared on 
behalf of NYFIRO. “We contend,” he 
said, “that this Department unwittingly 
has been used by the North America 
Companies to implement a program w hich 
misuses the rating process in a manner 
calculated to put agents into a position 
of forced acceptance of the North Amer- 
ica companies’ idea of substandard com- 
mission. 

He asked that Department approval of 
the North America filing be withdrawn, 
contending it is not supported by true 
and credible statistics that would show 
the total expense cost in the dwelling 
class in New York, and the filing “relies 
on a single element of expense (commis- 
sion) instead of true total expense.’ 

Superintendent Leffert Holz, who pre- 
sided at the hearing sessions, indicated 
the courts will make the ultimate de- 
cision on the North America filing, no 
matter how he rules. He said he would 
render his own decision as quickly as 
possible. The NYRIFO and North Amer- 
ica will have until May 31 to exchange 
briefs, and then will be given an addi- 
tional 10 days to prepare answering 
briefs which should be filed with the 
New York Department by June 15. 


Epes Defends Filing 


Mr. Epes, in his arguments, told the 
hearing that the North America filing is 
an independent filing and that such 
action is intended and permitted under 
the State rating laws. He said the right 
to make such filings is indisputable and 
referred to Superintendent Holz’ ap- 
proval of the Allstate Insurance Co.’s 
dwelling rate filing as evidence that the 
department recognizes the right of in- 
surers to file rates independently of the 
rating bureaus. 

He admitted the North America rates 
are competitive but contended that reas- 
onable competition is a healthy thing 
and is permitted by state law. Mr. Epes 
offered the following in support of the 
“independent” nature of the filing. 

It is based on a rating plan “independ- 
ently arrived at and devised by the North 
America.” The policy forms are “not 
bureau forms.” They are different, newly 
devised and somewhat broader in cover. 

The filing stands on its own feet and 
does not have to, nor was it intended to, 
be compared with the bureau (NYFIRO) 
rates. In arriving at its rates, Mr. Epes 





claimed the North America used recog- 
nized and proper methods. Testimony 
at the earlier sessions centered on 
charges the North America related cer- 
tain New York general expenses, such 
as the cost of running “counters,” adver- 
tising and other general acquisition costs 
on a nationwide basis which had the 
effect of depressing the New York ex- 
pense ratios. 

Mr. Epes contended that the bureau 
failed to prove these charges and failed 
to contradict the North America’s meth- 
od of presenting expense and loss ratios. 


Wm. Pinkney With Security 
As Managing Underwriter 


William Pinkney has been appointed 
managing underwriter of the Eastern 
Division in the home office of Security- 
Connecticut Insurance Cos. according to 
D. M. Witmeyer, vice president. Mr. 
Pinkney will have general supervision of 
underwriting, all lines, including coordin- 
ation of relations of fieldmen and agents 
with the company. He will assist in the 


operations and will generally aid the vice 
president in charge of the Eastern Di- 
vision. 

Mr. Pinkney ‘began his insurance 
career in 1949 and has served, more 
recently, as casualty, marine and mul- 
tiple line manager of Buffalo service 
office of Crum and Forster. Mr. Pink- 
ney received a B.S. in industrial man- 
agement at University of Connecticut 
and has completed post graduate courses 
at New York University. He served with 
the United States Army during World 
War II in the European Theatre. 
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Ask your mercantile prospects to 
compare the advantages of the new 
Commercial Property Coverage. 
They will agree that Commercial 
Property Coverage antiquates Spe- 
cific Peril Policies. Commercial 
Property Coverage provides broader 
protection ...covers against direct 
physical loss or damage to stock, 
wares and merchandise—on or off 
premises or in transit—as well as 
furniture, fixtures and tenants’ im- 
provements. 

Write today for complete details on 
the new Commercial Property 
Policy available to representatives 
of Crum & Forster companies. 


Sell Commercial Property Coverage 
and watch your agency income grow! 
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How Wausau, Wis., Cut Fire Loss 


Ilow a city cut its fire losses more 
than ten-fold and won national awards 
in the process was outlined recently 


by Jack R. DeHaven, vice president of 
Employers Mutuals of Wausau, Wis 
Speaking to an insurance gathering, Mr. 
DeHaven told the success story of Wau- 
sau in its attempts to reduce fire dam- 
age. 
“It requires a leadership nucleus, and 
combined action by civic clubs and other 
Mr. DeHaven 
of a committee whose ef- 
won 
F 


key groups,” said He 
was chairman 
Wausau 
fire prevention awards for that city « 
32,000, citations 
from the U.S. 
of Commerce 
Fire Protection Association 

Three decades ago, Mr. DeHaven said, 


Wausau’s fire losses averaged $24.35 for 


forts in have repeatedly 


including first-place 
and Wisconsin Chambers 


National 


and from the 


each of its citizens. Last year, however, 
fire loss averaged just $1.38 per person 

This successful drive against fires, Mr. 
DeHaven noted, did not occur overnight. 
Actually, it began in 1930, when a fire 
prevention committee was formed by the 
began by 
Fire De 


Chamber of Commerce. It 
recommending that the city’s 





Newhouse & Hawley, Inc. 
Move Offices in Chicago 


Newhouse & Hawley, Inc., one of the 
leading national underwriting representa- 
tives for Lloyds of London, moved its 
home office into new quarters in the 
Insurance Exchange Building, Chicago, 
on May 1. The move brought the firm 
back to the same building it left in 
1944 for office space in the Field Build- 


ing. The New York offices at 70 Pine 
St. are scheduled to move too, taking 
their operations to 90 John St. They 


will occupy offices formerly held by the 
General Reinsurance Corp 

At the same time it announced opening 
of an office in the Rhodes-Haverty Build- 
ing, Atlanta, Ga., to service brokers, 
agents and insurance companies through- 
out the Southeastern territory. This 
office is under supervision of Wm. FE 
Lersch, who has been elected assistant 
secretary of the organization. Mr. Lersch 
was manager of the Atlanta 
Illinois R. B. Jones, Inc., for 
years. 
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Joint Ad Program in Texas 


The 1957 joint advertising campaign 


of the Texas Association of Insurance 
Agents and the Texas Insurance Ad 
visory Association has been released 


It stresses special coverages, package 
policies, and under-insurance, as well as 
the general theme of quality protection 
through capital stock insurance. 

New materials, designed to put the 
local agent and what he stands for fore 
most in the minds of his hometown 
people, inc'tude 17 newspaper mats (con- 

sting of 1, 2, 3, and 4 column ads) and 

new mailing brochure 

the past two campaigns, 13 news 
paper ads, three mailing brochures, two 
ot radio commercials and two sets 
‘ veing re-offered. All 
newspaper mats and radio commercials 
are free, with the agent paying the in- 
and time costs. TV spots are 
loan basis, and direct mail 
available at cost. 


T\ spots are 


seruiol 
vailable on a 


brochures are 


MILLER MADE INTERSTATE v. P, 


Jere P. Miller, central California field 
representative for Interstate Indemnity 
of Los Angeles, was recently appointed 
vice president in charge of the com- 
pany’s San Francisco office. The an 


nouncement was made by J. A. Markel, 
president, Mr. Miller has over 20 years 
experience in casualty, surety and fire 
fields 


partment might expand personnel train- 
ing, especially for building inspections. 

After an initial study, Mr. DeHaven 
explained, city officials and a Chamber 
of Commerce committee agreed on a 
long-range fire prevention program. Fire 
Prevention Week each year was decided 
on as the pivotal point of the continu- 
ing campaign, which every civic and 
professional organization is asked to 
join. 


New York Ex-Fieldmen’s 
Society Dinner May 21 


The New York Ex-Fieldmen’s Society 
will hold its annual dinner on Tuesday 
evening, May 21, at the Hotel Gramercy 
Park in New York City where previous 
dinners have been held for many years. 
Donald E. Maclay, chairman, who is 
associated with the Great American, 
expects a large turnout of former field- 
men who are now members of _ this 
popular society. , 

The society announces that four new 
members have joined in recent months. 


RICHARDS SPECIAL AT OMAHA 

H. W. Miller, general U. S. attorney 
of the Commercial Union-Ocean Group, 
announces appointment of R. M. Rich- 
ards as special agent of the group’s new- 
ly established multiple line field office 
at Omaha, Neb. $2. 





They are Al A. Smith, assistant secre- 
tary, Yorkshire; John W. Summers, re- 
tired, formerly with the Home; William 
T. Bessant, retired, formerly with Great 
American, and Howard S. Fetter, for- 
merly with Crum & Forster. 
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to forget their cares? 


Just one thing. Dependable 
Yacht Insurance through the 
MaRINE OFFICE OF AMERICA. 

That is the subject of 
MARINE OFFICE advertising 
appearing in practically all 
leading yachting magazines 
every month of the year. 

You'll find the market re- 
ceptive and your calls highly 


profitable. 
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THE CONTINENTAL INSURANCE COMPANY 


FIDELITY-PHENIX Fire INSURANCE COMPANY 


FiREMEN'S INSURANCE COMPANY 


GLENS Fats INSURANCE COMPANY 


THE HANOVER Fire INSURANCE COMPANY 


NIAGARA Fire INSURANCE COMPANY 


Offices in 27 
Principal Cities 


New York 
CHICAGO 

New ORLEANS 
SAN FRANCISCO 
HOUSTON 
TORONTO 


Atlanta 
Baltimore 
Boston 
Cleveland 
Dallas 
Detroit 
Indianapolis 
Jacksonville 
Los Angeles 
Louisville 
New Haven 
Philadelphia 
Pittsburgh 
Portland 
Raleigh 
Richmond 
St. Louis 
Seattle 
Stockton 
Summit 
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Wider Loss Prevention Effort 
A Key Element in Inland Marine 


be maintained as a permanent and in- 


Sounder underwriting and a drive for 
wider use of loss prevention were cited 
as probable key elements in the year 
ahead for inland marine insurance, in a 
symposium on the outlook, carried in a 
recent issue of “Babaco News,” published 
by Babaco Alarm Systems. 

Raymond G., Shepard, vice president of 
the Fire Association, forecasts that, de- 
spite inflation, rising theft rates, high 
limits and marginal rates, 1957 will be a 
year of transition towards sounder un- 
derwriting for inland marine insurance. 

“Last year again evidenced an increase 
in transit losses which will undoubtedly 
reflect in over-all loss ratios when final 
figures are computed,” he said. There 
was further evidence in the year, he 
added, of the value of loss preventive 
equipment, from the losses incurred by 
vehicles without such equipment. 


North of Marine Office 


The coming year will be one of in- 
creased concern with loss prevention, 
according to Fred B. North, manager of 
the inland underwriting department of 
the Marine Office of America. 

“Top management in the insurance in- 
dustry today is watching the loss situ- 
ation very carefully,” Mr. North said. 
“A safety and loss prevention program 
should not only be temporary but should 





America Fore Brings Out 
New Edition of Trip Tips 


The new revised 1957 edition of “Trip 
Tips,” a booklet published by the Amer- 
ica Fore Insurance Group containing 
helpful hints for the motor traveler, has 
just been printed and is ready for distri- 
bution, 

With emphasis on highway safety, the 
40-page booklet gives helpful suggestions 
on ‘how to prepare the home for vacation 
absence; instructions on bad weather, 
desert, mountain and night driving; in- 
formation on traveling outside the United 
States; fire prevention and accident pre- 
vention. 

It contains handy check lists to aid 

the motorist in preparing for the trip 
and having his car properly serviced be- 
fore starting on a long trip. 
_ Included are up-to-the-minute manu- 
facturers’ instructions for handling all 
makes of automatic transmission systems 
when they become disabled and the auto- 
mobiles require towing or pushing. 

The booklet measures five by eight 
inches in size and fits easily into a 
car’s glove compartment. 

Single copies of this popular and 
widely-circulated publication may be ob- 
tained free through America Fore’s local 
independent agents or by writing to Ad- 
vertising Department, America Fore In- 
surance Group, 80 Maiden Lane, New 
York 38, x 


Legion Post to Hold 


Memorial Services 

New York Insurance Post 1081 of the 
American Legion will hold their annual 
memorial service May 22 at noon in 
Legion Memorial Square (opposite 80 
Maiden Lane) for 5 members of the 
group who died in past wars. The ser- 
vice will feature an address by Paul 
Rutheiser, Director of Veteran Affairs, 
in New York, and the First Army Band. 


tegral part of the organization. Where 
there is a good safety program, there is 
naturally a greater opportunity for 
profit.” Mr. North emphasized that un- 
derwriters must keep an eye on increas- 
ing thefts from local trucks because they 
eat into the loss ratio and real 
trouble. 
O’Mara of John C. Paige & Co. 

William M. O’Mara, vice president, 
John C. Paige & Co., also emphasized 
that the unfavorable loss experience has 
caused the companies to take a closer 
look at their underwriting practices. 

“This year could be very active for 
inland marine insurance ,” he said, “but 
competition will probably become much 
keener than at any time since World 
War II. To meet this competition, it 
would seem advisable to avoid rate in- 
creases to offset loss figures, better serv- 
ing the interests of all concerned by 
adoption of loss prevention measures,” 
He pointed out that it has been proven 
that theft and pilferage losses on trucks 
can be practically eliminated by the in- 
stallation of alarm systems on vehicles. 


cause 


New York Mariners 
Install New Officers 


The New York Mariners Club, Inc., 
held its annual Founders’ Day meeting 
April 24 at Churchill’s Restaurant in New 
York City, when newly elected officers 
were installed. They are: 


Skipper, William B. Bolton, Marine 
Office of America; Mate, Thomas . 
Johnson, American ‘International Marine 


Agency; Purser, Thomas E. Kennelly, 
St. Paul Fire & Marine; Yeoman, Vin- 


cent A. Wick, Talbot, Bird & Co., Inc.; 
Directors, Edwin F. Ryder, St. Paul 
Fire & Marine; Louis J. Riley, The At- 


lantic Companies. 
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Narcotic Users Boost Truck Losses 


Law enforcement agencies, insurance 
underwriters, shippers and truckers have 
had to reshape their efforts to combat 
crime in recent years as the pattern of 
crime has changed materially, Jack Seide 
of New York, president of the Babaco 
Alarm Systems, said last week, 
ing the annual round-up of the Mariners 
Club of Denver. 
of inland marine insurance underwriters 
in the Mountain States region. 

Three major changes have taken place, 
especially in the past year or two, ac- 
cording to Mr. Seide. They are a major 
swing to teen-age crime, an alarming 
rise in the number of new, unorganized 
crooks and an increase in narcotic users. 
The narcotics problem is particularly 
acute, Mr. Seide said. This creates a 
compulsion to crime as the addict must 


address 


This is an organization 


obtain his daily supply. He starts oft 
with a “deck” and after awhile becomes 
a “main liner” using two decks a day. 
The going price is $17 per deck. 

It is known that there are certain 
types of receivers or fences that ex- 
change merchandise for narcotics. The 
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going rate is “a deck” in exchange for 
$100 worth of stolen merchandise. There 
is nothing easier for a thief than to steal 


from an unattended truck or car, Mr 
Seide said. A narcotic is often con 
sidered “a hophead” or a “moron.” 
Yet, despite this, he has enough sense 


to stay away from protected trucks. 
“All this has materially widened the 
field of hazard for goods in transit, 
which includes practically all goods at 
some time on the way to the ultimate 
consumer,” Mr. Seide said. “A few 
years ago, relatively few types of goods 
faced the theft hazard and usually only 
larger loads were being hijacked by 
veteran gangs on a highly organized 
basis. Today, practically all goods are 
subject to the theft hazard, with young 
newcomers to the crook ranks striking 


fast and often, with smaller but much 
more frequent thefts.” 
This has resulted in a shift from the 


big, long-haul truck to the local pick-up 
and delivery vehicle as the most com 
mon point of attack. There are stil 
$50,000 and $75,000 whole cargo thefts 
and hijackings, Mr. Seide said, but the 
great bulk of the rapidly rising theft 
teil is from the $1,000 to $5,000 cargoes 
of local trucks. 


Second Inland Marine 


Workshop Held in N. Y. 


The second Inland Marine Under- 
writers Association “workshop” was held 
April 25 at the Hotel Commodore, in 
New York. The meeting was enthusias 
tically received by approximately 70 rep 
resentatives of prominent writers of 
inland marine insurance. The subject 
for the one-day session was “Simplifica 
tion of Work Saving Forms,” and in 
order to secure the maximum inter- 
change of knowledge and experience th: 
meeting was divided into six groups 
under the guidance of a discussion leadet 

The meeting was opened by Josep! 
G. Bill, assistant general manager and 
counsel of the IMUA, who introduced 
the speakers, T. B. Kelley, chairman oi 
the executive committee, and Raymond 
G. Shepard, chairman of the workshop 
committee. 

During the morning sampl 
forms brought by the participants were 


session 


reviewed. Following luncheon, the afte 
noon session considered the evolution of 
policy and application design and_ its 


relation to processing and recording. Vis 
ual aids of policy and work flow charts 
and kits enclosing various inland marine 
keystroke saver policies climaxed the 
workshop. 
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Ass’n of C. & S. Cos. 
Reelects Its Officers 


CLARKE SMITH PRESIDENT 


141 Companies in Its Membership; Man- 
ager Dorset Gives Highlights 





of 1956 
The annual meeting of the Associa- 
tion of Casualty & Surety Cos. was held 
May 7, in New York, at which officers 
were elected and annual reports were 
made. Clarke Smith, United States man- 















CLARKE SMITH 

ger d president, Royal-Globe Insur- 
ance Group, was elected to a second 
term as president [ lation 
William T. Harper, board 
and president of Maryla was 
elected vice president, also tor a sec- 
md term J. Dewey Dorsett, general 
manager, and Ray Murphy, general 

] } 
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ity o atesmanship I have seen in 
executive committee as it worked co 
] wisely to keep this 
organization with a 
program.” 
Highlights of the Year 
In his report Manager Dorsett stated 


that the Association now has a record 
number of member companies, 141, anda 
broader and more active agenda of oper- 
ations than ever before. He gave these 
as highlights of the year: 

In the Claims Bureau, the Independ- 
ent Appraisal Plan reduced potential 
insured car repair costs some $20,000,000 
last year alone and fraudulent claim in- 
vestigations saved unknown additional 
hundreds of thousands or millions. 

The Accident Prevention Department 
achieved countrywide recognition as the 
leader in its field. 

The Public Relations Department gave 





WILLIAM T. HARPER 


information and assistance to editors 
and writers of the biggest magazines, 
newspapers, and news-gathering organi- 
zations in the country who published 
facts given them because they have 
rned to trust the department’s knowl- 
edge and integrity. 
Nuclear Energy Liability Ass’n 
“A historic step was taken during 


the 


the 


year when, after several years of gruel- 
ling study by members of a subcommit- 
tee and the staff, the Nuclear Energy 
Liability Insurance Association was es- 
tablished through the ever-ready me- 
dium of the Association,” Mr. Dorsett 
added. “The world’s first announcement 
that insurance companies were ready to 
insure the liability hazards of commer- 
ially operated nuclear reactors was 
made through our facilities. History 


record that as the beginning of 


may 


new epoch in mankind’s progress. The 
\ssociation and the Nuclear Energy 
Liability Insurance Association are, of 
course, separate organizations, but the 


act that we provided the rostrum from 
(Continued on Page 35) 


Wm. Leslie Reelected 
As General Manager 


CAHILL REELECTED SECRETARY 


At National Bureau of Casualty Under- 
writers Annual Meeting; Arrange- 
ments for Nuclear Energy Liability 


William Leslie was reelected general 
manager, and James M. Cahill, secre- 
tary, at the annual meeting of the Na- 
tional Bureau of Casualty Underwriters 
held May 7 in the Waldorf-Astoria 
Hotel, New York City. 

The executive committee lists R. H. 





Fabian Bachrach 


WILLIAM LESLIE 


Elliott as manager, Nuclear Energy Lia- 


bility Division. A’ rating committee for 
nuclear energy liability insurance was 
included for the first time, comprising 


nine companies. 

Mr. Eliott joined the National Bureau 
in 1936, was made assistant manager of 
the General Liability Division in 1948 
and manager of that division in Septem- 
ber, 1956. He is a graduate of Rutgers 
and did post-graduate work at New 
York University. 

In accordance with the National Bu- 
reau’s principle of rotating membership, 
the following members were elected to 
the executive committee: 

Aetna Casualty & Surety; 
surance Co. (new); American Surety 
Co. of New York; Commercial Insur- 
ance Co.; Glen Falls Insurance Co.; 
Great American Indemnity Co.; Hart- 
ford Accident & Indemnity Co.; Home 
Indemnity Co. of New York; Maryland 
Casualty Co. (new); New England In- 
surance Co. (new); Ocean Accident & 
Guarantee Corp., Ltd. (new); Royal- 
Globe Insurance Group (new); Travel- 
ers Insurance Co.; United States Fidelity 
& Guaranty Co. and Yorkshire Insurance 
Co. of New York. 

At the meeting of the executive com- 
mittee which followed the annual meet- 

(Continued on Page 35) 
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350 at AMIA Annual 
Forum in Portland 


FROM SIX WESTERN STATES 


W. H. Rodda Points to Trend Towards 
Package Idea: Speakers Included 
Clark Booth and J. H. Bolton 


The American Mutual Insurance Alli- 
ance 19th annual formum attended by 
some 350 agents and company personnel 
from six western states (Oregon, Cali- 
fornia, Washington, Idaho, Montana and 
Nevada) opened May 8 in Portland, Ore. 
The director and assistant director of 
the forum are George D. Haskell and 
Robert L. Klein, respectively, both of 
the AMIA staff. 

W. H. Rodda, secretary, Transporta- 
tion Insurance Rating Bureau, told the 
forum that it is important to realize 
the whole trend of selling today is toward 
the package idea. “The policyholder is 
demanding more and more security and 
more for his insurance dollar,” Mr. Rod- 
da said. “Underwriters are trying to 
meet the demand of the policyholder so 
that he will have better coverage at a 
lower price. One of the principal meth- 
ods of accomplishing this end is to pro- 
vide insurance in as complete a package 
as possible.” 

Ralph T. Coffey, fire underwriting de- 
partment, Northwestern Mutual of Seat- 


tle, Wash., reviewed the homeowners and 
comprehensive dwelling policies and 
pointed out that there are but four 


states where these policies are not per- 


mitted. “Unfortunately,” he said, “Ore- 
gon is one of the four. There is no 
question but that the day will arrive 


when these policies will be permitted in 
Oregon.” 

Speaking on recent trends, J. C. O’Con- 
nor, executive editor of fire, casualty 
and surety publications, National U nder- 
writer Co. said that competition is 
intensifying and public authorities “eager 
to demonstrate to the voters that the 
states are doing a more than adequate 
job of supervision, may be expected to 
resist rate increases. 

“In all lines we may expect an em- 
phasis on selection of risks and cutting 
expenses. Particularly in the automobile 
field, but not exclusively there, it seems 


certain that every insurance producer 
is going to be offered risks which com- 
petitors have rejected or _ cancelled. 


Handling this situation will not be easy,” 
he said, “particularly in view of the 
touchy public attitude and the explosive 
political situation. Probably at no time 
in the history of the insurance business 
will cooperation and mutual trust be- 
tween companies and producers be more 
important. 


Calls Diversification Mandatory 


rates at 


“The problern of automobile 
double- 


automobile markets is truly a 
barrelled one,” he said. “On the one 
hand, we have competition forcing rates 
down; on the other we have the present 
rate structure forcing selective under- 
writing, On_ top of that, we have the 
conviction of the public that every vic- 
tim of an automobile accident must be 
paid and that everyone should have auto- 
mobile insurance. Too liberal underwrit- 
ing can literally ruin insurance companies 
—too rigid underwriting can force the 
states, prodded by public opinion, to 
provide a socialist market. That is an 
unpleasant possibility, but no one should 
delude himself that it does not exist. 
Diversification of business is a manda- 
tory step toward insuring continuance in 
the insurance business.” 

V Ebaugh, Seattle branch office 
manager, Lumbermens Mutual Casualty, 
in discussing the comprehensive dishon- 
esty, disappearance, destruction policy, 
told that the forum that: “Since our 
last census in 1950 our population has 
increased about 6% but crime has in- 
creased almost 25%. And these,” he 
continued, “were known crimes. There 
certainly is a great need for crime 

(Continued on Page 35) 
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ing, the following officers were reap- 
pointed 

Actuary, T. O. Carlson; General 
Counsel, J. B. Donovan; Assistant Sec- 
retary, E. A. Twaits; Manager, Account- 
ing Division, C. E. Gillott, Jr.; Manager, 
Automobile Division, W. H. Brewster; 
Manager, Boiler and Machinery Divi- 
sion, G. P. Wieman; Manager, Burglary 
Division, D. D. Pillsbury; Manager, 
General Liability Division, R. H. Elliott; 
Associate Manager, General Liability 
Division, N. Nachman; Manager, Glass 
Division, D. D. Pillsbury; Manager, 
Nuclear Energy Liability Division, R. 
H. Elliott; Office Manager, E. A. Ban- 
tel. Also Statistician, P. Leibowitz. 

Branch Managers: Pacific Northwest 
Branch, B. K. Campbell; Pacific Coast 
Branch, R. E. Fay; Midwestern Branch, 
H. H. Fuller; Southeastern Representa- 
tive, S. F. Hume; Southwestern Branch, 
R. L. Jewell, Jr.; New York Rating 
Office, J. E. Martin; Northeastern 
Branch, R. C. Shipley; District of Co- 
lumbia Branch, H. M. Starling. 
The following Committees were also ap- 
pointed: 

Law Committee 

Aetna Casualty & Surety Co; Aetna 
Insurance Co.; Fidelity & Casualty Co. 
of New York; Fidelity & Deposit Co. of 
Maryland; Hartford Accident & Indem- 
nity Co.; Home Indemnity Co. of New 
York; Royal-Globe Insurance Group; 
Travelers Insurance Co. and United 
States Fidelity & Guaranty Co. 


Actuarial Committee 
Aetna Casualty & Surety Co.; Hart- 
ford Accident & Indemnity Co.; Royal- 
Globe Insurance Group; Travelers In- 
surance Co. and United States Fidelity 
& Guaranty Co. 


Statistical Committee 


Aetna Casualty & Surety Co.; Ameri- 
can Surety Co. of New York (new); 
Commercial Insurance Co.; Fidelity & 
Casualty Co. of New York; Hartford 
Accident & Indemnity Co.; Maryland 
Casualty Co.; New Amsterdam Casu- 
alty; Royal-Globe Insurance Group; 
Standard Accident Insurance Co.; Trav- 
elers Insurance Co. and United States 
Fidelity & Guaranty Co. 

Automobile Rating Committee 

Aetna Casualty & Surety Co. (new); 
Fidelity & Casualty Co. of New York; 
Great American Indemnity Co. (new); 
Maryland Casualty Co.; Ocean Ac cident 
& Guarantee Corp., Ltd.; Royal-Globe 
Insurance Group; Standard Accident In- 
surance Co. (new); Travelers Insurance 
Co, and United States Fidelity & Guar- 
anty Co. 


Boiler and Machinery Rating Committee 

Fidelity & Casualty Co. of New York; 
Hartford Steam Boiler Inspection & Ins. 
Co.; London Guarantee & Accident Co.; 
Maryland Casualty Co.; Ocean Accident 
& Guarantee Corp.) Ltd.; Royal-Globe 
Insurance Group and Travelers Indem- 
nity Co. 


General Liability Rating Committee 

Fidelity & Casualty Co. of New York 
(new); Glens Falls Insurance Co.; Hart- 
ford Accident & Indemnity; London 
Guarantee & Accident Co, (new); Mary- 
land Casualty Co.; New Amsterdam 
Casualty Co. (new); Royal-Globe Insur- 
ance Group; Travelers Insurance Co. 
and United States Fidelity & Guaranty 

oO. 

Glass Rating Committee 

Aetna Casualty & Surety Co.; Fidelity 
& Casualty Co. of New York (new); 
Great American Indemnity Co.; Hart- 
ford Accident & Indemnity Co.; London 
& Lancashire Insurance Co., Ltd. (new); 
Maryland Casualty Co.; New Amster- 
dam Casualty Co.; Travelers Indemnity 
Co. and United States Fidelity & Guar- 
anty Co, (new). 

Nuclear Energy Liability Insurance 

Rating Committee 

Aetna Casualty & Surety Co.; Fidel- 
ity & Casualty Co. of New York; Hart- 
ford Accident & Indemnity Co.; Indem- 





Approve Government 
Atomic Excess Cover 


JOINT A. E. COMMITTEE REPORT 


Rejects Industry-AEC Clarifying Amend- 
ments on Extent of Cover in 
Unusual Accident Cases 


A bill to provide up to $500,000,000 of 
Government indemnity for third party 
liability losses caused by atomic reactor 
accidents in excess of the amount of 
private insurance, which the reactor is 
required to carry by the Atomic Energy 
Commission, has been approved by the 
Joint Atomic Energy Committee in 
Washington, D. C. But the joint com- 
mittee, while approving the indemnity 
bill, rejected most of the clarifying 
amendments recommended by the AEC 
and the industry-suggestions designed to 
specify clearly the extent of coverage in 
the event of unusual accidents. 

Coupled with the indemnity bill was 
one introduced by Senator Clinton 1 
Anderson (D., N. M.) requiring the 
Commission to publish reports by its 
reactor safeguards advisory committee. 
This bill is to improve safety standards 
at reactors. 

The joint atomic energy committee 

made it clear in the case of a freak acci- 
dent, for example, if a plane should fall 
into the reactor and cause an escape of 
fissionable material and if the reactor 
operator was held not to be liable, the 
public and the party found to be liable 
would be protected by the insurance 
provided by the private insurance indus- 
try and the Government indemnity. The 
committee also agreed to include cover- 
age under the indemnity revisions of 
property adjacent to an atomic plant and 
owned by the plant which might be dam- 
aged by an accident to the reactor. In 
this event the Government indemnity 
would apply, providing the private insur- 
ance policy held by the reactor operator 
also specifies coverage of off-site prop- 


erty. 
NAIA Proposal Accepted 

The committee also accepted a pro- 
posal by the National Association of 
Insurance Agents which would make 
possible the utilization of agents’ serv- 
ices as well as those of an insurance 
company, provided that those services 
are shown to be of value to the AEC. 
The committee added a war exclusion 
clause to the indemnity feature since the 
basic policy being written by the indus- 
try’s syndicates also contains such limi- 
tations. 


North Carolina House Pass 
Compulsory Auto Bill 


The North Carolina House of Repre- 
sentatives passed and sent to the Senate 
a bill requiring compulsory automobile 
liability insurance. An amendment in- 
cluded in the bill retained the require- 
ment that persons who sustain bodily 
injuries must hire a lawyer or obtain 
the help of a court if they settle insur- 
ance claims within 60 days. 

It also directs the Commissioner of 
Insurance to establish liability rates 
which will favor safe drivers in contrast 
to those with bad accident records. 





ity Co. of North America; Maryland 
Casualty Co.; Royal-Globe Insurance 
Group; St. Paul Fire & Marine In- 
surance Co.; Travelers Indemnity Co. 
and United States Fidelity & Guaranty 
Co. 
Committee on Residence Water Damage 
and Explosion Insurance 

Aetna Casualty & Surety Co.; Fidelity 
& Casualty Co. of New York; Hartford 
Accident & Indemnity Co.; Maryland 
Casualty Co. and Travelers Indemnity 
Co. 

Committee on Professional Liability 

Insurance 

Aetna Casualty & Surety Co.; Com- 
mercial Insurance Co.; Glens Falls In- 
surance Co.; New Amsterdam Casualty 
Co. and United States Fidelity & Guar- 
anty Co 


Roy E. Hatfield To Be Given 
Farewell Dinner on May 27 


A testimonial dinner will be given 
May 27 in Boston to Roy E. Hatfield 


who is retiring May 31 as manager of 


the Massachusetts Compensation Rating 
& Inspection Bureau and Massachusetts 
Automobile Rating & Accident Preven- 
tion Bureau. This affair, to be attended 
by a host of company people, will follow 
the annual meeting of the Compensation 
Rating Bureau that afternoon. 

C. Waldo Lovejoy, vice president of 
Massachusetts Bonding, will be toast- 
master and Harold G. Donovan of the 
same company is chairman of the ar- 
rangements committee. 

Mr. Hatfield has served ably as man- 
ager of both bureaus since 1941 and, in 
all, has given nearly 40 years of service 
to the insurance industry. He has also 
been secretary of the Massachusetts 
automobile assigned risk plan. 

As previously announced, Lawrence 
W. Scammon, now associate manager of 
the two bureaus, will succeed Mr. Hat- 
field as manager on June 1. Philip C. 
Boody will move up to assistant man- 
ager. 


TO HEAR DAVE MYERS 

David Myers, superintendent of under- 
writing in the Newark branch office of 
Aetna Casualty & Surety, will lead in 
a discussion of workmen’s compensation 
retrospective rating at the luncheon 
meeting May 13 of the Casualty Under- 
writers Association of New Jersey in the 
Downtown Club, Newark. 


TRAGIC DEATH OF A. V. ROBERTS 
Arthur V. Roberts, Citizens Casualty, 


died May 5asa result of smoke from a 
fire in his apartment. Mr. Roberts was 
40. He joined Citizens Casualty of New 
York, as assistant segretary in charge 
of excess loss insurance, two years ago. 
He came from London, England, where 
he was manager of the American de- 
partment of Harris & Graham, Ltd., 
underwriting agents and brokers at 


Lloyd's. 


300 at at AMIA Meeting 
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insurance to reimburse a person for 
loss of money and other property.” 


“Vast Untapped Field” 


Speaking on “Business Interruption 
Insurance,” Clark Booth, vice president 
of the Oregon Mutual Co. of McMinn- 
ville, Ore., pointed out to the forum 
that nearly 45% of all business that 
suffers a serious fire loss never re-enters 
business. “They are broke,” he said. 
“Maybe all or a vast percentage of these 
concerns could have been saved with 
business interruption insurance. This 
vast field of insurance is still a virtually 
untapped source of millions of ie irs. 

On “Financing the Future,” J. H. Bol- 
ton, vice president and treasurer, North- 
western Mutual, Seattle, predicted a 
continuing prosperity for our country. 

“Statistics show that the over-all ac- 
tivity in dollars is now almost 6% above 
a year ago,” he said. “While higher 
prices account for more than one-third 
of this gain, the real advance is still 
close to 4% which is a good increase by 
all past standards.” 

Other lecturers at the forum and their 
topics were: G. W. Hopkins, executive 
vice president, Iowa National of Cedar 
Rapids, Ia., on “The Family Car Policy”; 
Joseph Marshall, Marshall-Stevens, Inc., 
Los Angeles, Calif., on “Property Valua- 
tion and Insurance”; Herbert E. Clark- 
son, Jr., business English department, 
Northwestern University, Illinois, on 
“The Start and Finish,” and R. R. Tay- 
lor, Central Mutual of Portland, on 
“Lesser Known Inland Marine Cover- 
ages.” 


Mass. Insurance Dept. Makes 
Big Duty Changes in Staff 


Key officials in the Massachusetts In- 
surance Department have received new 
duties in major changes by Insurance 
Commissioner Joseph A. Humphreys. 
Changes involve rate supervision pro- 
ducer licensing and approval of policy 
forms. Deputy Commissioner John H. 
Louden, formerly in charge of fire, in- 
land marine and casualty rating, will 
now concentrate on compulsory auto- 


mobile rate making. . 

Casualty Actuary Milton C. McDon- 
ald will take charge of the fire, inland 
marine and casualty rating sections and 
will reportedly work with Mr. Louden 
on compulsory rates. Deputy Joseph S 
O’Leary, formerly in charge of producer 
licensing will supervise the 7 form 
section. Deputy Matthew F. Hanley will 
temporarily supervise broker, agent, and 
public loss adjuster licensing. 





Start Insurance Agency 
Management Course May 16 


A five-week course entitled “Insurance 
Agency Management” will begin May 
16, at the School of Insurance, which 
is conducted by the Insurance Society of 
New York, Inc. The course is part of 
the School’s day division educational 
program. Classes will meet Thursday 
afternoons from 1:15 to 4:15 p.m. in 
an air-conditioned classroom at 225 
Broadway, New York City. 

The course is designed for the recently 
licensed agent and for those who believe 
their present office methods can be im- 
proved. It will provide a study of the 
creation, organization, and efficient man- 
agement of a general insurance agency 
Some of the subjects included are selec- 
tion and layout of office equipment; 
structure of a sound record keeping sys- 
tem; the hiring and supervision of 
employes; the handling of claims and the 
relationships with company principals 
and the community, including prospects 
and clients. 


aie MADE “JUNIOR EXECUTIVE 

. F. Petz, Jr., for six years coordina- 
tor of the Kemper Group’s procedures 
department, has been app< inted a jaune 
executive. Mr. Petz joined the Group in 
1948 after graduating from Illinois Insti- 
tute of ‘Hethacleay. 


Ass'n C. & S. Cos. Meet 
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which NELIA was launched is further 
evidence of the plus services we are 
constantly furnishing for the advance- 
ment of capital stock insurance and the 
public it serves.” 

The general manager also informed 
the mee ting that a complete accounting 
of the year’s activities had been printed 
and mailed to the members. 

“In addition to the custom: 
mental reports,” he said, 
a detailed rept rt of the t 
oral reports ol! the presidet 
manager, the names of office 
partment managers, assistant 
and associate c uunsels, the name 
member companies, pee the 
of the executive committee 
standing scmainien thus con 
in effect, a fact book about the 
tion.” 


ry depart- 
contains 






Report of Genera] Counsel 


Mr. Murphy delivered a_ brief oral 
report on current legal and legislative 
activities affecting the casualty and sure- 
ty business. He pointed out that a com- 


plete written report would be prepared 


in the fall, after the close of all the 
legis! has been done in tl 
legisiatures, as as veen done in. the 
past 


The business meeting was followed by 
a reception and luncheon Approxi 
mately 285 insurance executives and 
their guests were present at the lunch- 
eon. 
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James T. Haviland, 67, 
Kemper Exec. Dead 


STARTED AS ATTORNEY IN 1917 
Pioneered Eastern eet. of Lumber- 
mens; Saw Volume Grow From $50,- 
000 to $57 Million, Staff From 4 
to 1,200 


James T. Haviland, 67, senior vice 
president of Lumbermens Mutual Casu- 
alty and American Motorists and a mu- 
tual casualty insurance pioneer, died in 
Philadelphia on April 28. He is survived 
by two daughters, Mrs. L. W. Arny and 
Mrs. F. C. McCown III and five grand- 
children. His wife died last July. Serv- 
ices were held at the Wayne Presby- 
terian Church, Philadelphia. 

He joined the Kemper Group as an 
attorney in 1917 and two years later 
headed Lumbermens’ first important 
geographical expansion, the establish- 
ment of the companies’ first eastern 
department office in Philadelphia on 
August 7, 1919. He served as eastern 
department manager until his appoint- 
ment as senior vice president in 1954. 

In the first year, this department had 
a staff of four and a sales volume of 
$50,000. When Mr. Haviland retired as 
manager of the eastern department, the 
staff had grown to almost 1,200 persons 
and the annual sales volume in seven 
states and the District of Columbia was 
more than $57,000,000. 


His Affiliations 


Mr. Haviland was a member of Lum- 
bermens eastern advisory board and 
served also as a director of American 
Manufacturers Mutual and American 
<oigt ts and chairman of the AMICO’s 
New York State automobile alliance. 

Among other business affiliations, Mr. 
Haviland was president and director of 
the Automobile Club of Philadelphia, 
director of the Insurance Federation of 
Pennsylvania, president and director of 
the Philadelphia Automobile Club In- 
surors, Inc., and vice chairman and di- 
rector of James S. Kemper & Co. 

A leader for many years in the field 
of highway traffic safety, he served in 
executive positions with the Highway 
Safety Council, the Philadelphia Plan- 
ning Commission, the southeastern Penn- 
sylvania chapter of the American Red 
Cross and the American Automobile 
Association. 

Mr. Haviland was born in Aurora, 
Ill, and was a graduate of the Univer- 
sity of Chicago and the Northwestern 
University Law School. 


Mark Poss Succeeds Boe 
As Allstate Controller 


Election of Mark Poss as controller 
of the Allstate has been announced by 
the company’s board of directors. Mr. 
Poss, who joined the Allstate as an 
auditor in 1948, has been general auditor 
since 1956. As controller he succeeds 
Archie R. Boe, who has been named vice 
president in charge of market research 
and product development. 

Mr. Poss, a native of Garnett, Kan., 
attended Augustana College, Rock Island, 
Ill. He was office manager of the Nichols 
Wire & Steel Co. in Davenport, Ia., 
1937-1942, and was with Arthur Young 
and Co., Chicago, prior to joining All- 
state. 


Jobs Aiseiiiods on bint 


E. V. Lane Corp., Palo Alto, Calif. 
has been awarded the contract by the 
U. S. Engineers at a price of $2,794,115 
for alteration of the existing control 
shaft and construction of foundations 
for a second power plant at Fort Peck, 
Mont. United States Fidelity & Guar- 
anty is surety. 

Long Beach, Calif. City Council has 
awarded J. C. Boespflug Construction 
Co., Los Angeles, at a price of $3,485,189 
for the construction of Lakewood Boule 
vard and Spring Street underpass at the 
Long Beach Municipal Airport. Travel- 
ers Indemnity is surety. 































































TOO HOT TO HANDLE? 


A pilot needs know-how and guts to blast an 
experimental rocket plane up to the edge of the 
thermal barrier at 1,900 m.p.h. plus. 


You could say the same about the company 
that insured him. 


The company—Continental Casualty. 


The point? Any time you feel a risk—any size, 
any type, any line—is too hot to handle, that’s 
the time to call... 


CONTINENTAL 
CASUALTY COMPANY 


Chicago 4, Illinois 


A MEMBER OF THE CONTINENTAL-NATIONAL GROUP 
OFFICES ACROSS THE CONTINENT...ONE NEAR YOU 















INSURANCE HELP TO HUNTERS 











St. Louis Plan to Cover Hazard of Dam- 
age to Farmers’ Property; Opens 
Up New Field 

An insurance policy under the Hunters 
Club of America plan launched in Kansas 
City recently promises to end long oppo- 
sition of. farmers to having hunters on 
their lands. At least 50% of farmers who 
have been approached with the proposal 
to enter their names on a list of cooper- 
ating farmer-members have agreed. Many 
of the farmers, for years, have had their 
lands posted against hunters. 

The insurance coverage to be under- 
written by United Benefit Fire of Omaha 
has been presented to the Missouri In- 
surance Department for approval, ac- 
cording to P. M. Klein, local agent in 
charge of insurance matters. It contem- 
plates a Group property damage master 
policy under which individual certificates 
are to be issued to hunter-members. The 
policy limit is $1,000 and the annual pre- 
mium rate per member $5. 

This is essentially a reimbursement 
policy, Mr. Klein explained, and is de- 
signed to assure farmer-members that 
their loss on livestock or property occa- 
sioned by the acts of hunter-members 
will be covered. 

A hunter must be insured under the 
plan before he can become a member. 
His membership fee is $12. For an addi- 
tional $10 he is furnished a book of ten 
coupons bearing his membership serial 
number. The coupons carry a description 
of the insurance coverage provided to 
protect the farmer. In addition the 
hunter can show his policy. Both assist 
to prove financial responsibility. Each 
coupon is worth $1 to the farmer, who 
may charge one or more coupons per 
hunt depending upon the type of game 
sought and its rarity. 

Ray Tyson, president of a mobile 
homes brokerage firm, Mobro Corp., is 
director of Hunters Club, a non- profit 
organization which has no officers. O. C. 
Murphy, who is in charge of contacting 
farmers, said that he has discovered a 
great deal more damage was done by 
hunters than he had anticipated. 

Mr. Murphy said that: “This has made 
farmers generally very reluctant to admit 
hunters. There have been many instances 
of livestock shot, fences trampled down, 
fence posts torn out and fires started. 
But we are finding that the insurance is 
selling our plan.” 

It is believed there will be no difficulty 
in securing Missouri Insurance Depart- 
ment approval of the coverage, which 
apparently represents a completely new 
field for insurance. All income of Hunt- 
ers Club in excess of expenses is to be 
devoted to game conservation work on 
farm lands of farmer-members. 


Travelers Transfers 7 and 
Names 6 Field Supervisors 


Fourteen field changes in casualty, 
fidelity-surety and fire-marine lines have 
been announced by the Travelers In- 
demnity. 

Seven field supervisors have been ap- 
pointed. They are Robert F. McSheffery 
at Hartford; Franklin M. Bien, Newark ; 
B. Glover Stump, Jacksonville; David H. 
Johnson, Indianapolis; C. Robert Brabec, 
unassigned; Robert L. Miller, Toledo, 
and Basil N. Steggles, Toronto. 

Six field supervisors have been trans- 
ferred. They are Martyn L. Cutler, 
fidelity-surety, from Newark to John 
Street, N. Y. C.; Fred A. Sommers, Jr., 
casualty, fidelity and surety, from Hous- 
ton to San Antonio; Keith E. Sandrock, 
fire and marine, from Oakland to Los 
Angeles; William A. Mizell, Jr., fire and 
marine, from Houston to Dallas; David 
B. Gardner, fidelity and surety, from 
age Francisco to Los Angeles, and David 

*. Jones, fidelity and surety, from Kan- 
sas City to Chicago. 

The headquarters of V. R. Artz, field 
supervisor, casualty, fidelity-surety, and 
fire-marine, have been changed from 
Reading to Harrisburg. 
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Scholarship Award 
Plan Is Approved 


BY INS. FEDERATION OF N. Y. 
For High School Seniors; To Develop 
Greater Interest in Insurance As A 
Private Enterprise 





The Executive Committee of the In- 
surance Federation of New York, Inc. 
at their meeting in New York unani- 
mously approved the Scholarship Award 
Plan proposed at the 1956 annual meet- 
ing. The purpose of the scholarship plan 
is to develop improved. public relations 
and greater interest in insurance as pri- 
vate enterprise with a broader knowledge 
of the “Private Enterprise System” and 
to create a method of increasing mem- 
bership and support of the Insurance 
l-ederation of New York, gaining wider 
publicity of its activities and importance. 

The scholarship committee members 
are as follows: N. T. Robertson, vice 
chairman of the Federation executive 
committee, and superintendent of agents 
(eastern department), Zurich American; 
W. R. Ehrmanntraut, resident vice pres- 
ident in New York of American Surety 
Co.; George I. Gross of the New York 
law firm of Powers, Kaplan & Berger, 
both members of the Federation’s execu- 
tive committee; E. Chauncey Niver, ex- 
ecutive vice president, New York Board 
of Fire Underwriters, and C. Fred Ritter 
of the C. Fred Ritter Agency, Middle- 
town, N. Y., president of the New York 
State Association of Insurance Agents. 

The Plan will sponsor: a contest for 
High School Seniors, throughout New 
York State, to compete each year for a 
$1,000-maximum Scholarship Award. to- 
ward a college education by writing an 
essay or thesis on the subject “What the 
Private Enterprise System Means to the 
1S.A.” Recommendations of the scholar- 

ship award committee as approved are 
as follows: 
(a) The Scholarship Award be made an 
initial award of $250 to the winner each 
year irrespective of future educational 
plans, with an additional maximum award 
of $750 payable $250 each year of three 
succeeding years that the student attends 
college and maintains during each said 
year satisfactory grades as determined 
by the particular college or university 
attended. 

(b) In order to be eligible for the 
additional award the student must take 
advantage of the opportunity to attend 
college within five years of graduation 
from High School or its equivalent. 

(c) Each Senior Class student who de- 
sires to participate in the contest must 
he sponsored by a member (in good 
standing) of the Insurance Federation 
of New York, Inc. 

(d) Each Insurance Federation mem- 
ber (this would include an individual’s 
employer, firm, or organization) shall be 
entitled to sponsor only one such student 
each year. 

(ec) A committee of ten be appointed 
to judge scholarship entries in determin- 
ing the winner of each annual contest. 
The judges should be representative 
leaders from each segment of the insur- 
ance industry such as Fire, Life and 
Casualty fields, New York State Asso- 
ciation of Insurance Agents, New York 
State Chamber of Commerce, New York 
Board of Trade, and similar organiza- 
tions. It is also recommended that at 
least one officer of the New York State 
High School Principals’ Association be 
appointed to said committee. 

It has recommended for simplification 
purposes in helping to select the contest 
winner that arrangements be made 
through the N. Y. State High School 
Principals’ Association to have each 
school principal grade contestants from 
their own school thereby cutting down 
the number of final entries to be judged. 

The Scholarship Award Plan will mean 
an outlay of $250 plus costs the first 
year of operation, $500 the second year, 
$750 the third year, and $1,000 the fourth 
and succeeding years, unless any of the 
winners become ineligible during their 
additional award period. 

Russell Edgett, Federation secretary, 





C. of C. Backs The Industry 
In Nuclear Ins. Approach 


The United States Chamber of Com- 
merce, at its annual convention in Wash- 
ington, D. C. last week, adopted for the 
first time a policy declaration backing 
legislation for Government excess-cover- 
age indemnity of third party liability 
losses caused by accidents to atomic 
reactors. 

However, the Chamber of Commerce 
emphasized that this governmental in- 
demnity should be available only for 
amounts beyond the private insurance 
coverage required of any private power 
plant by the Atomic Energy Commission. 
The Chamber was opposed to any gov- 
ernmental intervention within this capac- 
ity of the commercial market, and in 
addition, called for maximum utilization 
of insurance industry service and fa- 
cilities. 





said: “We have been assured of the 
wholehearted support of the New York 
State Association of Insurance Agents, 
now the Plan has been approved by our 
Executive Committee, and that they will 
be glad to give our Scholarship Fund 
publicity through their bulletins.” 












Write Dept. CR-3, Reading, Pa. 


Attract new accounts with our Cc RR 
fl 


iC onidenatiesstetes Rating Plan. Available in most ter- 
ritories for Mercantile, Industrial, and Commercial risks 
with annual premiums of $5,000.00 to $1,000,000.00. 





RATING PLAN 





AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 





Kemper Ins. Group Names 
Three District Managers 


The Kemper Insurance Group has ap- 
pointed J. W. Keckeisen, M. B. Patter- 
son and R. B. Talbert as district man- 
agers. Mr. Keckeisen has been assigned 
to eastern Kansas and western Mis- 
souri, Mr. Patterson to central. and 
northern Illinois and Mr. Talbert will 
serve northeastern New York. 

Mr. Keckeisen joined the 
Group last July. A combat medic in 


Kemper 


World War II, he was awarded the 
Silver Star. He has been in the insur- 
ance business for five years. Mr. Patter- 
son, in insurance since 1944, joined the 
Kemper Group last January. He was 
wounded twice during six years of 
World War II service with the U.S 
Marine Corps. 

Mr. Talbert joined the company last 
April. He served in the Army from 1948 
to-1952 and was with the New York 
Telephone Co. for two years following 
his graduation from St. Lawrence Uni- 
versity. 








“That’s what I call support” 


Brokerage Service. What's more, the 
personal assistance I get from Prudential representa- 
tives often marks the difference between my making 
or losing a sale. 


says Broker Blaine Hoien (left), shown here with 
one of his clients, manufacturer Berkley Bedell, 


and Orville Lownsberry of Prudential’s Sioux 


City Agency. 


“T like brokering with a company that’s well known 
—one that is well advertised and will support me 
That’s what I like about 


with solid sales material. 





easier for me. 


NAME 


You'll enjoy YOU ARE THERE, Sundays, CBS-TV 


TO: BROKERAGE SERVICE « THE PRUDENTIAL, NEWARK 1, N. J. 


I want to know more about Prudential’s BROKERAGE SERVICE and how it will make LIFE sales 


Prudential’s 


“In the past 12 months, I'd say that I’ve been able 
to up my personal income about 25 percent —thanks 


to Prudential’s Brokerage Service. Incidentally, even 
with all the assistance the fellows give me, I still get 
the full commission!” 


« 10 THOS 
ee “ 
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Hancock Entering Individual A. & H. 


First Policies May 15; Description of Personal Health 
Program Developed for Premium Notice Business 


John Hancock is entering the field of 
individual accident and health insurance 
on May 15, it is announced by President 


Byron K. Elliott 


The personal health insurance program 
has been developed for premium notice 





the premium rate or reduce benefits 
thereunder. 

The hospital and major medical ex- 
pense policies are guaranteed renewable 
to the policy anniversary following the 


65th birthday of the insured, or of the 


General agency leaders who introduced personal health insurance plan at regional 
meetings in Boston, St. Louis and San Francisco. Left to right—R. Radcliffe Massey, 


vice president; 


Robert W. Carey, director of personal health insurance; George 


Vinsonhaler, second vice president, and Morris Pike, vice president. 


business, and, with certain modifications, 
fe or mi mthly y debit business. Subject to its 
les af able to age, sex, occupation 
her “underwriting requirements, 
lz applicable under state 
n provides for premium 
iness this series of policies: 






Explanation of Policies 
licies for employer 
provide monthly 


Monthly income pol 


or women psi 


aximum of $400 a 





j “A 
lg pe a4 are 
periods ranging 
lifetime for accident, 
year to age 65 for sickness, 
























fter sickness benefits 

five years “peace 
women 

2 policies for the indi- 

f . These allow 





1 benefits from 
for a maximum of 180 
LY 5, al il bene fit 
schedul maximum of $250 or $300. 
Major Medical me Monthly Income 
ense polic ie s for the 
the family. These 
atastrophic injuries or 
It 1 onsiderable 
when an 
expenses 


pe riod 


a surgical 





become 


subi ject toa 











= of tt . 
imum a t of $7,500 per accident 
-” 
e monthly income person al health 
es are non-car le and guaran- 
e tot anniversary 





insured’s 65th birthday 
under a disability income 
to women). The company 
or refuse to 


renew a 





insured’s spouse, if a covered family 
member, whichever anniversz ary is later. 
However, in view of the rising trend in 
hospital and medical costs, the company 
has the right to change future premiums 
on all business outstanding under a hos- 
pital or major medical policy form if 
premiums are changed for new business. 


Other Features 


J. Henry Smith Elected 
President of HIAA 


EQUITABLE SOCIETY EXECUTIVE 





we | t S al 





Assistant and Vice Pr 
E. J. Faulkner; His Insurance Ca- 
reer Spans 27 Years 


the 


Smith, 
president of HIAA is vice president and 
executive assistant of the Equitable So- 


J. Henry newly elected 


J. Faulkner, pres- 
& Accident, 


He succeeds E. 
of Woodmen Life 


ciety. 
ident 





Health Insurance Institute 


J. HENRY SMITH 


Lincoln, Neb., as head of the association. 

A graduate of the University of Dela- 
ware and a Fellow of the Society of 
Actuaries, Mr. Smith’s insurance career 
spans some 27 years, most of which time 
has been spent with the Equitable So- 
ciety. He joined the company in 1930 
as a member of its Group underwriting 
division. 

In 1945, he was named assistant actu- 
ary and was appointed associate actuary 
two years later. Mr. Smith was ad- 
vanced to second vice president and 
associate actuary in charge of the Equi- 
table’s Group actuarial functions in 195]. 
He was appointed, in 1953, vice presi- 
dent and associate actuary. Earlier this 
year, he was named vice president and 











executive assistant on the staff of the 
The monthly income policies contain Chairman of the Board. 
additional valuable features such as Aside from his position as assistant 
waiver of premium benefit, benefits for to the chief executive, Mr. Smith’s 
loss of life, limbs or sight due to injury, present duties entail] supervision «of 
additional benefit for accidental death on Equitable’s personnel department and 
(Continued on Page 40) (Continued on Page 41) 
TARRYTOWN, NEW YORK 

aN TRIANGLE 

UNDERWRITERS, Inc. 

17 John St., N. Y. 38 

WoOrth 4-7010 

x 
Midtown Agency: 


Underwriters bas 


ACCIDENT and HEALTH 


Insurance 
HOSPITAL—MEDICAL— SURGICAL 
INDIVIDUAL—FAMILY—TO AGE 80 
DISABILITY INCOME—ACCIDENT & SICKNESS 


GROUP —ASSOCIATION—D.B.L. PLANS 


PUBLIC ACCIDENT 

& LIFE AGENCY 

110 W. 42 St., N. Y. 36 
PEnnsylvania 6-2211 


x 
Brooklyn Agency: 
MODERN ACCIDENT 
& HEALTH AGENCY 
26 Court St., B’klyn 1 
Ulster 2-6529 


x 
Suburban Agency: 
ARNOLD AGENCY 

151 E. Post Road 
White Plains, N. Y. 
White Plains 9-6378 














TDB in New Jersey 

Operating At Profit 
TOTAL OF 16211 PRIVATE PLANS 
Paid 














$38,300,000 in Benefits in 1956; 


1,500,000 Covered Workers of Which 
956,000 in Private Plan 





Since its establishment in 1948, the 
New Jersey state temporary disability 
benefits plan has operated at a profit 
each year. Workers last year who suf- 
fered non-occupational accident or illness 
were paid approximately $38,300,000 in 
disability benefits as against $35,257,150 
in 1955. This does not include work- 
connected disability which is covered by 
workmen’s compensation. 

Approximately 544,000 of the 1,500,000 
covered workers were insured under the 
state plan in 1956, while the balance 
of 956,000 workers were protected by 
16,211 private plans. These figures were 
revealed in an article by Staff Corre- 
spondent Alexander Milch of the “New- 
ark News,” in its edition of April 24. 
This was the third in a series of articles 
dealing with New Jersey’s unemployment 
and temporary disability benefit funds. 

The state TDB plan last year paid 
out $11,373,816 in benefits. Of this 
amount, workers forced off their jobs 
through illness or who became ill within 
two weeks after leaving work, received 
benefits amounting to $10,195,683; the 
balance of $1,178,133 went to the unem- 
ployed sick. The total disbursed was 
$1,781,483 greater than in 1955. 

By way of comparison private plans, 
according to the New Jersey Division of 
Employment, paid an estimated $27,000,- 
prs a gain of $2,000,000 compared with 
1955. 

Mr. Milch points out: “Influences 
which have put the Unemployment Com- 
pensation Fund in the red in recent years 
have served in the case of TDB to slow 
down its ability to pile up yearly sur- 
pluses by the millions. The net gains 
from its operations last year were $739,- 
998, first time that it was under the 
multi-million mark. 

“From now on,” TDB Superintendent 
William F. Dittig, told Mr. Milch, “the 
state fund should be breaking even.” 


$94,991,769 in Reserve 


The article continues: “Contributions 
from employers and employes last year 
brought $10,447,243 into the TDB fund, 
a return $757,426 lower than the $11,222,- 

(net after refunds) paid out in 
benefits. In previous years contributions 
had always been higher than benefits. 
Administrative costs for TDB totaled 
$1,333,941 last year, bringing the minus 
items to $2,109,367. However, other in- 
come (mostly interest on the fund’s 
$94,991,769 reserve) came to $2,849,365 
more than enough to counter balance the 
net expenditures. 

“The TDB fund, approximately one- 
fifth the size of the UC has as its back- 
bone $50,000,000 in employe contributions 
withdrawn in 1948 from the UC fund 
to start off this kind of social insurance. 
Its income is dedicated to meeting pay- 
ment for the unemployed sick with any 
excess being used for employed sick. 

“Private disability coverage plans have 
flourished in this state because many call 
for no contribution by the employe. The 
TDB advisory council, headed by John 
B. Rooney, secretary, Loyalty Group), 
is slated to make its annual recommenda- 
tions to the Legislature this month.” 


Walter McKee Speaks on 
“A. & H. In My Portfolio” 


Walter McKee, Connecticut General 
Life, Los Angeles, gave a talk at a 
recent Los Angeles A. & H. Association 
meeting, entitled “Accident & Health in 
My Portfolio.” He stressed advantages 
with tax exemptions of disability pay- 
ments, and pointed also to an industry 
ti age of 468% in the past ten years 
for A. & H. insurance production com- 
pared to a life insurance increase of 
250% in the same pariod. 
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“The Pinkerton Man” at 
New York A. & H. Club 


FINE DINNER MEETING HELD 


60 Guests Honor Memory of Harry 
Miller; Get Insight into Big 
Detective Agency 


The effective work of the Pinkerton’s 
National Detective Agency, Inc., was 
demonstrated in color film shown May 2 
at the dinner-meeting of the Accident & 
Health Club of New York at the Hotel 
Shelburne, New York. Edward E. Ander- 
son, Commercial Travelers, president of 
the club, introduced William S. Guill, 
manager of Pinkerton’s, who provided 
concise commentary to accompany the 
running of the films which are aimed 
at stopping false claimants’ activities. 
The feature movie, “The Pinkerton Man,” 
is an RKO-Pathe production for general 
release in the “This Is America” series. 

3efore dinner President Anderson 
called for one minute of silence to honor 
the memory of the late Harry Miller, a 
charter member of the club and for 
many years its historian. Mr. Miller 
spent 40 years in the A. & H. business 
and was 25 years with Great American 
Indemnity. Mr. Anderson also spoke 
of another charter member, Hugo Bauer, 


New Amsterdam and U nited States Cas- 
ualty, who is presently hospitalized. 


President Anderson’s Introduction 


In welcoming Mr. Guill the club presi- 
dent said: “I know of no other business 
with higher ethical standards than A. & 

Ne are constantly covering more 
individuals and groups against personal 
disasters. We have increased our cover- 
ages and are processing claims more 
economically and efficiently than ever 
before. However, there is one fact we 
must not forget. We always find a cer- 
tain number of people who try to take 
advantage of the great mass of honest 
and deserving assureds.” 

He described underwriters as the “im- 
migration authorities ” and claim men as 
“the FBI” of the industry. “To assure 
a fair rate to our assureds it is our duty 
to protect them from those who. are 
always ready to prey on the unfortunate 
and the gullible. We are fortunate in 
having the Pinkerton representatives 
here to emphasize what we are faced 
with,” he said. 

“The Pinkerton Man” described the 
facilities of this detective agency for 
training its men, told of the extensive- 
ness of its operations, its rogues’ gallery 
(incidentally the first such collection in 
the United States) and its crime labora- 
tory. 

The movie opened with a skit on the 
“private eye” of the world of fiction. 
There was a crash as the hard-bitten 
hero ejected some unwelcome character 
from his office; figured he “had enough 
for one day,” took off his coat, and 
threw on his desk the following impedi- 
menta, a pair of handcuffs, brass knuc- 
kles and three cannon-type revolvers. 
He then partook of the traditional shot 
of rye, turned around and opened his 
closet. Out fell the traditional blonde 
“stiff.” 

The Origin of “The Private Eye” 


The real-life detective bears no resem- 
blance to either the aesthetic Holmes or 
the athletic Philip Marlowe. Actually 
the term “private eye” came from the 
original motto of the Pinkerton Agency 
—“We Never Sleep.” The agency was 
established in 1850 by a Union Army 
major, Alan Pinkerton. The founder had 
administered the first secret service and 
worked in close conjunction with Presi- 
dent Lincoln... 


Pinkerton Work in Claims Investigation 


Today, after over 100 years of service, 
the company is headed by a fourth 
generation of the family, Robert A. Pink- 
erton, The agency, whose confidential 


investigations are so valuable an adjunct 
to American business management, has 
32 offices in cities throughout the nation, 
and operates reciprocally with many 
law enforcement agencies here and 
throughout the globe. 

The film showed “The Pinkerton Man” 
not as the gun-slinging hard-hitting pri- 
vate eye, but better his actual on-the-job 
ways, discreet, patient and quiet, over- 
whelming speed and efficiency. 

There was the blackmailer caught in 
a post office sending a telegram to a 
confederate. The “lead” was achieved 
after a long watch when the Pinkerton 
detective picked up a discarded telegram 
form from the wastepaper basket. By 
concentration on a factory, the detectives 
apprehended arsonists leaving just after 
starting a fire. 

Much of the work of the agency con- 
cerns the insurance industry in connec- 
tion with investigation of defalcations, 
robberies, burglaries, thefts, incendiary 
fires, arson, and life, accident, work- 
men’s compensation and other casualty 
and liability claims. Indeed the whole 
field of insuring hazard in its many 
facets. 

For example some of the work of 
Pinkerton’s has been concerned with 
getting a line on applicants and em- 
ployes considered for advancement in 
positions of trust, their living habits, 
establishing their financial history, in- 
quiring patiently to guard against ex- 
cesses of drinking and betting to degrees 
detrimental to their prospects in work. 
The agency has also conducted a survey 
of employe morale to detect causes of 
lowered morale or for assurance against 
trouble spots. 

Of the more unexpected engagements 
of the company are identifying all horses 
entered at a meet by means of the 
chestnut-photograph markings system of 
identification and the registration and 
identification of all persons employed 
on the premises including stable area 
employes. 

The actual case shots of fraudulent 
claimants were taken~from 125 to 150 
feet unbeknownst to the “stars” who 
were variously, a bricklayer, a house- 
wife, a 16-year-old youth, a traveling 
salesman and a fish salesman. The 
bricklayer was granted $5,000 compen- 
sation, but before the check was paid 
the detectives captured shots of him 
working on a_ building site, carrying 
heavy concrete bricks, thus refuting his 
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claim of being unable to do heavy work. 

The traveling salesman claimed almost 
total blindness after an explosion, but 
he was filmed doing such “unsightly 
things as reversing his car, safely cross- 
ing a busy street, gardening and giving 
street directions. 

One defrauder, eventually detected, 
was filmed digging a field despite serious 
leg injury. The 16-year-old high school 
boy sought $50,000 for a compound frac- 
ture which, he claimed, so impaired his 
movement as to rule out prospects of 
athletic activity. Eventually the movie 
showed him participating in a particu- 
larly robust game of basketball. Some 
of these detectives, it seemed, would 
gain prizes for camera work—aside from 
the hazards of their particular brand of 
scoops! 

An example of the work at its best 
was shown when Pinkertons caught a 
man on a picnic in the woods and com- 
pletely shattered his hopes of compen- 
sation for a crippling back injury when 
substantial footage showed him chang- 
ing a car wheel and carrying camping 
equipment. 

The Policy of the haieniey 

What will the Pinkerton Detective 
Agency not do? Their policy will not 
include knowingly accepting business of 
one client against the interests of another 
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client; accepting business without know- 
ing the purpose for and the use to be 
made of information obtained. They 
notably will not accept any business for 
plaintiffs in connection with claims 
against insurance companies or self- 
insurers. Accept any business for a fee 
contingent on success. 
Claimant Films Evaluated 

What effects have these claimant in- 
vestigation films? In an interview with 
The Eastern Underwriter, Mr. Guill said 
that some judges were unfavorable to 
the idea of filmed evidence. He was 
certain that they must be backed up by 
competent legal handling. However, in 
one case at least the false claimant was 
sentenced to six months in jail for per- 
jury. 

To date the filmed evidence, Mr. Guill 
said, that the developers of the film 
attach an affidavit on the date of the 
reel. He further explained that his com- 
pany preferred to get filmed evidence 
over a period of time. 

Mr. Guill has the appearance of a 
school-teacher or insurance agent. He 
speaks quietly and answers questions 
with impressive clarity. He spoke of 
his firm sensibly, explaining the limita- 
tions (obviously few) and achievements 
in equally ungilded terms. He works 
for an immensely efficient outfit—knows 
it and looks it. 
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Standard Accident Branch Office— Washington, D. C. 


An office in your area to provide you with: 


A CLEARLY DEFINED CLAIM POLICY 


1. Courteous and helpful attention at all times to our claimants and policyholders, 
agents and the public. 
Liberal interpretation of our contracts, fulfilling all our obligations in every case. 

3. Prompt and equitable disposition of losses and claims. 


Foreword of our claim manual. Write for a copy of this Foreword. 
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PLANET INSURANCE COMPANY 


Detroit, Michigan 
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claim policy as it is simply and clearly stated in the 
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Gen. P. I. Robinson Lauds 
Medicare’s Quick Progress 


Major General Paul I. Robinson, ex- 
ecutive director of the Office for De- 
pendents Medical Care, Washington, 
D. C., recently reported that the five- 
month old Defense Department’s ‘Medi- 
care’ “has already proven itself as 
a workable plan operated in a thoroughly 
democratic way.” 

General Robinson further added that 
the program, basically designed as a 
“fringe benefit to attract military men, 
is expected eventually to effect an actual 
economy measure by paring personnel 
losses and the attendant costs of recruit- 
ing and re-training.” 

The executive director recently visited 
Mutual of Omaha to discuss progress of 
‘Medicare’ with V. J. Skutt, president 
of that company, which is prime con- 
tractor for the plan in 17 states. He 
also held discussions with Mutual’s Vice 
President Gale Davis. 


Mutual of Omaha Shatters 
All Records in First Quarter 


Mutual of Omaha during the first 
quarter of 1957 shattered all its previous 
premium income records. V. J. Skutt, 
president, recently reported to the board 
of directors that first quarter business 
volume was the largest in Mutual’s 48 
years of operation. 

Premium income for the first quarter 
was reported at $42,335,544, an increase 
of nearly $2,000,000 over the first quarter 
of 1956. 

Mr. Skutt predicted Mutual of Omaha 
will continue to set the pace in A. & H. 
insurance this year. Last year the 
company stated it wrote in excess of 
$172,000,000. 


John Hancock A. & HL. Story 
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a common carrier, and, in some policies, 
a partial disability benefit. 

Under the hospital expense policies, 
daily hospital benefits of $6, $8 and $10 
are offered with a $250 maximum sur- 
gical benefit, while daily hospital benefits 
of $12 and $15 are available with a $300 
maximum surgical benefit. Other benefits 
include a hospital services benefit up to 
a maximum of 15 times the daily hospital 
benefit, a maternity benefit up to 10 
times the daily hospital benefit, and in 
the premium notice series of policies, a 
physicians in-hospital benefit of $3 a day 
up to a maximum of $150. A $25 deduc- 
tible amount is applied to the sum of 
the benefits otherwise payable under the 
hospital expense policy, except the ma- 
ternity benefits. 


Common Accident Provision 


Under the common accident provision, 
only one deductible amount of $25 will be 
subtracted when two or more covered 
family members are injured as a result 
of the same accident. Hospital expense 
policies issued in California provide ben- 
efits which differ from those described 
above. 

Under the major medical expense pol- 
icy, the benefit period is one year start- 
ing from the earliest date that the re- 
quired minimum amount of covered med- 
ical expenses are incurred and any fur- 
ther period during which the covered 
person is confined to a hospital, if such 
confinement commenced prior to the end 
of the one-year pesur- Only one deduc- 
tible amount of $500 is applied when two 
or more covered family members are 
injured as a result of the same accident : 
also, their benefit periods commence 
simultaneously and their covered medical 
expenses are combined. 

Under both the hospital and major 
medical expense policies, coverage on 
children expires on the policy anniver- 
sary following their 21st birthday. 








North American Accident 


Holding Regional Workshops : 


A new and highly effective source of 
practical help and inspiration for its 
fieldmen will get into fully swing when 
North American Accident of Chicago 
holds its second regional workshop 
May 19-21 at Pocono Manor Inn, Penn- 
sylvania. A previous workshop was held 
at Three Lakes, Wis. 

R. Rauwolf, vice president and 
agency director, declared the Wisconsin 
meeting, held April 2-3 to be a success. 
Further workshops will follow the same 
pattern. The first gathering, attended 
by midwest agents and representatives 
of the home office, provided intensive 
group-participation sessions on Individual 
A. & H. franchise, individual life, Group 
and Group Life. Methods of adapting 
policies to individual situations, applying 
rate manual figures, and organizing a 
job of simple programming were ex- 
plored in detail to determine the most 
effective sales techniques. 


New Corporation Names 
Its First President 


Federal Underwriters at Madison, Wis., 
a trip accident insurance company, was 
recently incorporated with P. Kendall 
Bruce as president. 

Federal Underwriters serves as manag- 
ing general agency in Wisconsin, Michi- 
gan, Illinois and Minnesota for the trip 
accident line of Federal Mutual Casualty 
of Milwaukee. It will also manage trip 
accident for Peerless of Keene, N. H., in 
the states where Federal Mutual does 
not operate. 

Mr. Bruce formerly was sole operator 
of the unincorporated company. Lester 
C. Six will become a vice president and 
sales manager of the new corporation. 
Mr. Bruce will act also as general man- 
ager. 











Dr. H. Rusk on “Sick People 
In a Troubled World” 


Dr. Howard A. Rusk was the featured 
speaker at Mutual of Omaha’s 2nd an- 
nual congratulatory dinner held to honor 
seniors of the Nebraska Medical School 
and Creighten University Medical School 
in Omaha recently. Recognized as a 
foremost authority on the rehabilitation 
of the convalescent and handicapped, Dr. 
Rusk in his talk, “Sick People in a 
Troubled World,” pointed up the need 
for a change from the present emphasis 
on disability to a concentration on the 
patient’s remaining abilities to help him 
regain his place in society as a produc- 
tive member. 

Winner of numerous honors and cita- 
tions for his work in the rehabilitation 


field, Dr. Rusk was the 1952 recipient 
of the Mutual of Omaha Criss Award 
for “outstanding contribution in the field 
of health.” He is presently chairman 
of the department of physical medicine 
and rehabilitation for the New York 
University-Bellevue Medical Center. 
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HOW VALUABLE IS 
RELIABILITY? 


In a corporation, as in a man, reliability is indeed a precious asset. 
Since its foundation eleven years ago Canada Health and Accident 
Assurance Corporation has built a solid reputation of reliability 
second to none. Proof of this is shown in the growth of Canada 
Health and Accident to the largest all-Canadian insurance company 
of its type in the country, selling Canadians the protection 


If reliability is one of your assets and sales your endeavour there 
are a number of unusually fine opportunities for you in our ever 
expanding program across Canada. 


Write in confidence to O. J. Breidenbaugh, Managing Director. 
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brochure outlining complete, nationwide Personal and 
Business ACCIDENT AND HEALTH facilities. Agents call 
it “best in the business”. 


Write Dept.G-1, Reading, Pa. 
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United, Mutual of Omaha 


Combine Several Functions 


The Group department of United of 
Omaha and Mutual of Omaha has con- 
solidated several functions of certain of 
its sections into a new section—Group 
claim research. The primary purpose of 
the new section, according to A. W. 
Randall, assistant vice president and 
manager of the Group department, will 
be to help stabilize claim costs for the 
benefit of the Group insurance policy- 
owner. 

“Claim research,” stated Mr. Randall, 
is necessary in maintaining close contact 
with the hospitals and medical profes- 
sion, and will lead to a more complete 
understanding of the administrative costs 
to the insurance company and policy- 
owner resulting from actions taken by 
these providers of medical services. If we 
can become better informed of current 
medical practice, we can improve and 
adapt our policies and administrative 
methods to provide benefits in keeping 
with the most recent medical trends.” 

As an example, Mr. Randall cited pre- 
liminary results of a nationwide survey 
now in progress on “most frequent” 
charges for surgical procedures which 
revealed that actual charges for opera- 
tions are often at wide variance with the 
dollar relationships found in the usual 
insurance industry fee schedule. 

Group claim research will be under 
the supervision of George D. Edson. Mr. 
Edson has been with United and Mutual 
since 1949 and was previously assistant 
supervisor of the Group claim depart- 
ment. He is a graduate of the University 
of Omaha. 


MALPRACTICE INS. DISPUTE 





Brooklyn at Odds With N. Y. State 
Medical Society; Some Doctors In- 
suring With Lloyd’s of London 
A dispute between the Brooklyn and 
New York State Medical Societies con- 
cerning malpractice liability insurance 
came to light recently. Apparently 
3rooklyn practitioners were not satisfied 
with the state Group plan to which 46% 
of the state’s physicians subscribe. Con- 
sequently a number of physicians are 
reportedly taking out “cheaper” malprac- 
tice insurance with Lloyd’s of London. 
The New York State Medical Society’s 
Group plan is operated through Employ- 
ers Mutual of Wassau, Wis. Apparently 
the state society had offered the Brook- 
lyn group, last year, a plan under which 
three malpractice committees would be 
set up—one made up of physicians be- 
longing to the state Group plan, another 
made up of those insured by Lloyd’s and 
another composed of those insured by 
other companies. Employers Mutual is 
reported to have been agreeable to this 

arrangement. 


A. & H. CLUB OUTING 

The annual outing of the Accident & 
Health Club of New York will be held 
Thursday, May 23, at Sun Dance Lodge, 
Route 46, Caldwell, N. J. Andrew G. 
Borden, Metropolitan Life, who is vice 
president of the club, is chairman of the 
arrangements committee. 
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tance of this code, noteworthy as that 
may be, is less significant than our ad- 
herence to its tenets. The code itself 
symbolizes the maturity of voluntary 
health insurance; our undeviating ap- 
plication of its standards as guideposts 
in our growth and development will con- 


stitute evidence of our worthiness to 
perform a service of great social im- 
portance.” 


New Officers, Directors Elected 


In executive session this afternoon 
J. Henry Smith, Equitable Society, was 
elected president of HIAA succeeding 
Mr. Faulkner who received a big vote 
of thanks. Other officers elected were 
Travis T. Wallace, Great American Re- 
serve, vice president; William R. Shands, 
Life Insurance Co. of Virginia, reelected 
secretary; H. Clay Johnson, Royal-Globe 
Insurance Group, public relations chair- 
man. New directors elected for three- 
year terms include R. A. Hohaus, Metro- 
politan Life (reelected) ; Neville Pilling, 
Zurich Insurance Co.; Herbert P. Stell- 
wagen, Indemnity Co. ‘of North America; 
D. E. Kilgour, Great-West Life; Lewis 
Rietz, Great Southern Life. Edwin W. 
Craig, National Life & Accident, was 
named for a one year term. 


R. R. Neal’s Report 


HIAA’s membership is now up to 259 
companies. This was revealed in the 
report of General Manager Robert Neal, 
who followed Mr. Faulkner this morn- 
ing. His comprehensive review of the 
association’s first year’s activities cen- 
tered around excellent work of its stand- 
ing committees, its legal department and 
staff personnel, to all of whom he ex- 
pressed appreciation. 

Mr. Neal indicated HIAA’s awareness 
of the FTC problem, mentioning in par- 
ticular the American Hospital and Na- 
tional Casualty cases. He considered the 
court’s opinion in holding that FTC had 
no jurisdiction in American Hospital’s 
case as being “of obvious importance to 
the entire insurance business.” Saying 
that it will probably be appealed, he 
added: “The ultimate holding of U. S. 
Supreme Court in interpreting the Mc- 
Carran Act will affect our business for 
years to come.” He was hopeful that 








Special on HIAA Meeting 


The Health Insurance Association of 
America Annual Meeting will be re- 
viewed in detail in the May 17 issue of 
“The Eastern Underwriter.” A_ special 
section will be devoted to this important 
meeting. 








when National Casualty case is decided 
“an equally favorable result will pertain.” 
His over-all feeling was that any excuse 
that FTC might have had to assert 
jurisdiction on the ground that the 
states are not performing their regu- 
latory functions in the area of super- 
vision of advertising practices is rapidly 
being dissipated. “Through diligence of 
NAIC, its subcommittee headed by Com- 
missioner Pansing of Nebraska, and 
consultants from industry, the intent of 
Congress as expressed in Public Law 15 
has been strengthened.” 

As to Federal legislation, Mr. Neal 
summed up: “Much is pending, some 
action is foreseen at this session, but no 
legislation of major importance will be- 
come law.” 


Medicare Program 


He noted with satisfaction that the 
Medicare program to provide hospital 
and medical care for dependents of the 
armed forces, which became effective last 
December 7, is being ably administered 
in 17 states by designated insurance 
companies and with Mutual of Omaha as 
the prime contractor. “Tn five months’ 
Operation,” he said, “the companies have 
paid over 32,000 hospital claims and 
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nearly 5,000 fees for doctors’ services. 
More than 2,000 hospitals are participat- 
ing. Claims are currently being paid at 
rate of over $1 million a month.” 

As to state legislation, Mr. Neal con- 
sidered the Metcalf Committee’s efforts 
in New York to pass legislation for writ- 
ing individual hospital, medical-surgical 
insurance on a non-can basis for life as 
most significant. While legislation was 
avoided for 1957 the Metcalf Committee 
is continuing. He predicted: “This sub- 
ject will continue to be an active one 
at New York’s 1958 legislative session.” 

New York Insurance Department is 
now sending out under its own ‘auspices 
questionnaires to the companies “probing 
incisively and burdensomely” into can- 
cellation of policies over a six months’ 
period. In urging HIAA members to 
cooperate in completion of the ques- 
tionnaire Mr. Neal explained : “The New 
York Department’s purpose is to accumu- 
late statistical information essential to a 
balanced approach to legislation (on this 
subject) in New York next year... 
companies which fail to respond may 
bring unfavorable attention upon them- 
selves and the industry .. .” 

Speaking of HIAA’s company relations 
division, Mr. Neal revealed that a forum 
on methods and procedures will be inau- 
gurated in the coming year in addition 
to continuance of the individual and 
Group insurance forums. As to work of 
the information and research division, 
he remarked that in close cooperation 
with HIAA’s actuarial and_ statistical 
committee and the committee on eco- 
nomics of financing medical care, “it is 
responsible for collection of statistics 
necessary for Health Insurance Insti- 
tute’s public relations program and for 
a substantial portion of Health Insurance 
Council’s annual statistical survey.” He 
said that the Council will continue as a 
separate medium. 

In closing Mr. Neal hailed the Health 
Insurance Institute as “probably the most 
significant single step” taken in HIAA’s 
first year. 


Other Speakers Well Received 


Three company executives, leaders in 
their respective fields, also addressed to- 








Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 









qualified General Agents in selected areas 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
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day’s session of HIAA. They were Dud- 
ley Dowell, New York Life, who spoke 
on “Responsibilities and Objectives in 
Marketing Health Insurance” ; AZ 
Macdonald, Confederation Life, w ho told 
about “State Hospitalization in Canada,’ 
and H. Clay Johnson, Royal-Globe In- 
surance Group, who discussed “Big Gov- 
ernment and Private Insurance.” In addi- 
tion Insurance Commissioner Joseph A. 
Navarre of Michigan gave a stirring 
defense of state regulation of insurance, 
and Holgar Johnson explained what is 
needed to build favorable public atti- 
tudes. 

Tomorrow morning’s program will fea- 
ture a symposium on “Financing of 
Health Care Costs” with C. Manton 
Eddy, Connecticut General Life, as lead- 
off speaker on “Keeping Insurance Ef- 
fective in Financing Health Care.” Other 
participants are Jay Ketchum, Michigan 
Medical Service; Dr. David B. Allman, 
president- elect, American Medical Asso- 
ciation, and U. S. Senator William A. 
P urtell, Connecticut. 

Special luncheon guest, HEW Secre- 
tary Marion B. Folsom, will speak on 
“The Government’s Role and Responsi- 
bilities in Health Insurance.” Rounding 
out a quality program, the afternoon 
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are you at the 


WE ARE LOOKING FOR experienced A&S producers 


who are ready to become General Agents. 


If you are in this category, and if your present company 
can't offer you the contract you want, we urge you to inves- 


Your investigation will show that we have the widest line 
of individual coverages available in one company anywhere, 
and an agency contract second to none. 


We have some territories open with great possibilities. 


Write in confidence to 
JAMES W. SEDGWICK, Agency Manager 
ACCIDENT DEPARTMENT 
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speakers will be Dr. C. C. Balderston, 
Federal Reserve System; Gordon Dean, 
General Dynamics Corp., and Allan B. 
Kline, past president, American Farm 
3ureau Federation. All of these addresses 
will be reviewed at length in our May 17 
issue. 

The 1958 annual meeting of HIAA will 
be held May 12-14 at Hotel Drake, 
Chicago. 
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responsibilities connected with the com- 
pany’s public relations committee. 

In insurance affairs, Mr. Smith was 
chairman of the Health Insurance Coun- 
cil from 1949 to 1950. He also served 
as chairman of the joint Group insur- 
ance committee of the Life Insurance 
Association of America and the Ameri- 
can Life Convention, 1952 to 1953. For 
inal years, he was a member of the 
Board of Governors of the Bureau of 
Accident and Health Underwriters. This 
year he served 3 vice peaicay of the 
HIAA until his election as HIAA presi- 
dent. 

Mr. Smith is married to the former 
Roberta Foard of Wilmington, Del., and 
they have four children. Residing in 
Maplewood, N. J., he is active in com- 
munity affairs, including membership on 
the Boards of the Community Chest and 
the Boy Scout Council of the Oranges 
and Maplewood 


To Hold Hearings on Union 
Health and Welfare Funds 


\ Senate Labor sub-committee will 
begin hearings late this month on legis- 
lation to provide for registration, re- 
porting and full disclosure of wnion 
health and welfare funds, it has been 
announced by Sen. John F. Kennedy (D.- 
Mass.), chairman of the subcommittee. 

Pending before the subcommittee are 
two bills, one embodying the Administra- 
tion proposals and eee by Sen. 
Irving M. Ives (R.-N. Y.); the other, a 
far more sweeping measure sponsored 
by Sen. Paul H. Douglas (D.-III.), chair- 
man of the Senate labor subcommittee 
which last year concluded a comprehen- 
sive investigation of abuses in employe 
benefit plans. Sen. Douglas’ bill is based 
upon that subcommittee’s report and is 
endorsed by the AFL-CIO. 

Sen. Kennedy said the forthcoming 
hearings also may look into the need 
for other legislation relating to the con- 
trol and regulation of union financial 
operations and monies 

Under Senator Douglas’ bill all pension 
and welfare plans covering more than 
25 employes would be required to register 
and report to the Securities and Ex- 
change Commission, which in the opinion 
of employers “would open the books to 
labor leade rs, something they have long 
dreamed of. 
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Further Comments on MacDonald’s 
LIAMA Talk On A. & H. Training 


The recent LIAMA talk in Chicago by Roy A. 


MacDonald, director of company 


relations of the Health Insurance Association of America (highspotted in our April 19 


issue), in 


which he focused attention on the importance of a good agents’ training pro- 


gram and the immediate need to improve training methods, has created more than usual 


interest. Because of recent criticism of the 
Commission, and the NAIC-industry investigations of claim 
MacDonald put particular emphasis on the greater responsibility which 
velop training methods that will make their 


notably the Federal Trade 
complaints, Mr. 
companies must assume at this time to dez 
agents more effective. 


The agents was pictured by Mr. Mac- 
Donald as the key figure in the A. & H. 
business not only because he arouses 
buyer interest and makes a sale “but 
because on the quality of his perform- 
ance will depend to a large extent, his 
company’s underwriting experience and 
the satisfaction of the policyholder.” 

Referring to the industry studies made 
on complaints, which pinpointed pre- 
existing conditions, misrepresentation, 
cancellations and misunderstandings with 
regard to policy benefits, Mr. MacDon- 
ald declared that “they point squarely 
to failure of agents at the time of sale 
to do a thorough and complete selling 
job.” 

Importance of Selection 

This brought the speaker to a consid- 
eration of some major problems in train- 
ing, chief among them being selection of 
manpower. He declared that “no train- 
ing program, however good, can make a 
good agent out of the man who does not 
have the motivation and personal char- 
acteristics of a salesman. The selection 
of an agent deserves more gic 
but not too often receives -than is 
given to buying a piece of mechanic al 
equipment in your home office. 

Counseling that training needs should 
not be a matter of guess work, Mr. Mac- 
Donald suggested: “Very often your 
own agents will have good ideas on the 
kind of training needed. Other useful 
methods can stem from_ policyholder 
complaints, field observation by sales su- 
pervisors and sales trainers, a job anal- 
ysis, difficulty analysis, and a time and 
duty analysis.” 

Knowledge of the Contracts 

The speaker then brought out that 
knowledge, skills and atti- 
tudes to be taught agents, “knowledge of 
the contracts he has to sell must always 
be near the top 

“An agent must have the answers to 

such questions as: What will this policy 
ap for my prospect? What are its a 
ticular strengths and weaknesses? What 
are the features which make the best 

sling arguments for the policy? What 
oririnie does the policy cover and, 
just as important, what does the policy 
not cover? 

“An agent must also be fully familiar 
with any exclusions and benefit reduc- 
tions in the contracts he sells. He must 
know about any special indemnities, 
what house confinement means in his 
company and how the definition of it 
will be interpreted by his company’s 
claim department. He must be familiar 
with waiting periods and any probation- 
ary period before a benefit becomes ef- 
fective. He must, furthermore, have a 
thorough knowledge of the pre- existing 
conditions clause. 

“To give answers to questions like 


in any list of 


these, training cannot be haphazard,’ 
said Mr. MacDonald. “It must be 
planned. It requires knowledge of com- 


peting contracts of a similar nature so 
that the agent may make absolutely 
clear why his contract is best for a 
particular prospect.” 

Mr. MacDonald felt that an agent, 
through proper training, must be in a 
position to combine his complete fa- 
miliarity with his company’s various poli- 
cies of protection with the best methods 


A. & H. business by Federal agencies, 


to adopt or tailor-make that protection 
to the particular needs of his prospect. 
“He must be able to do this so as to 
create personal prestige for himself in 
the eyes of his policyholders, thus estab- 
lishing the relz itionship needed to sell 
successfully A.&H. insurance. If an 
agent demonstrates that he is primarily 
interested in service rather than just a 
one shot sale, he is bound to cultivate 
a spreading confidence.” 

The further point was made that a 
good training program does more than 
make an agent well informed. “If you 
are not careful,” said Mr. MacDonald, 
“an agent will become so well informed 
that technical terms will pour from his 
mouth like water from a tap. Very often 
the terminology is meaningless to the 
prospect who wonders, perhaps silently, 
‘what will this policy do for me?’” 

As to the duration of the training 
period, the speaker remarked: “A three 
or six month program may sound fine 
to the trainer. It probably sounds much 
less exciting to the weary trainee only 
half way through. Can a program be 
devised which is not so long that inter- 
est lags and effectiveness drops? Can 
agents be given the information and 
skills they need, be shown how to use 
them arid then be permitted to sell with 
follow-up training by field management ?” 


Importance of the Follow-up 


Mr. MacDonald then touched on the 
importance of the follow-up in training, 
saying: “Training is an investment that 
pays for itself only if used. So, to 
encourage agents to take their training 
seriously, there is the problem of how to 
follow up to see how the program is 
working. Should this be done by exami- 
nations? Should the effectiveness be 
measured by the yardstick of produc- 
tion? By the yardstick of persistency? 
Most training programs that I have seen 
lack an adequate follow-up. Often no 
effort is made to get agents to use the 
information they have been taught. 
What effort should be made and how? 

“There is also the problem of planning 
today for the sales power of tomorrow. 
For some time we have been recruiting 
from university campuses but more such 
recruiting must be done and more 
sources for adequate material must be 
sought. These men must be trained in 
advance of the actual need for them. 
If this is not done then territories must 
be left vacant while a man is hurriedly 
trained or an untrained man must be 
used. Either method can be costly both 
in good will and in sales. 


Top Management Must Participate 


“Finally, there is always the problem 
of getting top management to partici- 
pate in training. This is the success or 
failure of any training program. Man- 
agement must do more than simply au- 
thorize expenditures for sales training. 
Management should not only talk about 
sales training, but it should see to it that 
agents apply what they have been 
taught. It is no accident that many ex- 
ecutives who have taken a personal in- 
terest in training have benefited more 
from it than the agents themselves. 

“All in all, every company hrs the 
responsibility of making each of its 
agents aware of the fact that he is really 
the public relations representative for 
his company and for the entire industry. 
It is not enough any more just to take 
applications. The agent must be made 
more fully aware of the importance of 


A. & H. Talk At Greenbrier 
By Wellington S. Crouse 


Wellington S. Crouse, counsel, south- 
western home office, The Prudential, had 
as subject of an address at Greenbrier 
Hotel, White Sulphur Springs, W. Va., 
Association of Life Insurance Counsel, 
“Recent Developments in Double Indem- 


Mr. Crouse said that when Pruden- 
tial started writing individual Accident 
and Health policies the insuring clause 
was based on accidental results. In 1956 
its Family Policy was introduced in the 
life insurance field. 

“This policy, which was expected to 
and did receive wide acceptance by the 
insuring public,” he said, “contained an 
accidental death benefit insuring clause 
covering death resulting ‘directly and 
independently of all other causes from 
accidental bodily injury. 

“Even though all Prudential Family 
policies provide accidental death bene- 
fits and on the average the larger compa- 
nies are issuing about one-third of their 
total new business with a double indem- 
nity provision it does not seem that the 
companies which have taken a fresh 
look at the question as to the advisabil- 
ity of continuing to use an accidental 
means clause have been worried by 
prospective losses due to its abandon- 
ment. 

“It seems, after considering the treat- 
ment of accidental means by the courts, 
that although undoubtedly some exclu- 
sion clauses may be necessary, the 
‘early underwriters’ were not too far 
off the track.” 


Texas Passes Bill To Fine 
$500 For Unfair A. & H. Ads 


A bill to prevent unfair and deceptive 
insurance practices has received final 
legislative approval in Texas. Rep. R. K. 
Sutton, Jr., of Dallas sponsored in the 
House the bill which Sen. Ottis E. Lock 
of Lufkin handled in the Senate. An 
amendment was accepted by the Senate. 

Mr. Sutton explained that Federal 
regulation of insurance will result unless 
the state passes a law. It would provide 
fines up to $500 for any misrepresenta- 
tion concerning an insurance policy. He 
said it was aimed among other things 
at alleged abuses in selling A. & H. 
insurance, 


CHANGE TO NEW ADDRESS 

Group Health Insurance, Inc., has 
moved to new, larger offices at 221 
Fourth Avenue, New York City. The 
company states that it has added 80,000 
subscribers to its “Family Doctor Plan” 
in the past two years. 


A. & H. WOMEN GIVE $100 

The women’s division of the Chicago 
Accident & Health Association presented 
a $100 contribution to the Chicago area 
Easter Seal Society. Miss Lee Kukscha, 
president of the women’s division, and 
Miss Veronica Cardott made the presen- 
tation to Erma Jean at a pre-Easter 
party for crippled youngsters. 





his industry and, because of today’s 

climate, the importance of being the 
right kind of an accident and health in- 
surance agent.” 

In closing Mr. MacDonald empha- 
sized, “E very company is primarily in- 
terested in one thing: satisfied policy- 
holders. If an agent is thoroughly 
trained to make every sale knowing that 
he is expected to keep in touch with 
every policyholder and that any misun- 
derstandings will be his responsibility, 
then he is going to do a better job. To do 
this he must be given all the knowledge 
and guidance possible that will permit 
him to sell properly. It is your respon- 
sibility to make sure that your agents 
get that necessary knowledge and guid- 
ance. 


Hartford A. & I.’s New 
Group-Guard Plans 


FOR FIRMS OF 10-24 EMPLOYES 


Medical Expense Protection Coverages 
Include Basic Hospital-Surgical, Ma- 
jor Medical, Comprehensive Medical 


A broad new program of Group insur- 
ance plans for smal] businesses has been 
introduced by the Hartford Accident & 
Indemnity Co. Called Hartford Group- 
Guard Insurance, it is designed for busi- 
ness firms employing between 10 and 24 
persons. 

“Group - Guard’s_ introduction,” said 
Secretary D. H. Quigg “is the latest 
phase of the Hartford Accident’s con- 
certed program to expand operations in 
the field of A.&S. in both Group and 
personal lines.” 

Group-Guard offers the small business- 
man a choice of seven plans, covering a 
complete range of medical expense pro- 
tection by which he can provide his em- 
ployes with fringe benefits heretofore 
available, for the most part, only to em- 
ployes of larger firms. The various 
plans encompass these coverages: 

3asic hospital-surgical expense insur- 
ance, providing benefits for hospital 
room and board, miscellaneous hospital 
expenses, and doctor’s hospital visits, 
surgical and maternity expenses, in spe- 
cified amount and limits. 


Major Medical Expense 


Major medical expense insurance, pay- 
ing 75% of an employe’s or depend- 
ent’s medical expenses beyond the first 
$100 not covered under basic hospital- 
surgical insurance, and up to a maximum 
of $5,000 for each unrelated illness or 
injury. 

Comprehensive medical expense insur- 
ance, paying toward expenses of vir- 
tually all medical or surgical treatment, 
services and supplies necessary for the 
insured’s recovery from illness or injury, 
up to $5,000 for any one condition. 

Weekly income insurance, providing 
weekly benefits to employes who are 
unable to perform the duties of their 
occupation because of non-occupational 
injury or illness, benefits being payable 
from the first day of injury-caused dis- 
abilities and from the eighth day of dis- 
abilities due to illness. : 

The major medical coverage is avail- 
able only with the basic hospital and 
surgical plan, and the weekly income 
feature may be written in conjunction 
with such a plan or as an adjunct to 
comprehensive medical insurance. 

The Hartford Accident is announcing 
the new coverages to its agents through 
mailing a promotion al and explanatory 
kit containing sales material, proposal 
sheets, underwriting data and folders 
and booklets explaining the provisions 
and benefits under each plan of cover- 
age. 


SYSTEMS PLANNING CONFERENCE 


AMA Sessions Featured Mutual of 

Omaha Executives W. G. Murphy, 

G. C. Boddiger and D. A. Stivers 

Three members of the executive staff 
ot Mutual of Omaha and United of 
Omaha were among the featured lectur- 
ers at the American Management Asso- 
ciation’s conference on systems planning 

and control held April 25-26 at the Hotel 
Roosevelt in New York City. 

George C. Boddiger, assistant treas- 
urer of Mutual and assistant vice presi- 
dent of United; William G. Murphy, 
special assistant, personnel department, 
and D. A. Stivers, assistant director of 
planning led discussions on the various 
phases of control systems from the or- 
ganizational planning stages through the 
establishing of an effective information 
flow framework. Mr. Boddiger described 
the development of his companies’ pres- 
ent control systems, with special empha- 
sis given to the integration of electronic 
data computing equipment. 

The conference is held annually to 
enable business firms throughout the 
nation to keep abreast of the latest de- 
velopments in operational efficiency. 
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FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1956 


ASSETS 
ee sce sy Be a7 


LIABILITIES 


Reserve for Losses__._._ __ 


~$ 37,769,677.75 




















ae ey oR 











Mortgage Loans on Real Estate 919,345.67 Reserve for Loss Expenses 3,846,000.00 i 
“Bends and Stocks _—— 175,209,752.30 Reserve for Unearned Premiums 55,576,597.70 i 
Interest due and accrued___ 436,618.85 Reserve for Taxes and Expenses 1,954,250.00 | 
Agents and Departmental : i 
Balances a 3,946,903.97 ag held under Reinsurance 
ti te pee || 

Real Estate 2,958,000.00 Pe ce =. Tae ! 
Equity in Marine and Foreign All other Liabilities _____ 324,094.62 | 
Insurance Pools ——_ 10,942,414.98 Capital _ —_——  15,000,000.00 i 
All other Assets 2,065,416.71 Net Surplus 79,988,281.30 i} 
Total admitted Assets__$201,996,496.35 Total ue $201,996,496.35 | 


SURPLUS TO POLICYHOLDERS $94,988,281.30 


Securities carried at $4,090,259.60 in the above statement are deposited as required by law. 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1956 


ASSETS LIABILITIES 

CI ee ___$ 862,064.60 Reserve for Losses__._._-__$ 3,776,967.77 
*Bonds and Stocks... ~___—- 115,343,603.47 Reserve for Loss Expenses__.____. 384,600.00 
Interest due and accrued ___ 58,424.58 Reserve for Unearned Premiums 5,521,842.39 
Agents and Departmental Reserve for Taxes and Expenses 196,365.00 

Balances ___ 1,625,547.09 All other Liabilities. 103,005.98 
Real Estate —__ aie 62,000.00 Ce... = 22.900, 800,00 
All other Assets. ica 126,651.86 Net Surplus — 6,095,510.46 

Total admitted Assets_ $18,078,291.60 Cp a | 

SURPLUS TO POLICYHOLDERS $8,095,510.46 
Securities carried at $2,086,802.60 in the above stat t are deposited as required by law. 





THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


DECEMBER 31, 1956 








ASSETS 
Cash, one! $ 1,530,271.76 
Mortgage Loans on Real Estate 9,000.00 
Bonds and Stocks... 38, 767,115.71 
Interest due and accrued__ 145,923.17 


Agents and Departmental 
Dalantes: a BSBA 
Equity in Marine and Foreign 
Insurance Pools. 


All other Assets- 


202,834.42 
214,037.08 
Total admitted Assets__$44,627,332.25 








LIABILITIES 
Reserve for Losses -ammenic '11,830:903.31 
Reserve for Loss Expenses_ 1,153,800.00 
Reserve for Unearned Premiums 16,565,527.17 








Reserve for Taxes and Expenses 615,695.00 
All other Liabilities. 231,148.39 
Capital 3,000,000.00 
Net Surplus 11,730,258.38 
Total =... $44,627,332.25 


SURPLUS TO POLICYHOLDERS $14,730,258.38 


Securities carried at $4,346,473.47 in the above statement are deposited as required by law. 


Western Department 


120 So. LaSalle St., Chicago 3, Illinois 


Southwestern Department 


912 Commerce St., Dallas 22, Texas 








ASSETS 
Cash om 42,794.64 
Bonds and Stocks____— 404,158.65 
Interest Due and Accrued 2,945.21 
Agents and Departmental Balances 11,541.53 
All other Assets ____ poe _. 19,300.00 
Total admitted Assets____ $480,740.03 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


DECEMBER 31, 1956 





ASSETS 

Cones Ss 898,584.08 
Mortgage Loans on Real Estate 314,698.21 
“Bonds and Stocks. 44,759,683.28 
Interest due and accrued___ 158,274.88 
Agents and Departmental 

Balances es 
All other Assets... => SESE 316,395.11 


Total admitted Assets_ $49,311,082.17 


LIABILITIES 


Reserve for Losses___ $11,330,903.31 





Reserve for Loss Expenses___ 1,153,800.00 
Reserve for Unearned Premiums 16,565,527.17 
Reserve for Taxes and Expenses 516,595.00 
All other Liabilities beaeneiiee 151,809.57 
Capital Site Cte 3,000,000.00 
Net Surplus _._. > ——— 116, 592,447.12 
ae. $49,311,082.17 


SURPLUS TO POLICYHOLDERS $19,592,447.12 


Securities carried at $2,958,841.60 in the above statement are deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1956 








ASSETS 

oe etnias ahead 934,735.84 
Mortgage Loans on Rea! Estate 414,862.64 
*Bonds and Stocks___________ 40, 300,943.62 
Interest due and accrued___ 156,166.83 
Agents and Departmental 

Balances Cee 
Equity in Marine and Foreign 

Insurance Pools —_ ‘i 217,110.96 
All other Assets ‘5 





sanakeis 130,673.39 
Total admitted Assets_ $46,404,412.86 


LIABILITIES 
Reserve for Losses S 11,330,903.31 
Reserve for Loss Expenses 1,153,800.00 


Reserve for Unearned Premiums 16,565,527.17 








Reserve for Taxes and Expenses 607,495.00 
All other Liabilities votes 121,598.79 
Capital —___.._-—s«3,000,000.00 
Net Surplus __ 13,625,088.59 
Total ~~. tst(ssCéS A 404,412.86 


SURPLUS TO POLICYHOLDERS $16,625,088.59 
Securities carried at $1,696,848.40 in the above statement are deposited as required by law. 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1956 


LIABILITIES 
Reserve for Taxes and Expenses_ $ 2,780.94 
Capital _._. = ———: 100,000.00 
Mun Gerais 7. 377,959.09 
Total ee ___._$480,740.03 


SURPLUS TO POLICYHOLDERS $477,959.09 


Securities carried at $55,636.41 in the above statement are deposited as required by law. 


HOME 


*Valuations on basis prescribed by National Association of Insurance Commissioners 


OFFICE 


10 PARK PLACE, NEWARK 1, NEW JERSEY 
Foreign Department 
102 Maiden Lane, New York 5, New York 
206 Sansome St., San Francisco 4, Calif. 


Pacific Department 


220 Bush St., San Francisco 6, Calif. 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 



























































Illustration From The Travelers Record, 1867 


~ on ae 
=<-RUN OVER . 


SS Fanwe HEAVENE'TIO ONLY A DREAM 
your PF ELIVETILL MORNING 


S“~ 


Sl 


ys 


i" | oe - fio ‘ 
co ORANGE PEEL. Cog 





hs Bal 
CIRCULAR save 


SS 


< 


Tah ly 


The Dream of a Man:Not Insured 


Here’s a man waking up to the fact that acci- 
dent insurance is important. He only lost a 
good night’s sleep but others have lost much 
more. They realized the value of an accident 
policy too late—after the accident. 


Since 1864 when The Travelers Insurance 
Company wrote the first accident policy issued 
in America, thousands of men and women 
have been gratified they had an accident con- 
tract with this pioneer company. 

And The Travelers has kept pace with the 
changing times. Today, with a wide variety of 
up-to-date policies. The Travelers is protect- 
ing people throughout the United States, 


INSURANCE COMPANY, HARTFORD 15, CONN. 


Canada. Puerto Rico, and Hawaii. Policy- 
holders can be sure of prompt and courteous 
attention for 3,300 employees devote their en- 
tire time to claim service. 


Make sure your clients know about this 
vital form of protection. 


The nearest Travelers Manager or General 
Agent will be happy to give you complete in- 
formation on the Modern Travelers Accident 
policies. : 

See him soon. You'll do well with The 
Travelers—the first accident insurance com- 
pany in America. 
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